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Sparks 


State of the nation’s economy: 
Up 
Coprer—July deliveries advanced 
to 115,179, tons from the previous 
month’s 98,416. a 
Business INpEx—The New York 
Times barometer went up from 
171.2 to 174.1 in week ended Aug. 16, 
and compares with 172.2 for the 
same week in 1951. 

On—Output of 7,177,000 barrels 
of crude daily set a new opera- 
tions record in the latest weekly 
report. It compared with previ- 
ous daily record of 7,108,000 set in 
week ended July 26, and was 
268,000 barrels a day higher than 
prior week. 

MacHineE Toots—Total of $110,000,- 
000 worth of orders placed with the 
industry in July boosted business 
to the highest level since last Octo- 
ber. Also, the lowest number of 
cancellations this year was made 
during that month. 

Canpy—Makers last year sold $1,- 
520,000,000 worth of the sweet 
goods. It was estimated that the 
American public spent $10.72 each. 
Store Sates—In week ended Aug. 
16, department store sales were 2 
percent ahead of like period last 
year, according to Federal Reserve 
Board. In the prior week they also 
rose 2 percent. 

Reta Sates—Although July sales 
were not as good as the preceding 
month, they climbed 6 percent over 
the same month last year, Com- 
merce Department said. 

* * * 
























Down 

Paper — Output was at 86.3 per- 
cent of mill capacity in week 
ended Aug. 16, versus 88.1 percent 
prior week. Compares with 97.1 
in like week a year ago. 

AcricuLTURE—Exports during 

June fell 22 percent from the like 
month last year. Value was esti- 
mated at $243,118,000, contrasted 
with $310,744,000 in same month 
@ year ago. 

Cortron—Industry spun 102.2 per- 
cent of capacity during July, com- 
pared with 117.3 percent during 
June. Percentage of capacity in 
July, 1951, was 110.7. 

= 


General 


U. S. Poputation—Census bureau 
reported population advanced to 
more than 157,000,000 as of July 1, 
or a gain of 6,000,000 since the 
official census was taken in April, 
1950. 





Top Cars 

New-car registrations for six 
months, plus 23 states for July: 
1952 Pos. Make 1951 Pos. 
1—466,059 Chev. 631,604— 1 
2—369,524 Ford 507,136— 2 
3—248,281 Plym. 318,547— 3 
4—169,359 Buick 230,902— 4 
5—141,532 Pontiac 192,845— 5 
6—138,870 Dodge 165,556— 6 
7—119,186 Olds. 159,576— 7 
8— 94,214 Mercury 133,888— 8 
9— 93,347 Stude. 110,181— 9 
10— 76,694 Nash 70,772—11 
1l— 64,806 Chrysler 90,784—10 
12— 49,946 DeSoto 61,278—12 
13— 44,363 Cadillac 53,615—14 
14— 42,776 Hudson 60,031—13 
15— 37,486 Packard 38,261—15 
16— 20,805 Kaiser 32,156—16 
17— 19,132 Willys 14,773—18 
18— 18,200 Henry J 32,058—17 
19— 13,298 Lincoln 14,209—19 
20— 2,584 Austin 1,797—21 
21— 1,997 Crosley 3,213—20 
22— 1,878 Brit. Ford 1,564—22 
23— 773 +~«Allstate 

Total All Makes 
2,245,079 2,932,441 

For further details see page 

46, today’s issue. 
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How Dealers Are Faring 
On Expenses, Profits 


Eprror’s Note: The following figures are taken from the latest issue 
of NADA’s “Dealer Profit or Loss Facts” bulletin: 


First-Half, 1952 


Selling Expense ............... Baeteas 


OPERATING PROPBTT. ..........0.0:..cssss000 


(Continued on Page 48, Col. 1) 
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Percentage of 


o 
6 Mos. °52 


dune °52 

16.7% 16.3% 

3.1% 3.2% 

Sidclacaiteineuctaateeceeass 9.4% 8.0% 
WiirinbecdebiccenbontT 12.5% 11.2% 
4.2% 5.1% 

18.0% 18.0% 

osuadvcqdaccenlredabicen 3.8% 3.7% 
i dis saestass nid ee 10.0% 8.9% 
cecesesis peeatedlbicniobie 13.8% 12.6% 
iebiaelenddcaashancieneistes 4.2% 5.4% 
Pcesttaceccncieatsyctaten 18.2% 18.3% 
pacers cane caea taut 4.6% 4.6% 
iecbenchtuchcunentnvena 8.9% 8.1% 
iosdiususubateerkesscimeeds 13.5% 12.7% 
ci igiheaaIRoR es cioA 4.7% 5.6% 
as 18.2% 18.2% 
iadeiaciuamtudintaces 4.2% 4.1% 
iby st cieuibectecsianns 9.1% 8.7% 
by cede entire 13.3% 12.8% 
= Sieoieteeadetenacetes 4.9% 5.4% 
PS -Saetee e ce 17.4% 17.1% 
ied wtadepcstsianmeataereie 3.5% 3.5% 
odin dnkaselhaaia saeco esti 9.5% 8.3% 
ieigteadaromavaeea 13.0% 11.8% 
ucatccinenscntonsssinteiel 44% 5.3% 








4-Month Model Season Due; 


On 


aa * 
By Mac Gordon 
Associate Editor | 
EARLY four months of 1952- 
model cleanups lie ahead of 
franchised dealers before 1953 cars 
reach the market in volume. 

Post-steel strike delays on intro- 
duction dates for new models have 
brought about the extension of the 
’52 runouts for nearly all makes, 
factory officials reported to AvUTo- 
MOTIVE News last week. 

As of Labor Day, only a smat- 
tering of new models is scheduled 
to reach dealerships before No- 
vember. Then starts the deluge, 
which will carry with it wide- 
spread restyling of cars in every 
price range. 

Factory officials pointed out that, 
while production snags and ma- 
terials commitments have made 
longer ‘52 cleanups unavoidable, 
they plan to make the most of the 
remaining months of the year from 
the standpoint of sell-ability. 


Drive 


GALaS rates will undergo an ex- 
haustive study to determine the 
extent of price resistance, if any, 
to outgoing ‘52s. Price reluctance 
among prospective purchasers, of 
course, will not figure as much on 
redesigned ’53s in the early part of 
next year. 

If dealers have a really hard time 
in disposing of the '52s now arriv- 
ing in increasing numbers, factories 
may find it necessary to alter any 
plans for price increases or gen- 
erally soup up their '53 promotion 
campaigns. 

“These next few months will 
present us with an acid market 
test,” an offiicial of a Big Three 
division commented, “No one can 
forecast now what the public 

(Continued on Page 52, Col. 4) 





= 
By Bernie Thomas 
Associate Editor 

T MAY be a few weeks after the 

auto industry’s parade of 1953 
models gets under way before trade 
circles get any news about possible 
price action on them. 

But, meantime, it is learned that 
auto makers have been making a 
determined effort to hold down 
prices on the ’53s. 

Observers believe manufactur- 
ers will get some actual produc- 

tion cost experience before 
applying to OPS for price in- 
creases. Whether any price hikes 
are effected, permission to in- 
crease price will undoubtedly be 
sought as a measure of economic 
insurance. 

After actual production experi- 
ence has been realized, there is 

(Continued on Page 52, Col, 1) 


to Hold Prices 


But Strike 


ack in Black, 


Threatens 


ord-Quarter Profits 


Belated Upturn in Business Helps in Second Quarter, 
Although Average Operating Profit Is Only 


4.4. Percent in 


determined effort to trim ex- 

penses resulted in the average 
new-car dealer winding up the 
first-half of this year with a cred- 
itable profit showing, according to 
the latest survey of NADA’s Busi- 
ness Management committee. 

(Meanwhile, auto production stop- 
pages caused by the long steel 
strike is expected to have an ad- 
verse effect on dealer profits in the 
third quarter.) 

During the first three months 
of this year, it was reported, more 
than 25 percent of the nation’s 
dealers operated at a loss, while 
profits for others approached the 
vanishing point. 

A belated upturn in business 
made itself felt with the start of 
the second quarter, it was said, al- 
lowing dealers to show a first-half 
operating profit of 4.4 percent, 
somewhat below that for the same 
period last year, but a profit nev- 
ertheless. 

Total sales for the average dealer 
in the second quarter rose 29.4 per- 
cent over the first quarter, and 
16.5 percent over the second quar- 
ter of 1951. The sharp increase in 
both new and used-car volume, 
NADA said, sent selling expenses 
up 11.1 percent. 

* z * 
OWEVER, fixed, or operating, 
expenses in the amount of dol- 
lars spent dropped 6.9 percent, 
bringing total expenses down 2.3 
percent. 

“The cut in fixed expenses,” said 
the committee’s bulletin, “repre- 
sents a notable victory for econo- 








Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 





131,531 
115,034 
j é 
Last Prev. 1951 
Week Week Week 


For complete production totals 
by makes, see table, page 56. 














First 6 Months 


my-minded dealers, and was the 
first real break in what has been 
a steady upward climb ever since 
the beginning of NADA’s continu- 
ing surveys early in 1949.” 

Average gross profit for all 
dealers in the second three 
months of this year was 17.1 per- 
cent of sales, slightly lower than 
the 17.2 percent shown in the 
first quarter, and down consider- 
ably from the 18.4 percent in the 
same period of 1951. 

Gross for the first six months of 
this year was 4 percent. 
* * 


orae expense for all dealers 

averaged 11.4 percent of sales 

during this year’s second quarter, 
(Continued on Page 48, Col. 1) 


OPS Is Quizzing 
1,000 Dealers 
In Utah Case 


UESTIONNAIRES seeking de- 
tailed information on pricing 
practices were sent out last week 
by OPS to 1,000 specially-chosen 
franchised dealers all over the U, S. 
By registered mail, the 1,000 
recipients of the “interrogatories” 
were ordered to fill them in and 
return them before Sept. 24 with 
five duplicate copies to Wash- 
ington headquarters of OPS. 
Explanatory material accom- 
panying the questionnaires said the 
answers were needed to assist in a 
$93,738 over-ceiling suit filed by OPS 
against a Fork, Utah, dealer. This 
litigation charged that the dealer 
had violated delivery-charge re- 
straints in the old Ceiling Price 
Regulation 83. 


* * 


REVISED CPR 83, which dras- 

tically changed provisions un- 
der which the Utah prosecution 
was started, became effective a 
week ago Saturday. 

The Buffalo Automobile Dealers 
Assn., first to report receipt of the 
quiz sheets in its area, said it had 
protested to NADA and the na- 
tional association promised to 
“bend its every effort to have this 
order killed.” 

Officials of NADA in the capi- 
tal, however, were unavailable for 
(Continued on Page 55, Col. 1) 
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Auto Output Near Pre-Strike Level 


EHICLE makers last week 
pushed production schedules to 
the highest level in two months, and 
to within a shade of rates prevail- 
ing before the long steel strike. 
According to Automotive News 
estimates, U. S. plants last week 
turned out 91,988 cars and 23,046 
trucks for a total of 115,034 ve- 
hicles. The previous week’s out- 
put was made up of 83,536 cars 
and 18,463 trucks—a total of 101,- 
999 units. 
Nearly all makers took part in 
the past week’s increased car as- 

















sembly activity, but GM was the 
most notable performer with a 
6,600-unit hike over its previous 
week’s build. 

Truck production also showed 
improvement at nearly all plants, 
but a 4,500-unit upturn over the 
week before would have been even 
greater except that Ford was still 
shackled by continuing material 
shortages. 

* * 

RELIMINARY tabulations show 

that U. S. plants during August 
were held to the production of 
236,739 cars and 60,679 trucks—a 
total of 297,418 vehicles. 

With stocks in the field at a post- 
war low, neither of those produc- 
tion totals would seem to indicate 
the liklihood of market saturation 





later this year, despite some dealer 
sentiment to the contrary. 

For July and August, car pro- 
duction averaged only 198,500 a 
month, while truck output aver- 
aged but 42,500. Registration data 
shows that during the first half 
of 1952, new-car sales averaged 
about 354,500 a month, and truck 
sales about 66,500. 

As of last’ week, production men 
saw no developments to justify ap- 
prehension that either car or truck 
production would greatly exceed 
demand over the balance of the 
year, in the light of first half sales 
trends. 

* + + 
EXT week will see the start of 
a series of model changeover 
(Continued on Page 56, Col. 1) 
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Token Shipments Boost Salesmen Morale .. . 





New-Car Sales Perking Up 


By Sam Sampson 
Staff Writer 

S A POST-STEEL strike dribble 

of new cars started to arrive at 
most dealerships, business began to 
look better, according to reports 
received by Automotive News last 
week. 

Late sales figures from Cleve- 
land, New York and Akron, and 
talks with Detroit dealers indi- 
cated that the public is showing 
a renewed interest in buying new 
cars. 

Dealers said that the shipments 
were small, however, and that the 
market had not been sounded out 
sufficiently to show any clear trend 
of future activity. 

The most important result of the 
token shipments, one Detroit dealer 
pointed out, was that it raised the 





Dealers Provide 
$12,000,000 in 


Cars for Schools 


ORE than 6,000 cars, valued at 
$12,000,000, were provided to 
high schools by the nation’s new- 
car dealers for driver training dur- 
ing the last school year, it was 
revealed last week by the Inter-In- 
dustry Highway Safety committee. 
This was an increase of 300 cars 
over the previous year’s total. 
“This contribution has greatly 
facilitated the rapid growth of 
high school driver education and 
is tangible evidence of the con- 
structive support being given to 
highway safety programs by pub- 
lic-spirited auto dealers,” said 
W. F. Hufstader, chairman of the 
safety committee and a_ vice- 
president of General Motors. 
Hufstader also announced that 
the committee, in cooperation with 
NADA, has created a new highway 
safety award for presentation to 
dealers who provide cars to high 
schools for behind-the-wheel train- 
ing. First awards will be made this 
fall at dealer conventions and civic 
meetings throughout the country. 
+ * < 


* a agree that high 
school driver education offers 

one of the major hopes for greater 

traffic safety,” said Hufstader. “De- 

velopment of skill and proper atti- 

tudes in youngsters when they first 

take the wheel is imperative, if we 
(See SAFETY, Page 56, Col. 3) 


Headlight Answer ? 


Buffalo Man Invents 


*‘Non-Glare’ Unit 


BUFFALO.—A 13-year project 
reached its climax when Gerald J. 
Dion, of 78 Amber St., a lighting 
dealer, received a patent on what 
he calls “a revolutionary non-glare 
headlight.” 

Dion uses a lens which cuts off 
the top of the headlight beam but 
which retains lower illumination. 
The cutoff of the high beam is ac- 
complished by a section resembling 
a venetian blind. 





morale of the salesmen and sent 
them out after business. 
La + * 

N CLEVELAND, 714 new cars 

were sold during the week ended 
Aug. 23—more than a hundred cars 
better than the previous week. 
Truck sales were also up, with 69 
titles issued as compafed ‘with 55 a 
week earlier. 


For the week ended Aug. 16, 
New York City dealers sold 6,033 
new cars for a hike of nearly 700 
cars over the previous week’s 
5,342. This also represented top 
sales for about a month. 


New-car sales in Ohio’s Summit 
county (Akron) totaled 240 cars 
during the week ended Aug. 16. 
While still far below average 
weekly sales, the figure shows a 
decided stepup from the previous 


_| week’s low of 202. 


* * ® 


ETROIT dealers said that the 

first factory shipments began 
to come in about two weeks ago, 
and that since that time business 
had been picking up. 


“People are going to keep on 
buying new cars whether they 
can really afford them or not,” 
one dealer declared. “We get cus- 
tomers in to buy a new car, when 
we can’t offer them as much as 
they still owe on their old one. 
As I see it, people are willing to 
buy, all right.” 

Another dealer said he couldn’t 
comment on the future market. 


“We do business here from week 
to week,” he declared. “and let the 
future take care of itself. Business 
has been considerably better dur- 
ing the last week or so, but I 
couldn’t say how long it will last.” 

* * * 
NE dealer said that there was a 
terrific selling job facing the 
industry during the next two 
months. Already, he said, buyers 
are beginning to back down from 





offers until after the new models 
come out. 

Still another dealer was looking 
about for merchandising ideas. 

“Cars will sell right now—any 
car,” he declared. “But I'm not 
getting enough of them walking 
into the showroom to suit me. 

Got any ideas?” 

Prior to the late deliveries, new- 
car volume was severely down. In 
many areas, new-car sales were 
setting postwar lows. 


MAHA reported 756 cars titled 

in July, as compared with 971 
in June. Columbus, O., reported 394 
new cars sold during the first 15 
days in August, as against 498 in 
the last 15 days in July. 

July was reported to the be- 
the worst month for Toledo (O.) 
dealers since December, 1951. 
Total sales were recorded at 1,- 
116 as against 1,472 for June. Last 
year, 1,515 new cars were sold 
in July. 

R. L. Polk and Co., statistical 
agency, estimated last week that 
July new-car sales would total 
about 295,000, compared to a June 
total of 422,217. At the present time, 
23 states have reported the sale of 
105,204 new cars in July. 


Used-Parts Fraud 
Charged by FTC 


WASHINGTON. — The Federal 
Trade Commission has set an Oct. 
14 hearing for Sidney Lenet of 
Philadelphia, charged by the com- 
mission with having sold auto 
springs without revealing to dealers 
or the public that some used parts 
were contained in the assembly. 

The complaint says the springs, 
marketed by Lenet’s M and M 
Spring Co., had the appearance of 
new parts and were not labeled to 
disclose use of old parts. Lenet will 
appear in Philadelphia before Hear- 
ing Examiner James A. Purcell. 











Russian Car ‘Looks too American'— 


Chicki Slotkin, 


the front end of a Russian-built Pobeza automobile, owned by her father. 


15, daughter of Los Angeles businessman Stanley Slotkin, examines 


Closely 


resembling a famous American car, the Soviet vehicle's design seems to have been 


lifted from a combination of U. S. types. The nearly chromeless machine 
according to its owner, who obtained it in 


American" to attract much attention, 
Helsinki, Finland.—{United Press photo.) 


“looks too 





New Borg-Warner Strikes 
Threaten Auto Output 


By Mac Gordon 
Associate Editor 
A——— Borg-Warner plants 
were struck for the second 
time in less than a year last week, 
another protracted shutdown was 
viewed as unlikely. 

Company and union positions on 
the wage issue appeared to be 
closer than they were when a com- 
panywide contract demand was the 
bone of contention last November. 
However, a strike deadlock lasting 
three weeks or more could force 
car assembly reduction at several 
B-W customers. 


In the background of last 
week’s strike was bitterness 
among UAW-CIO leaders over 
the Wage Stabilization Board’s 
failure to recommend unequivo- 
cally that Borg-Warner accede to 
@ master contract. The board, 
after extensive hearings on the 
dispute, reversed the majority 








33,363,000 Vehicles Due by End of *52 


ASHINGTON.—A _ record 53,- 

363,000 motor vehicles is ex- 
pected to be registered in the U. S. 
by the end of 1952, according to 
the Department of Commerce. 

The rate of increase in regis- 
tration of automobiles, trucks 
and buses, however, is expected 
to show an appreciable decline 
for the second consecutive year, 
compared with other postwar 
years. 

The rate of increase from 1951 to 
1952 is expected to be 2.79 percent, 
compared with a 5.6 percent in- 
crease between 1950 and 1951 and 
previous postwar annual gains of 
from 8 to 10 percent. 

Auto registrations are expected to 
total 43,894,000, an increase of 2.84 
Percent over the 42,682,591 regis- 
tered last year. Truck and bus 
registrations will have a slightly 
smaller increase, 2.57 percent, to a 
total of 9,469,000. 

* ” * 
T= department said all states 
will show increases in registra- 








Olds Takes ‘Talking’ Picture— 


A high-speed motion picture camera is focussed on the valve mechanism of an 
Oldsmobile Rocket engine in a study of valve motion in the Olds engineering labora- 
tories at Lansing. The film recorded by the camera, which can reach a speed of 15,000 
frames per second, be used by the engineers to study the valve action when the 


gi d 





is op 


as great as 4,400 rpm. F. G. Butler (left), senior design 


engineer, is ror ba the timing on the stroboscope light at the left, while Richard 
©. Painter (right), of the GM proving grounds, operates the camera. Robert Mooney, 
project engineer, is governing the engine speed. 


tions for 1952, ranging from 0.2 
percent in Delaware to 10.9 percent 
in Arizona, Seven states—Alabama, 
Arizona, Florida, Georgia, Mary- 
land, South Carolina and Virginia— 
are expected to have gains of more 
than 5 percent. 

California will probably be the 
first state to have more than 5,- 
000,000 registrations, and New 
York is expected to pass the 4,- 
000,000 mark. Pennsylvania and 
Texas will have over 3,000,000, as 
in 1951, and Ohio will join them 
this year. Illinois and Michigan 
will have well over 2,000,000 regis- 
trations, and 11 other states are 
each expected to have more than 
1,000,000. 

Estimates of motor vehicle regis- 

trations for August, 1951 and 1952 
follow: 


REGISTERED 

Percent 

Gain 

State "61 "52 °52-"51 
Ala. 730,104 767,000 5.1 
Ariz. 293,833 326,000 2.7 
Ark. 499,642 518,000 2.7 
Calif. 4,926,543 5,184,000 4.2 
Colo. 599,613 625,000 4.2 
Conn. 764,241 792,000 3.6 
ee 116,750 117,000 0.2 
Fila. .. 1,096,065 1,163,000 6.1 
Ga. . 969,167 1,019,000 5.1 
Ida. . 281,372 288,000 2.4 
til. .. . 2,789,546 2,354,000 2.3 
Ind. .. 1,513,025 1,547,000 2.2 
Ia. .......... 1,100,191 1,103,000 0.3 
Kans. 893,932 911,000 1.9 
Ky. 820,339 852,000 3.9 
SR soaiosas 735,997 751,000 2.0 
Me. 280,141 284,000 1.4 
ee 736,827 777,000 «5.5 








‘Brain’ for Only $62,500 

NEW YORK.—A new “giant 
brain” which has a controlled mem- 
ory capacity of 102,400 nine-digit 
“words” and the ability to solve 
a 10-digit mathematical problem in 
three milliseconds, was unveiled 
here by Electronic Computer Corp., 
160 Ave. of the Americas. The Ele- 
com 100, as it is called, is described 
as the first low-cost, ‘general pur- 
pose, electronic computer of its type 
to be offered on the market. It sells 
for $62,500. 








Mass. 1,346,520 1,376,000 2.2 
Mich. 2,555,257 2,570,000 0.6 
Minn. 1,217,450 1,222,000 0.4 
Miss. 510,286 528,000 3.5 
Mo. . 1,320,113 1,323,000 = 0.2 
Mont. 227,031 283,000 2.2 
Neb. 608,484 625,000 2.7 
Nev. 86,062 90,000 4.6 
N. H. ...... 180,162 182,000 1.0 
N. J. ..... 1,685,304 1,756,000 4.2 
N. M. 258,838 266,000 = 2. 

N. Y. 3,931,559 4,002,000 1.8 
N. Car. .. 1,129,454 1,174,000 3.9 
N. Dak 283,809 292,000 2.9 
Ohio ..... 2,940,388 3,008,000 2.3 
Okla 865,530 892,000 3.1 
Ore. . 691,397 702,000 = 1.5 
Penn. .... 3,189,198 3,292,000 3.2 
Rd. Is. 261,024 262,000 0.4 
S. Car... 648,297 687,000 6.0 
S. Dak... 298,412 303,000 §=1.5 
Tenn. 905,298 928,000 2.5 
Tex. .. 3,157,009 3,252,000 3.0 
Utah 264,711 271,000 2.4 
Vt. 123,988 126,000 = 1.6 
. 984,276 1,035,000 5.2 
Wash. 969,783 992,000 2.3 
W. Va. 490,211 499,000 1.8 
Wis. 1,246,136 1,255,000 0.7 
\: A 149,334 153,000 2.5 
D. of C. 191,316 194,000 1.4 
Total .. 51,913,965 53,363,000 2.8 





suggestion of a five-man panel 
and gave sanction to the present 
system of individual bargaining 
agreements at Borg-Warner sys- 
tem plants. 

The B. F. Goodrich strike was 
settled Thursday, but International 
Harvester farm machinery plants 
remained strikebound. 

a * * 


EANWHILE, UAW-CIO Presi- 

dent Walter P. Reuther for- 
mally threw in the sponge in his 
attempt to unseat the leftwing 
leadership of Ford Rouge Local 
600, the largest union local in the 
world. 

Reelection this month of Carl 
Stellato as Local 600 president was 
all but assured when the leading 
opposition slate, headed by Edgar 
Lee, withdrew from the race. 

And on Thursday, the UAW re- 
stored control of Local 600 to the 
Stellato regime by withdrawing 
an administratorship over the 
local. 

The UAW International Execu- 
tive Board, dominated by the Reu- 
ther forces, placed Local 600 under 
the administrator last spring after 
several cohorts of Stellato refused 
to testify before the House Un- 
American Activities committee. 

Reuther’s hope was apparently 
to work from the ground up in the 

(Continued on Page 53, Col. 1) 


86th for Clarke 


Founder of Autocar 


Marks Birthday 

BURKEHAVEN, N. H.—Still ac- 
tive and alert, automotive pioneer 
Louis S. Clarke marked his 86th 
birthday Aug. 23 at the home of 
his daughter, Mrs. Roscoe T. An- 
thony, near Burkehaven. 

Clarke founded Autocar Co., 
maker of heavy-duty trucks and 
highway tractors, in 1897. The firm, 
known until 1900 as Pittsburgh 
Motor Vehicle Co., made autos in 
its early days. 

Clarke pioneered left-hand drive, 
and is credited with developing the 
first American-made spark plugs, 
first direct-drive motor car, first 
double reduction gear drive and 
first oil circulating system. 








~ tail erences 














Dealer Harrell's 
W. R. Harrell, 





‘Assistant’ Showroom— 


president of Royal Motors (Chrysler) South Jacksonville, Fla., s 
getting attention with this novel outdoor display. 


It might be called a showroo” 


billboard, as it has a Chrysler or Plymouth constantly on view, with the model changed 
at frequent intervals. The display is on a corner one block from the dealership s 
main building at a point where all traffic using a bridge over the St. Johns river is 


sure to see it. 
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eg ocnaniy 11 of a factory sales 
agreement reads as follows: 

“Factory reserves the right to sell 
any products referred to in this 
agreement within the sales locality 
to other dealers or persons, govern- 
mental bodies, fleet buyers, taxicab 
or drive-it-yourself companies, so- 
called, or to businesses purchasing 
chassis in quantities for installing 

their own body equipment.” 

This paragraph has been sent 
to this conductor many times 
since the first of the year. It has 
been discussed in many dealer 
meetings. Dealers say that with 
such a paragraph included in the 
contract, the contract has no ef- 
fect whatever. In other words, a 
factory extends a contract and 
then reserves so many rights as 
to make the contract non-effec- 
tive. The word “persons” appears 
for the first time in the contract 
this year. 

The dealers who sell automobiles 
manufactured by this corporation 

are very much concerned. They 
were in hopes that contracts would 
be liberalized rather than tightened 
up. Their disappointment is great. 

This section of the contract was 
not discussed by the factory exec- 
utive who defended contracts some 
weeks ago. It is more important, 
most dealers feel, than such items 
as exclusive territory and the posi- 
tion of the contract on the death 
of a dealer, which were under dis- 
cussion at the factory meeting. 

* * 


* 

Perpetual Pact Analyzed 

HEN one considers a contract, 

isn’t it best, at least in the be- 
ginning, to forget the details of the 
contract? Aren’t we apt to get so 
snagged up in the discussion of the 
various provisions that we overlook 
the fundamentals? And isn’t it 
worthwhile now for all of us to 
stop and carefully consider the con- 
tract in general as we enter a com- 
petitive season? 

Isn’t it well to stop and consider 
the changed conditions and isn’t it 
time to consider the necessity of 
revised contracts that will better 
distribute the risk in this business 
so that we can lengthen the hori- 
zon of both factories and dealers? 
Wouldn’t the so-called perpetual 
contract be the answer to such 
questions and eliminate the need 
for discussion of individual para- 
graphs? 

A perpetual contract is often 
styled as a “forever contract” or 
a “lifetime contract,” but in real- 
ity it is a performance contract. 
It is merely a contract that lives 
forever in which a dealer is ex- 
tended a territory and a discount 
on the condition that his per- 
formance meets a quota require- 
ment set up in the contract itself. 

These quota requirements are 
based upon national registrations 
adjusted to local registrations. The 
quotas are revised annually to re- 
flect the previous year’s increase 
or decline in the particular manu- 
facturer’s national registrations. 

For instance, if a certain manu- 
facturer is obtaining 21 percent of 
the total registrations nationally, 
this, of course, is but the average 
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Dealers tell me 


By John O. Munn 

















of what his dealers are doing in- 
dividually. It is made up from local 
registrations running perhaps from 
15 to 27 percent. So the local per- 
formance must be based on the rec- 
ord of each territory and adjusted 
to the national average. 
* * * 


How Failure Is Judged 


|b prengpanagiocs who reach this quo- 
ta or exceed it are extended an 
extra 1 percent discount at the end 
of the year. This is a premium 
given for growth and to eliminate 
the static position of any factory. 

The dealers who fail to meet 
their quota are given a year’s pro- 
bation during which time the na- 
tional registrations will indicate 
whether the dealer performed ac- 
ceptably or not. Failure to perform 
after the second year would mean 
that the contract reverts to the 
factory. 

Under conditions of this kind, 
the dealer could expand to take 
care of his owners and increase 
his new-car sales. He could af- 
ford to forego profits for several 
years to develop his territory. 
This would be good judgment be- 
cause he or his heirs would live 
to benefit by it. 

All a factory wants in assigning 
a contract is performance, and if 
a permanent contract would assure 
that performance, wouldn’t every- 
body be satisfied and the industry 
benefit? 

Under such a contract, the fac- 
tory wouldn’t need to worry about 
what to do in case of the death of 
a dealer, or what to do if the wid- 
ow becomes unreasonable, or what 
to do with a lawyer in the case, or 
what to do with sons who weren’t 
capable or son-in-laws who were 
not qualified. These questions would 
be automatically answered. 

If the management that succeed- 
ed the death of the dealer did not 
perform in accordance with the 
contract terms, the contract would 
revert to the manufacturer, while 
if it continued to function to the 
contract specifications, the contract 
would continue indefinitely. Thus, 
a simple performance contract 
would eliminate a lot of the vexing 
questions that have challenged this 
trade for many years. 

* * * 


New Contract Coming 

HIS COLUMN does not have a 

a model contract nor a pet pro- 
gram for obtaining one. To arrive 
at the goal of a more liberal con- 
tract is a dealer problem. Only 
dealers can solve it. But a new con- 
tract will come. It will be the re- 
sult of dealers’ discussions and 
meetings among themselves, with 
their factory representatives and in 
their factory-dealer councils. 

Being belligerent with factories 
is never the answer. Progress is 
made only when dealers work to- 
gether and with each other and 
through outside agencies, includ- 
ing their local, state and national 
associations. Then, when they 
have come to a united conclusion 
as to just what is best in shape 
of a factory contract, it will be 
time to negotiate definitely with 
the factories. 

Factories can be giving the ques- 
tion of contracts the same consid- 
eration by thinking of the changed 
conditions in this field and the best 
way to meet them. We must not 
work apart or distrust each other. 
We must cooperate and find the 
answer. 

We in America have always 
found the answer to our problems 
through discussion and negotiation, 
and we can do it in this trade. To 
depend upon the government to do 
it for us is to tear down every- 
thing that we hold so sacred in 
this country. Whenever government 
acts, we are a step nearer social- 
ization. 

Of course, there are difficulties 
on the road ahead. We must gird 
ourselves to realize that we, the 
members of this trade, have the 
power to advance this forward 
movement. 











New Aide for Calif. Assn.— 


Amos T. Crowl (left), manager of the 
San Francisco and Northern California 
Motor Car Dealers Assns., is shown with 
Richard H. Davis, his newly appointed as- 
sistant, who will also serve as field repre- 
sentative for the two associations. Davis 
was formerly with Shell Oil and Ford. He 
received his master's degree in business 
administration from Stanford university in 
1949. 





West Virginia Dealers Told . 
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Highway Lag Forcing 


Trend to Light Cars 


WHITE SULPHUR SPRINGS, 
W. Va.—Auto manufacturers are 
going to be forced to lighter cars 
with lower horsepower by roads 20 
to 25 years behind the times, pre- 
dicts Dr. Roy K. Marshall, scientist 
and educator who appears on Ford 
television programs. 

Dr. Marshall addressed the open- 
ing session of the convention of the 
Automobile Dealers Assn. of West 
Virginia here last week. 

G. C. Stollings, of Logan, was 
elected president of the associa- 
tion. Officers who will serve with 
him include William Wilson, 
Clarksburg, first vice-president; 
Paul Layman, of Morgantown, 
Lewis Biederman, of Huntington, 
and Ed Sharp, of Beckley, re- 
gional vice-presidents, and Sher- 
man Dils jr., Parkersburg, secre- 
tary-treasurer. 

More than 350 West Virginia auto 





S. C. Speakers to Include 
Kimball, Lloyd, Doyle 


COLUMBIA, S. C.— Navy Secre- 
tary Dan A. Kimball will headline 
the slate of speakers for the annual 
South Carolina Automobile Dealers 
Assn, convention at Ocean Forest 
hotel in Myrtle Beach, Sept. 21-22. 

Joining him on the speakers’ 
program will be nationally known 
columnist and magazine writer, 
Robert C. Ruark; J. C. Doyle, 
sales and advertising manager of 
Ford and J. Saxton Lloyd, presi- 





Clinics Feature 
District Sessions 


Of Iowa Dealers 


DES MOINES.—A series of in- 
formation clinics is highlighting 
this year’s district meetings of the 
Iowa Automobile Dealers Assn. 

Conducted by Secretary-Manager 
Alfred W. Kahl and Legal Counsel 
Tom Roberts, the clinics will be 
devoted to discussions of new ceil- 
ing-price regulations; wages and 
controls, and sales and use-tax 
problems. 

The question of how dealers can 
qualify for an increase in customer 
hourly rates will come in for a 
major share of attention. 

Association members were urged 
to attend at least one of the 12 dis- 
trict sessions, the next of which will 
be held Tuesday (Sept. 2) when 
District 8 meets at Crescent Beach 
lodge, on Emerson bay, West Oko- 
boji. The first meeting, that of Dis- 
trict 3, was held Aug. 25 at Clear 
Lake. 

Other meetings scheduled are: 

District 2, Hotel Julien, Dubuque, 
Sept. 10; District 7, Council Bluffs, 
Sept. 17; District 4, Ottumwa, Sept 
24: District 2A, Cedar Rapids, Oct. 
2; District 8A, Sioux City, Oct. 8; 
District 4A, Creston, Oct. 15; Dis- 
trict 6, Fort Dodge, Oct. 22; Dis- 
trict 1, Davenport, Oct. 29; District 
3A, Waterloo, Nov. 5, and District 
5, Des Moines, date to be announced. 


Sunday Sales Out 
In Kansas City 


KANSAS CITY, Mo.—The city 
council has banned new and used- 
car sales on Sundays and legal 
holidays. 

Chairman Robert J. Benson of 
the council’s general committee 
said that 500 car salesmen and 98 
percent of the city’s new-car deal- 
ers favored the measure, while op- 
position was small. He said Inde- 
pendence, Mo.; North Kansas City, 
Mo., and Kansas City, Kans., were 
considering similar ordinances. 


Decatur Dealer Chiefs 

DECATUR, Ala.—R. S. Hicks is 
the new president of the Decatur 
New Car Dealers Assn. Bob 
McNelly was named vice-president 
and F. O, Smith, secretary-treas- 
urer. New directors include Milton 
Peek and Harvey Pride. 











dent of the National Automobile 
Dealers Assn. 

Kimball will address the conven- 
tion at its opening luncheon 
Sept. 21. 

One of the biggest attractions of 
the convention will be the annual 
beauty pageant with Mary Kemp, 
the Miss South Carolina, as the 
honor guest. 

Another highlight of the conven- 
tion will be a luncheon on Sept. 22 
when members of the South Caro- 
lina council of the Automobile Old 
Timers will be honored. 

Special highway safety awards 
will be presented dealers in the 
state who provided vehicles for 
driver training courses in schools 
during the past year. 

Executive Secretary Ella W. Ford 
of Columbia said the parley will be 
“the most elaborate ever under- 
taken.” 

A cast of prominent stage per- 
sonalities will be featured at the 
regular showtime presentation 
Sept. 21. French entertainers, sing- 
ers, and dancers, Spanish dancers 
direct from Havana, two popular 
opera singers, and “possibly the 
new Miss America to be selected 
in September” also are slated to 
appear on the program, Miss Ford 
said. 

For the ladies, a “world of fash- 
ion” show will be held, and each 
lady will be presented gifts. 

The sixth annual exhibit will be 
open throughout the convention. 

W. C. Hamilton, of Conway, is 
the president of the state associa- 
tion. E. H. Gaines, of Spartanburg, 
is the vice-president, and R. E. 
Pulliam, of Columbia, is secretary- 
treasurer. 





dealers and their families attended 
the three-day meeting described by 
Chairman Carleton E. Welch as 





Kans. Dealers to Hear 


Lloyd and Bayne 


TOPEKA, Kans.,— Roscoe 
Hambric, manager of the Kan- 
sas Motor Car Dealers Assn., an- 
nounced last week that speak- 
ers for the Sept. 25-26 conven- 
tion at the Broadview hotel in 
Wichita will be: 

Joseph E. Bayne, Lincoln-Mer- 
cury sales manager; J. Saxton 
Lloyd, NADA president; L. W. 
Peirson, assistant sales manager 
of International Harvester’s Mo- 
tor Truck division, and Edward 
F. Arn, governor of Kansas. 





mostly social. Included was a golf 
tournament and a cabaret dance, 
Dr. Marshall’s address, “Science 
and Sales of Automobiles,” re- 
viewed materials and the effect of 
buying appeal on the public. 

“Cars will be smaller and more 
compact,” he said, “because roads 
are already 25 years behind the 
times and our present-day cars 
are too large to be driven safely 
on today’s highways.” 

D. C. Barnhart, NADA’s as- 
sistant managing director, dis- 
cussed methods of fighting to pro- 
tect dealers from unjust govern- 
ment regulations. 


More Executives 
Head for Phila. 
Golden Jubilee 


PHILADELPHIA. — Acceptances 
from seven more top executives in 
the automotive industry have raised 
the guest list to 16 for the golden 
jubilee banquet of the Philadelphia 
Automobile Trade Assn. Sept. 17, 
according to J. Eustace Wolfington, 
banquet committee chairman. 

Additions to the list include Stu- 
debaker Executive Vice - President 
K. B. Elliott and General Sales 
Manager Paul Davis; Marketing 
Vice-President Fred J. Walters and 
Field Sales Manager Roy Aber- 
nethy of Packard; General Sales 
Manager Gerry E. Lyons of Willys- 
Overland; Ad Merchandising Direc- 
tor L. F. Desmond of Dodge divi- 
sion, and President J. H. S. Ellis of 
Kudner Agency, Inc., New York. 

Desmond’s acceptance raises the 
Chrysler delegation to seven, head- 
ed by DeSoto President C. E. Blei- 
cher and Plymouth President J. P. 
Mansfield. 

Private receptions are planned 
the evening of Sept. 17 for Chev- 
rolet, Nash and Studebaker dealers, 
all at the Bellevue-Stratford; for 
Buick dealers at the Ritz Carlton, 
and for Chrysler, DeSoto, Dodge, 
Plymouth and Lincoln - Mercury 
dealers at the Barclay hotel. 








On the House . . . 





and autos stop for deer—I find 
dealers about factory pressure. On 


plenty of trouble 
In my travels, 
and just plain 


optimistic ...T 
able pride in 


recently revised 





Wembhoft 


performed in fine style. 
Charley Henderson, New York 





Back from a vacash in New England — where trains stop for autos 


performed several ruthless cancellations recently, 
while an independent firm has been forcing dealers 
to take unwanted material before allowing them to 
sign new contracts. . 
a return of competitive days, but there’s going to be 


immediate future (because of the presidential 
election), but overall everyone seems happy and 


its leadership against CPR 83, 


held a swell press introduction to its tire de- 
skidder last week. Larry Cheek, Wylie Axford and Eldon Robbins 


close battle in primaries for Republican nomination as assemblyman 

. . Nearly 5,000 orphans attended Chicago dealers’ annual outing, 
despite forced postponement because of rain . 
by Iowa association netted 145 new members. . 
dealer bulletin: “Worry and work both take up about the same 
amount of time—but work pays a lot better.” 


several disturbing reports from 
e oldline maker, it’s reported, has 


. These actions may indicate 
if they continue. 


I found a lot of people — dealers 
folk —a bit uncertain over the 


exas association is taking justifi- 


by OPS ... John Bean crowd 


State association manager, lost a 


. . Two-month drive 
. From the Utah 


—Perte WeMuHorr, Editor, 
Automotive News 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
m and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
the dealers on every used vehicle accepted in partial payment for a new 

A car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
vernments applied to the building and maintenance of highways. 
4, The elimination of government and bureaucratic controls over this 
ndustry. §5. A return to the precepts of independence and the rewards of 
applied energy and ability, which made America and gave more of her 
citizens more of the better things of life than anywhere else in the world. 


Zarrvago 


Don't Kick the $ Too Hard; 
We Still Need It 


fb has been so much talk lately about how the dollar 
isn’t worth much that there is danger of neglecting 
sound business practice. 


The talk of the day is about 10-cent dollars, 35-cent 
dollars, 50-cent dollars. There are taxes, double taxes and 
hidden taxes. 


Some people tell you that the government gets 35 cents 
out of every dollar you spend. Others add up all the coun- 
try’s assets and all its debts. They conclude that the debts 
outdistance the assets, so we’re all broke, and the dollar 
isn’t worth anything. 


We must confess to being confused by these money mat- 
ters. Seems to us that the dollar is worth 100 cents while 
earning, and less when we spend it. 


And we agree that there is a great deal of room for econ- 
omy in government. But we do deplore this business of kick- 
ing the dollar around so much. The dollar is awfully im- 
portant when you don’t have one. 


The point we are making is that loose talk about the 
dollar tends to make for loose operation in business. 


Depending on what line you are handling, the auto busi- 
ness is in or is entering a period during which it will become 
increasingly difficult for dealers to squeeze dollars out of 
their operations. 


In recent months many dealers have seen all their dollars 
frozen on their used-car lots. Some of these dealers thought 
the used car wasn’t very important until they found that 
they were no longer in the new-car business when they 
couldn’t move their used cars. 


So the retail used-car operation will become more and 
more important to the new-car dealer. 


Many dealers still think that high service absorption is 
slightly silly, but it comes in very handy when trading eats 
up the profit margin on new cars. 


For many years the dealer business has been a soft and 
profitable business. It can still be a profitable one, but soft 
dealers will have to learn some hard facts. 








Auto 
Forum 


“I just let my emotions roll 
out and the money rolls in.” 
—JoHNNY Ras, famed “cry” 
singer. 

+ ~ 
“Man should bow to circum- 
stances and meet them with an 
open heart.” — King Farouk, 
Egypt’s deposed monarch. 
* . * 


Wants Fetters Loosened 


“The steel strike has made one 
thing clearer than ever—execu- 
tives in small and medium size 
companies are going to have to 
fight for their rights, They’re 
getting squeezed tighter and 
tighter in this controlled econ- 
omy.”—T. Pierre Champion, 
president of Champion Rivet 
Co., Cleveland. 

* x 


+ 


Demand Was Inspiring 


“Needless to say, we have 
the American people to thank 
for today’s better automobile 
bodies. The motoring public, 
as always, wanted something 
better than they’d had before. 
They wanted style, conven- 
ience, comfort and safety.”— 
Everett E. Lundberg, presi- 
dent of Briggs Mfg. 


Staple 
“Religion is the very center of 
human life, not merely penicillin 
to be used when fever runs 
high.” — Methodist Bishop Paul 
B. Kern. 


* * * 


Formula for Victory 

“To insure victory, we must 
remove the causes of fear 
in society, abolish hunger, 
strengthen the family institu- 
tion, quiet the instinctive actions 
of disturbed people and use the 
power of reason to set a sound 
course for the world.” — Roger 
Kyes, General manager of GMC 
Truck & Coach. 


* * * 


Living With Controls 


“We cannot control eco- 
nomic conditions that create 
the rising and falling trends 
of public demand for the prod- 
ucts we sell, nor can we con- 
trol production. We can make 
the best of things as we find 
them, however, and we need to 
be better managers and better 
salesmen.” —L. M. Stewart, 
member of NADA’s Business 
Management Committee. 

* 


* x 


Back to Work 


“Now I can finish the job of 
housecleaning which I helped to 
start back in 1936.”—Martin 
Dies, former chief of the House 
Un-American Activities commit- 
tee, who is returning to Wash- 
ington as a Congressman -at - 
large. 

7 * ” 


Job for Advertising 

“There is a job ahead for 
advertising—a job of hard sell- 
ing that now assumes greater 
importance to our whole econ- 
omy than most people realize.” 
—Arno H. Johnson, vice-presi- 
dent, J. Walter Thompson Co., 
ad agency. 


x * * 


Modern Manners 


“Good driving is good manners 
on the public highway, Good 
table manners are marks of gen- 
tility, and so are good motoring 
manners. Besides they save 
lives.” — “Safer Highways — the 
Massachusetts Way,” by JosePH 
F. DiInNnEEN, Collier’s magazine. 











OGGIE LOOKS at & 
the AUTO NEWS“ 














ee = 
Primrose Path \ 


Si) 
| 
| 
| : Rood 

corel rs 

















AND NOW THEY HAVE 
BOKILERS FoR ARS. 

















——Letterhox 





‘Let’s Face It 





This is an open forum for the discussion ol! any subject of interest to our 
readers, and your letters are welcomed. 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


No attention is given to unsigned 











Road Problem 

All of us notice with great con- 
cern that the big automobile prob- 
lem is roads, and this problem will 
get bigger and bigger. However, if 
and when the right people with the 
proper know-how come into the 
picture, we will find we have no 
problem at all. 

Remember back in the horse-and- 
buggy days? Roads were terrible— 
sand, ruts, etc. Well, they started 
paving the roads. This took care of 
that problem for the time being. 

Now, we use the pavement laid 
back in “the days of the '20s.” It 
did the job then, for the number of 
cars on the highways, but today we 
have six or seven times as many 
cars, and thousands more accidents. 


This situation will continue until 
we build something immediately 
that will endure throughout the 
ensuing years. Do it before the au- 
tomobile business gets so big that 
some clever fellow will come along 
and show us a way to get “here to 
there” without the automobile. 

My humble suggestion is that we 
leave all main roads we now use, 
and restrict them to one-way traf- 
fic; build a new road one mile 
away to handle traffic headed in the 
opposite direction. This arrange- 











10 Years Ago... 





The Big Story 


An Automotive News editorial, following the recent OPA move to 
freeze certain models of Ford, Chevrolet and Plymouth cars for the 
armed services, criticized the administration for the $925 limitation 
in prices the government will pay. After the share of the war work 
that dealers have already taken on, the editorial stated, they should 
not be denied their just profits at this time ... A quota of 47,200 cars 
to be released in September was set by the OPA. It also warned that 
hereafter, cars not sold during the quota period would be withdrawn 


at the month’s end. 


—From the files of Automotive News. 











ment would eliminate 95 percent of 
the accidents. . 

The cost of this project would be 
terrific. But, if each state starts a 
program of constructing so many 
miles each year, in 10 or 20 years 
we will have licked the traffic prob- 
lem. 

Any other suggestion will also 
cost lots of money, and, eventually, 
it looks to me like one-way roads 
will be our only solution. 


Why not have the automobile 
manufacturers pay for the first 100 
mile strip, and use the “wonder 
mile” as a yardstick for facts, 
errors and cost?—R. A. Housner, 
Livingston Motor Sales (Buick), 
Howell, Mich. 

* 


Well, Pll Be... 


On page 36 of our favorite trade 
paper, August 4, there is an article 
about New Jersey’s point system 
for erring drivers. Along in the 
second paragraph the New Jersey 
system is described as the first of 
its kind in the country. 

BUT IT JUST AIN’T SO! The 
New Jersey system is modeled di- 
rectly after the Connecticut Point 
System or Driver Clinic, the first 
of its kind in the world! And the 
Connecticut system ended its fifth 
year this past June 30 and is now, 
of course, into its sixth year. 

Similar systems also have been 
placed in operation in—and I think 
earlier than New Jersey’s—Arizona 
and the District of Columbia, based 
on the Connecticut system. 

The Connecticut system has been 
the subject of worldwide publicity 
in newspapers, magazines and other 
publications and in newreels and on 
both radio and television. For ex- 
ample, both the Saturday Evening 
Post and the American Magazine 
have had feature articles about the 
Connecticut project at least two or 
three years ago.—CoNNECTICUT 
READER, 
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NPA Breaks Down Car Total for Fourth Quarter... 





Change in Truck Quotas Unlikely 


By William Ullman 
Washington Correspondent 
WASHINGTON. — Now that the 
car makers have learned their new 
percentages of industry for fourth- 
quarter production, NPA Motor 
Vehicle division officials are busy 
assessing statistics to determine 
what the percentages shall be for 
truck builders. 
Truck companies will know the 
answer undoubtedly by Oct. 1. 
There is some unofficial intima- 
tion that the trucking percentages 
will remain status quo. This sup- 
position is based on the belief that 
there has been little or no percep- 
tible change in current competitive 





Vehicle Exports 
Hold 7% Ratio 
Despite Strike 


DETROIT. — The Automobile 
Manufacturers Assn. reported Wed- 
nesday that accumulative 1952 ex- 
ports of new vehicles have remained 
at about 7 percent of total pro- 
duction despite a steel-strike de- 
crease during July. 

After running at the 30,000-plus 
level for each of the first six months 
of this year, vehicle shipments 
abroad fell to 13,469 units in July. 
This compared to 30,895 in June 
and 40,893 in July of last year. 

A total of 213,914 cars, trucks 
and buses was exported in the 
January-July period of 1952, com- 

to 306,141 for the same 
months of last year. 

The July sum included 6,465 cars, 
exactly 7,000 trucks and four buses. 
There were 15,746 cars, 15,047 trucks 
and 102 buses exported the previous 
month, and 22,131 cars, 18,727 trucks 
and 35 buses in July a year ago. 

Seven-month aggregates were 
112,363 cars, 101,068 trucks and 483 
buses this year, against 176,876 cars, 
128,965 trucks and 300 buses last 

2. 
7 Resi des being the lowest 1952 
month to date for exports, July was 
the first month since January in 
which car shipments to foreign 
markets failed to exceed truck ship- 
ments. 


Packard Dealers 
To Sell Fisk Tires 


NEW YORK.—U. S. Rubber and 
Packard announced last week that 
the auto company would begin mer- 
chandising of Fisk tires to the more 
than 1,500 Packard dealerships 
throughout the country. 

Announcement was made jointly 
by Jack Carr, general service man- 
ager of Packard, and John A. Boll, 
sales manager of U. S. Rubber’s 
Fisk-Gillette division. 








Davis Joins Clauss 
Bert Davis, formerly an associate 
Nash dealer in Chicago, is the new 
service manager of Clauss Motors 
(Nash), Medford, Ore. 








Life of Riley? No, Kelley— 


No matter how far a guy hits his golf 
drives, he never gets tired walking to the 
ball if he uses the method of trans- 
portation being demonstrated here by 
J. F. Kelley, Chrysler dealer in Aurora, Ill. 
He also can save caddie fees, as the clubs 
ore carried under the seat. Kell calls it 
his K-310 FirePower. There is room for all 
the members of a foursome, to say noth- 
ing of a of cold beer. As the ve- 
hicle is pped with rubber tires, it 
does not injure the fairways. About 15 of 
these mechnaical ‘scooters are in use at 
the Avrora Country Club. 


positions of the various companies. 

NPA oficials have been confer- 

ring with truck producers for the 
past several weeks, obtaining 
facts and statistics concerning 
their factory sales during the 12 
months’ period ending June 30, 
1952. Sales during the first 11 
months are being carefully 
weighed, with some consideration 
being given to the situation that 
prevailed during June when the 
steel strike began. 

NPA is scrutinizing factory sales, 
purged of the plus business for 
which extra allotments of controlled 
materials are received from claim- 
ant agencies other than the Defense 
Transport Administration (such as 
Department of Defense, Canadian 
division and General Services Ad- 
ministration), and sales for export 
other than those made through 
normal trade channels. 

Fourth quarter authorized pro- 
duction of 1,150,000 cars will be di- 





Audible Road Divider 
To Warn N. J. Drivers 


TRENTON, N. J.—A concrete 
strip that gives audible warning 
to motorists to stay on the right 
side of the road will be installed 
in a two-mile section of state 
route 6 as part of a widening 
and resurfacing project. 

The two-foot-wide strip of 
co. concrete will be laid 
level with the pavement in the 
center of the road. The tires of 
@ car passing over it will create 
enough sound to caution the 
driver that he is getting too 
far over to the left, 








vided as follows as result of the ad- 
justment in percentages: 


General Motors 478,630 ‘ 
Chrysler Corp. 250,240 | & 
Ford Motor Co. .. 245,065 | 
Studebaker ... ... 48,185 
( ae .... 39,330 
Hudson ........... _ ... 28,980 
Kaiser-Frazer ... ... 23,000 
Packard ............. . 21,620 
isi cSicreseniccecctuncdnntenicenern 13,800 
See 883 
Po, a rere 267 


(Eprror’s Note: Checker’s share 
of production is disclosed here, 
although it and Crosley were 
lumped in an “all others” classi- 
fication contained in the original 
percentage figures. These 883 units 
were assigned Checker out of the 
the “all others” total.) 

Two NPA decisions important to 
the auto industry are due to be 
rendered this week. 

One concerns the level of author- 
ized production for the first quar- 
ter of 1953, while the other per- 
tains to the allotment of additional 
steel for the fourth quarter. 

The Motor Vehicle division has 
recommended that the industry 
be permitted to produce 1,250,000 
cars and 300,000 trucks in the 
first quarter. The second-quarter 
level, it is hoped, will be the 
same. 

Informed sources say that there 
is an excellent chance that the 
1,250,000 units will be approved for 
the first quarter and will be sup- 
ported by full allotments of both 
copper and aluminum. However, 
steel still remains a question mark. 

The auto industry’s chances of 
getting adequate CMP steel tickets 
will not be known until the steel 
supply situation reaches a stage 
where a conclusive analysis can be 

(See QUOTAS, Page 49, Col. 1) 





| Nash, K-F Blast Quotas 


Take Lead in Voicing Dissatisfaction 
Over Changes by NPA 


Two independents—Kaiser-F razer 
and Nash—last week blew the 
lid off smoldering discontent over 
the National Production Authority’s 
revision of passenger-car produc- 
tion quotas. 

Angry denunciations by both 
companies accompanied efforts in 
Washington to gain reconsidera- 
tion of the NPA action, which 
boosted the percentage-of-indus- 
try allotments of the Big Three 
and Studebaker at the expense of 
smaller producers. 

NPA officials said that, after 
some grumbling, manufacturers ap- 
parently had become reconciled to 
the settlement as equitable, al- 
though even those that profited by 
it reportedly felt that their quotas 
had not been raised sufficiently. 

* * * 


Fi OW Rv Ss, Edgar F. Kaiser, 
president of K-F, whose fourth- 
quarter percentage was chopped to 
2 from 2.47, declared at Willow Run 
that the ruling was “unfair and 
discriminatory.” He added that, if 
necessary, K-F would file a formal 
appeal in order to gain relief. 

K-F, whose .47 reduction was the 
deepest of the lot, had in the past 
insisted that even a 2.47 allotment 
was too small. 

Nash, with a cutback to 3.42 
percent from 3.45, has telephoned 
NPA officials and is known to bé 
planning further moves in Wash- 
ington. 

George W. Mason, Nash-Kelvin- 
ator president, assailed the NPA 
order as “arbitrary” and said it was 
“unfair to our company, its em- 
ployes and dealers.” He said Nash 





Engine Men Pick 


Cincinnati for 753 


INDIANAPOLIS. — The Automo- 
tive Engine Rebuilders Assn. will 
hold its 1953 convention May 4-7 at 
the Netherlands Plaza, Cincinnati. 
. Arrangements for booth space 
and advance registration will be 
handled through the association’s 
headquarters at 419 N. Capitol Ave., 
Indianapolis 4. However, this activ- 
ity will not start until after the 
first of the year when the neces- 
sary forms will be mailed to all 





AERA members and invited guests. 


rated an increase in its percentage, 
rather than a decrease. 
* * * 


“WE EXPECT to bring about a 
change in this NPA decision,” 
Mason asserted. “We have already 
taken the steps necessary to con- 
tinue and further improve our com- 
petitive position by capitalizing on 
the high demand for our new 
models.” 


It was on the basis of com- 





(Continued on Page 48, Col. 4) 











Pan American at Michigan Fair— 


Special ramps had to be improvised as the Packard Pan American was loaded on a 
carrier for shipment to the Michigan state fair, where it now is on display. Ben 
Ellsworth. driver, tests out the new ramps which were lengthened to permit the low 
slung custom convertible to be driven up on the trailer. The Pan American, custom 
car, was a gold medal winner in New York where it was acclaimed for its outstanding 
styling and engineering. The car has a 185-horsepower modified Thunderbolt engine. 


It is only 37 inches to the top of the door. 





Industry Gets 


$70 Million 


In Defense Contracts 


By Ed Janicki 
Staff Writer 

HE recent lull in defense activ- 

ity, caused by the steel strike, 
is beginning to break and war 
contracts to auto manufacturers 
once again are flowing in more 
steadily. 

More than $70,000,000 in defense 
assignments has been awarded to 
the industry in the past few days, 
against the few small orders which 
were granted in the weeks follow- 
ing the steel strike. 

The biggest order, approxi- 
mately $30,000,000, went to Fed- 
eral Truck Co., Detroit, for 
military trucks and motor parts. 

George H. Hammond, president, 
reported that prime contracts in- 
clude orders for heavy-duty five-ton 
and 10-ton vehicles for Army ord- 
nance; four-wheel-drive units for 
the Air Force and heavy mobile 
crane units for the Navy. 

z *~ * 


CCORDING to Hammond, the 

company is engaged in addi- 
tional subcontract work in military 
equipment. 

Second largest contract award- 
ed to the industry, $22,150,122, 
went to International Harvester 
Co., Chicago, for trucks and spare 


A $10,500,000 contract was award- 
ed to Westinghouse Electric Corp., 
Lima, O., for the production of air- 








Used-Car Bulletin from Detroit . . . 





Aug. 27 


(Not enough cars. Sale very fast. 
Sold 54 units out of 88 cars entered.) 
BUICK—’52 RM 4-dr., $2,880*. ’51 Su- 
per Riviera 4-dr., $2,235*. '50 Special 
2-dr., $1,405*; Super Riviera 4-dr., 
$1,885*. '49 RM 4-dr., $1,280. ‘47 
. Special 4-dr., $580. 
CADILLAC—’51 (62 4-dr., $3,410*. 
CHEVROLET—’52 SL Special 2-dr., $1,- 
560. ’51 SL Deluxe 2-dr., $1,430. ‘50 
SL Deluxe 4-dr., $1,290*, $1,200; Bel- 
Air, $1,470*. '47 SM club coupe, $590. 
"46 conv., $535. '41 club coupe, $125. 
DeSOTO—'51 Deluxe 4-dr., $1,730. 
DODGE—’51 2-ton tractor, $1,130; 1- 
ton express, $850. ‘47 %-ton panel, 
$200. '46 Deluxe 4-dr., $535. 
FORD—’52 Victoria, $2,425*. '51 conv., 
$1,615*, $1,610*. '49 Deluxe (6) 2-dr., 
$800. '48 Deluxe (6) 4-dr., $625. 
KAISER—’51 4-dr., $1,270. ‘49 4-dr., 
$650, $665, $675. ‘48 4-dr., $385, 


410. 

LINCOLN—’52 Cosmopolitan club coupe, 
$3,565*. 

MERCURY—’49 club coupe, $1,125. '46 
4-dr., $500. 

NASH—’51 Rambler stationwagon, §$1,- | 





315; conv., $1,205. '50 Statesman 4- 
dr., $1, . 
OLDSMOBILE— ‘47 
(98) 4-dr., $625°*. 
PACKARD.—'48 conv., $700. 
PLYMOUTH—’52 Cranbrook conv., §1,- 
545; suburban, $2,075. '51 Cranbrook 
conv., $1,615. ’49 Deluxe 4-dr., $800. 


(78) 4-dr., $585; 


PONTIAC — '48 stationwagon, $605; | 
Chieftain (8) 2-dr., $825. ‘46 Chief- 
tain (8) 2-dr., 


STUDEBAKER — ‘52 Commander (8) 
club coupe, $2,020*. °51 Commander 


$530, $545, | 
(8) 4-dr., $1,460. ‘50 Champion 4-dr., } 
$985. 


Other Auction reports 





Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday.) 


*Indicates automatic transmission or overdrive 


Aug. 20 


(Plenty of clean cars — sale was 
very fast. Sold 64 units out of 98 
offerings.) 

BUICK—’52 RM 4-dr., $2,725*. ‘51 RM 
4-dr., $2,050*. '48 Super conv., $780. 

‘47 RM 4-dr., $705. '46 stationwagon, 


$360. 

CHEVROLET—'50 Bel-Air, $1,475; SL 
Deluxe 2-dr., $1,225. '49 SL Deluxe 
2-dr., $1,170. '48 FL Aerosedan, $840, 
$810, $745. 

CHRYSLER—’52 NY 4-dr., $2,900*. 
Windsor club coupe, $1,200*. 

DeSOTO—’51 Custom 4-dr., $1,590*. '47 
Deluxe 4-dr., $675*. 

DODGE—’'52 Coronet 2-dr., $1,760*. '51 
Coronet 4-dr., $1,600*. '48 Custom 4- 
dr., $850. '47 Custom 4-dr., $725; 2- 


"49 


, $2,195. °51 Deluxe (8) 4-dr., 
$1,490*. '50 Custom (8) 2-dr., $1,215. 
'49 Custom (8) 2-dr., $790; Custom 
(6) 2-dr., $750. °47 SD (8) 4-dr., 
$585. '46 SD (8) 2-dr., $485; conv., 
$565. 

LINCOLN—'46 club coupe, $265. 


MERCURY—'48 conv., $700. °47 club 
coupe, $630. 

NASH—'51 Rambler 2-dr., $1,335. °'47 
(600) 4-dr., $500. ‘46 (600) 4-dr., 


$365, $320. 

OLDSMOBILE—-'52 (88) conv., $3,060*. 
"47 (78) 4-dr., $575*; 2-dr., $600*. 
"46 (76) club coupe, $480*. 

PACKARD —'49 conv., $930. 

PLYMOUTH—'52 Cambridge 4-dr., $1,- 
875. '51 Cambridge 4-dr., $1,350; club 
coupe, $1,350. '49 Deluxe 4-dr., $935, 
$930. '47 SD 2-dr., $715. 

PONTIAC — '52 Catalina, $2,775*. ‘51 
Chieftain (8) 2-dr., $1,890*, $1,730. 
‘48 Chieftain (8) conv., $870; 2-dr., 
$930. °47 Chieftain (8) 4-dr., $630; 
SL (6) 4-dr., $425. 


are on Pages 40, 41. 








| craft generators. It was the largest 
| defense contract the division has 
| received to date. 

Orders for 3,439 regular trucks 
with a value of $4,750,000 were 
placed last week with Dodge, it 
was revealed by L. J. Purdy. He 
said the trucks will be used by the 
Army, Navy and Air Force. 

The order covers half-ton and 
two-ton models, and the four- 
wheel-drive Power Wagon. The 
contract for civilian trucks is in 
addition to the more than $223,- 
000,000 worth of orders for mili- 
tary vehicles received since the 
outbreak of the Korean War, 
Purdy said. 

Ford of Canada was awarded a 
$3,250,000 contract for trucks and 
buses for India under the United 
Nations Columbo Plan. The plan is 

similar to the Marshall Plan and 
covers aid for Asiatic countries. 

In Milwaukee, the Heil Co. re- 
ceived a $2,200,000 assignment for 
cover assemblies, semi-trailers and 
spare parts for fuel servicing 
trailers from the midcentral air 
procurement district in Chicago. It 
was the biggest of eight orders 
placed with Milwaukee firms. 

Awarded also by the same dis- 
trict was a $1,229,134 prime order 
to Delco Radio division of GM in 
Kokomo, Ind., for the manufacturer 
of desk-shelf distribution panels. 

Other minor contracts: Weaver 
Mfg. Co., Springfield, Ill., $269,733 
for brake testers and pneumatic 
lifters for the Air Force; Willys of 
Canada, Toronto, $102,698, automo- 
tive parts, and British American 
Oil Co. Ltd., Toronto, $299,800, 
petroleum products. 


Packard Waits 
To Test Public 
On Sports Car 


DETROIT.—Fred J. Walters, 





his firm still wants to test public 
reaction, and has no present plans 
to put its custom 
sports car, the 
Pan American, in- 
to production. 

“We are not at 
the point of tak- 
ing orders,” Walt- 
ers said after the 
first public dem- 
onstration of the 
car on the Michi- 
- gan state fair 

—_ track in Detroit 
| "ee. Waters 8§€6priday. “At the 
|same time we know that what is 
unusual today may very well be 
the accepted thing of tomorrow.” 

After its Michigan showing, the 
car is scheduled for a series of ex- 
|hibitions around the country, to 
test marketing possibilities. It was 
shown earlier at a New York ex- 
hibit. 

Walters would not put a price 
tag on the Pan American, but ad- 
mitted it would be out of the “pop- 
ular” class. Its mechanical and styl 
|ing features were outlined by en- 
| gineering Vice-President W. E 
| Graves. 











CEE. 
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Packard sales vice-president, says > 
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Philadelphia ABC 
Retail Trading Area 


... DELAWARE 
VALLEY, 


U.S.A. 
— the Greater Philadelphia Market! 


TRENTON TO WILMINGTON 
along the Delaware’s banks... and 
miles inland ... revolving around 
busy Philadelphia ... this is the 
Delaware Valley. Here more than 
44 million people live, work and 
buy at retail almost $5 billion worth 
of goods and services yearly. 


GREATEST AMONG THE WORLD’S 
INDUSTRIAL AREAS, the Delaware 
Valley is the scene of a billion and a 
half dollars worth of new construc- 
tion by leaders of industry. Another 
half-billion dollars is being spent for 
highways and bridges. This means 
more jobs, climbing payrolls, soar- 


THE INQUIRER, DOMINATING 
CONSTRUCTIVE FORCE in the Del- 
aware Valley, influences more people 
and is more respected than any other 
newspaper in this area. Through its 
public-spirited leadership, THE 
INQUIRER stands secure as the entire 
Delaware Valley’s No. 1 newspaper. 





ing demand for goods of every kind. 


Che Philadelphia Pnguirer 


Constructively Serving 
The World's Greatest Industrial Area 


Exclusive Advertising Representatives: ROBERT T. DEVLIN, JR., Empire State Bldg., N.Y.C., Longacre 5-5232; EDWARD J. LYNCH, 20 N. Wacker Drive, Chicago, Andover 3-6270; GEORGE S. DIX, Penobscot Bidg., 
Detroit, Woodward 5-7260. West Coast Representatives: FITZPATRICK & CHAMBERLIN, 155 Montgomery St., San Francisco, Garfield 1-7946 *© 1127 Wilshire Boulevard, Los Angeles, Michigan 0259 











Now in its 19th 
Consecutive Year of Total 
Advertising Leadership 
in Philadelphia! 
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Employe Interest .. . 





Profit Sharing Booms Business 


SYRACUSE. —A_ unique profit- 
sharing plan is credited by Man- 
hattan-native Julian J. Reiss with | 
helping him build thriving dealer- | 
ships in three upstate New York 
communities. 

The one-time Saranac Lake san- 
itorium patient founded Northland 
Motors (Chevrolet-Oldsmobile-Cad- 
illac) at Lake Placid in 1933. It now 
has outlets in Saranac Lake and 
Tupper Lake as well. He is an of- 
ficer of the Northern New York 
State Automobile Dealers Assn., and 
a director of the Saranac Lake | 
chamber of commerce and Saranac | 
Lake medical facilities plan. 

“The caliber of our employes 
has increased tremendously since 
the start of our profit-sharing 





This Coupon 


MAKES IT EASY to get a 
TRICO SALES-MAKER CABINET 


Ei alwdoo" 


| only a lack of cars held down sales 
MOTORS NC. 


|last year, reducing the year-end 
bonus to $43,620.59, divided by 28 
members. He recalls: 


“During the years until 1942, 
car selling had its ups and downs. 
Profitwise, we did not do too 
well.” 

Then came the war years, and 
“the average turnover of employes, 
with the average amount of indif- 
|ference and lack of interest. I felt 
| that genuine interest and effort on 


plan,” Reiss says, “and this has 
made a favorable impression on 
our customers. This fact is sub- 
stantiated by considering our 
service sales. 

“In 1943, the year before our plan | 
was started, these service sales | 
came to $49,639.83. Each year they | 
have increased substantially. In 
1951 they came to $234,394.12. Prices 
have increased and there are more 
cars on the road, but neither of 
these factors could possibly account 
for an increase of that kind.” 


#24 OSEw 


a a 
3 4 


|New U-C Lot for Glenwood— 


ities. President of the firm is L. L. Bacon. 
the adjoining property. 





Glenwood Motors (Chrysler-Plymouth), Riverside, Calif., has completed these facil- 


A new building will be started shortly on 








the part of employes was desper- 
ately needed, and that it constituted | end of 1943, that gave birth to the 
all the difference between a strong, | profit-sharing plan. 

successful company and one that! Reiss wanted a system to make 
just got by.” his workers “partners working 


The original five members of the 
plan divided $3,308.98 in 1944. New 
members have been elected every 
year since, and in the peak year, 
1950, the melon sliced by 27 mem- 
bers totaled $56,777.30. Reiss says 








It was that thinking, near the! with me, rather than employes 













dealers nearly everywhere. 


To get yours, you need invest only ina 
modest, balanced stock of Trico’s new Soft- 


Rubber Wiper Blades and 


coupon and we'll have your Jobber show you coil 


how you can own a Stock 


'D-102, without extra charge. 

The new blades fic ALL FOUR types of 
wiper arms without adaptors. No more fumb- 
ling on the’shield! The Cabinet puts the right 
blade or arm at your finger tips. No more 


fumbling on the shelf. 


Mail the coupon to Trico today! The big 


blade season is just ahead. 





Trico Products Corporation, Buffalo 3, N. Y. 


ENS of thousands of these handsome metal 
Trico Cabinets now are making money for 
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Organizer Cabinet 





sa | es & F 8 fF 
TRICO PRODUCTS CORPORATION, Buffalo 3, N. Y. 


Please have a Trico Jobber show me the new Trico metal 
Cabinet D-102 and submit the cost of a stock of blades and 
arms especially selected to fit my needs. 


No obligation. 


Firm Name 








Individual 


Street Address 





Town or City 








(My Jobber is: ) 





working for me.” In brief, the 
plan is this: 

Profits are figured for the year 
ending Nov. 30, with 50 percent split 
among members in proportion to 
the wages they earned during the 
year. Another 10 percent goes to 
foremen and managers, split on a 
similar basis, in addition to their 
|share of the initial 50 percent. 

Employes are elected to member- 
ship, generally six months to a year 
after they are hired, by those who 
are already members in their 
branches. The same method is used 
to voting members out of the plan 
for indifference or other shortcom- 
| ings. 

The plan renews itself automatic- 
ally each June 30, unless notice of 
|modification is given at that time. 
| Reiss says the plan has made “a 
| marked difference.” Employes real- 
ized, he says, that here was a 
chance for them “to participate 
profitably, if by reason of their 
demonstrated interest and efforts 
they were elected as members.” 

Since the plan began, there has 
been a decided drop in employe 
turnover. In eight years, only nine 
members have dropped out. Four 
were voted out, and two others 
left to enter business for them- 
selves. Summing up, Reiss says: 

“Many times I have been asked 
whether I personally have made 
more money because of the plan. 
This I cannot answer. 

“But I know that I am richer in 
the knowledge that the plan has 
enabled employes to buy their own 
homes in many instances, and to do 
more for their families. I am richer 
in peace of mind, in that I have 
interested partners to help solve 
problems of the business.” 

He points out that the plan has 
left him leisure to devote two 
years to the New York commis- 
sion against discrimination, and 
to found the Santa’s Workshop, 
which last year brought $30,000 
worth of toys to 10,000 underpriv- 
ileged children in the northeast. 

In three years, the workshop has 
attracted a million visitors to Lake 
Placid, and he is now planning 
another attraction, a model poultry 
farm on several hundred acres near 
the town. 


Detroit to Form 
Traffic Bureau 
To Aid Haulers 


DETROIT. — The department of 
streets and traffic here is in the 
process of forming a truck con- 
sulting bureau, it has been an- 
nounced, to relieve traffic con- 
gestion in the city. 

The formation of the bureau is 
prompted by the belief that an ex- 
change of information and advice 
between truckers and the new 
agency will aid truck movements, 
pickups and deliveries. 

The new bureau, which will be 
headed by John J. Dobelek, senior 
associate traffic engineer, will pro- 
vide information to truckers on 
the best times and routes for truck 
movements and issue special bul- 
letins on detours, new routes and 
temporary restrictions. 

Preliminary discussions are being 
held with owners, operators and 
union officials in an effort to learn 
of special problems or difficulties 
being encountered in city trucking 
operations. 


Koehler Quits Sales Post 
With Vogue Rubber 


A. Koehler has announced his 
resignation as sales manager for 
Vogue Rubber Co. Previous to join- 
ing Vogue, Koehler was sales man- 
ager for Pennsylvania Rubber Co., 
and prior to that sales manager 
for Canadian Goodrich Co, 
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New Ads Show How Auto-Lite Resistor 
Improves Spark Plug Performance 


TOLEDO: 


In its current series of 
consumer advertisements, The 
Electric Auto-Lite Company is 
telling car owners why Auto-Lite 
Resistor Spark Plugs give quicker 
tarts, smoother engine perform- 
ance, gas savings and double life. 
Full-page advertisements in lead- 


point out that the Auto-Lite 10,000- 
| ohm built-in resistor in every 
| Auto-Lite Resistor Spark Plug im- 

proves the useful head end of the 

spark while eliminating the harm- 
ful, electrode-wearing tail end of 
the spark. The same story is being 
told on the thrilling, top-rated 


ADVER 


9 


on network radio and television.| out the world an important sales| industry by Auto-Lite. Others in- 


Leader in the Field 


Auto-Lite is a recognized leader in 
the development of resistor-type 
spark plugs for automotive use, and 
the Auto-Lite Resistor was the first 
resistor-type spark plug accepted 
as original equipment. Considered 
to be one of the greatest advance- 
ments in spark plugs for automo- 
tive use in the past 20 years, Auto- 
Lite Resistor Spark Plugs give Auto- 


leader. 


One of Many Auto-Lite 
Contributions 


Auto-Lite Resistor Spark Plugs 
were developed by Auto-Lite engi- 
|neers working closely with engi- 
| neers of leading car manufacturers. 

This outstanding development is 

only one of the many contributions 


clude two-unit, 6-volt starting 
equipment, instruments and gauges 
for automotive use, advancements 
in lighting, and the 24-volt under- 
water electrical system for mili- 
tary vehicles. 


The hard-selling advertisement 
below ... pointing out the bene- 
fits of Auto-Lite Resistor Spark 
Plugs to millions of car owners 

. will appear in Life, Saturday 


Evening Post and Collier’s. 


/ 


& 


ing consumer magazines clearly! Auto-Lite “SUSPENSE” program|Lite Spark Plug dealers through-| made available to the automotive 
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of todays 
high powered 
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fives you 
QUICK STARTS 
GAS SAVINGS 
DOUBLE LIFE 
SMOOTHER PERFORMANCE 





There are two parts to every ignition spark. 
In the chart shown, voltage starts building up 
in the ignition system at and fuel is ignited 
at Q). With an ordinary spark plug this 
useful “head end” is followed by a harmful 
“tail end” starting at G) which burns away 
the spark plug electrode ... causes radio 
and TV interference. 


“®@e0nn 
eet ee 


ee 
ra. 
*. 


With the ignition engineered Auto-Lite Resis- 
tor Spark Plug there's this difference. The 
built-in resistor controls the spark. Voltage 
ding up in the ignition system at @ P 
super-spark to ignite the fuel at 
ck starts, smoother performance and 
ngs. But it filters out the harmful “tail 
spark from 6) on to eliminate radio 
e . protects electrodes © 


starts Dy 


1 TV interference .. 


Tune in “Suspense!” 
, eer CBS RADIO MONDAY 
Eirst weenie. type Spat te Approved a CBS TELEVISION TUESDAY 
Original Equipment by leading car manufacturers. 


AUTO-LITE SPARK PLUGS—PATENTED U.S.A. 






Auto-Lite RESISTOR Spark Plugs are one of a complete line of spark plugs made by Auto-Lite tor every use 
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Dealer Chant: In the Gold of the Evening... 





By Ed Janicki 
Staff Writer 

IKE drug store operators, gro- 

4 cers and other merchants, auto 
dealers are finding additional 
|profits and goodwill by keeping 
|later hours in their service depart- 
ments. 

According to an Automotive News 
survey of several Detroit dealer- 
pships which have inaugurated a 
“second shift,” the practice is 
spreading rapidly. Many service 
shops recently have been going all 
out in their efforts to push night- 
time facilities for motorists. All 
agree that their service business 
has picked up considerably since 
they have extended their working 
hours. 


surpassing that handled during 
the day. 

“Order for order, the night shift 
is ahead of the day shift,” com- 
ments Ryan B, Edwins, general 





Aluminum Trim Alloy 


Developed by Alcoa 


PITTSBURGH. — Aluminum 
Co. of America has developed an 
aluminum alloy (Alcoa (C578) 
which holds great promise as a 
replacement for chromium plat- 
ing and stainless steel in auto- 
motive trim, its engineers claim. 

The alloy will take an “unus- 
ually brilliant” clear or tinted 
Alumilite finish, they say. 

It is economical, long-lasting: 
and approaches high-purity alu- 





Night Shift Booms Service Sales 


service manager. “Customers are 
willing to wait for their cars for 
hours in the evening without com- 
plaining, but are always in a hurry 
during the day.” 
§ pene dealership started its night 

service about a year ago. It 
keeps its doors open to motorists 
from 7 a.m. to midnight and until 
4 p.m. on Saturdays. A billboard 
located about a block from the 
place announces “parts and service 
departments open till midnight.” 

In addition, postal cards and 
letters are sent to customers peri- 
odically reminding them of the 
evening-hour service. 

Many dealers, fecognizing the 
value of night service, both in 
creating better public relations and 


Two Wasps, But No WAVES— 

The aircraft carrier Wasp, eighth fighting ship in U. S. Navy history to carry the 
name, looms as a fitting background for its land-going namesake, the Hudson Wasp, 
introduced this year. Capt. Burnham C. McCaffree, the carrier's commanding officer, 


bigger sales figures on their books, 
are going out of their way to pro- 
mote the facilities. 


Hi Dawson, Inc., Detroit, is a 
good example. Located on a busy 
thoroughfare, the dealership han- 
dles close to 30 service orders in 


minum in transparency, metallic 
luster and sheen of finish, Alcoa 
says, with “substantially higher” 





inspects the lower-priced running mate of the Hudson Hornet. 





Wondering how new-car and truck production and sales are making out? 


TIVE NEWS gives you the entire story every week throughout the year. 


AUTOMO- 


a single evening, both cars and 
trucks. The number of vehicles 








mechanical properties. It has had 
extensive trials in giftware and 
refrigerator trim. 














IMPROVED 
mek Seu ce ; 


CONVERTER 


Alcoa Research and Development 
heips automobile manufacturer 


develop improved impeller design 


The manufacturer's engineers knew torque converters. 
They knew improved performance was obtainable 
only with stronger, lighter, more intricate impellers. 
Standard fabrication methods involved wasteful 
machining of cast or forged blanks, costly assembly 
of stamped parts. 





They asked their Alcoa sales engineer: “Can we do it 
in aluminum?” He analyzed the economic and perform- 
ance factors of the application, passed the problem 
on to Alcoa’s Research and Development Divisions. 





Research suggested plaster casting because design 
changes could be made readily and inexpensively. It 
promised smoother, more intricate castings requiring 
less machining. Design refinements were here and 
Alcoa cast the first samples. They came from the 
molds smooth and clean—perfect in detail. 





Machined to final dimensions and stress-coated, they 
were tested in Alcoa’s whirl pit at 10,000 rpm, over 
twice their normal operating speed. Alcoa engineers 
plotted the cracks in the brittle lacquer revealing 
strain concentrations, suggested design modifications. 





New samples were cast, tests repeated, designs refined. 
The final results of this twelve-month project: smooth, 
accurate Castings exceeding every strength require- 
ment; a better impeller without expected cost in- 
creases; a better torque converter. 





Alcoa’s Research and Development Divisions are 
ready to help you use the advantages of aluminum in 
your automotive applications. Facilities include a staff 
of automotive industries’ specialists, complete research 
and development laboratories, process development 
shops. Call your Alcoa sales engineer or write direct: 


ALUMINUM COMPANY OF AMERICA 
1842-J Gulf Building ° Pittsburgh 19, Pennsylvania 


ALCOA 





One dealer, for instance, “chauf- 
feurs” his customers wherever they 
want to go while their auto is 
being serviced. 

“If they want to go to a movie 
or see friends, we drive them, and 
call for them after their auto is 
finished,” states the service man- 
ager, “They appreciate it, and be- 
come a loyal customer.” 

* * x 
hiro place also gets a lot of night 
trade from doctors, who leave 
their car at the garage and have 
it ready when they finish work 
that night. 

Evening facilities also are very 
convenient for fleet owners, who 
have to keep their trucks in oper- 
ation almost every minute of the 
day, without losing time by get- 
ting tied up in a service shop. 
One service shop gets most of its 
night truck trade from several 
radio, bakery and food compa- 
nies. 

A driver bringing in a _ truck 
about 6 p.m. can have it serviced 
by midnight and ready for work 
the next day. When bigger work is 
required, such as a ring, bearing or 
valve job, the vehicle is ready the 
next morning. 

Emphasizing the importance of 
night service, John R. O’Green, 
general manager of Floyd Rice, 
which has been open evenings for 
years, declares: “You can’t sell all 
the cars and trucks that we do and 
still have good customer relations 
in just an eight-hour day. 

“Night service, we have found, 
also has been a great selling factor 
for our salesmen. Our sales from 
the service shop and showroom 
have jumped manifold since we 
started night opening. This has 

|been especially noticeable in our 
| truck business.” 
. 





x * 

RAND RIVER CHEVROLET, 
which inaugurated its night 
| service in 1945, reports that its vol- 
jume has remained consistent, and 
recently doubled when the dealer- 
| ship expanded its back shop. 
| In practice, until the popularizing 
|of night hours, most dealers had 
| been closing their service shops at 
|6 p.m. 

Staff problems arising out of 
the extended working day have 
been few, dealers say. 

“Most of our day men are even 
willing to work several hours over- 
time because they can make a few 
extra bucks,” points out another 
service manager. 

There is also saving on overhead, 
since most shops remaining open 
late at night are equipped with 
facilities for the type of trade they 
can expect after regular hours. 

* ® * 


ITH an increased number of 
dealers finding that later hours 
“take the load off the day shift and 
Saturday work,” many are expand- 
ing their facilities and pushing the 
service extensively. 

Of course, not every dealer who 
launches the after-hours venture 
is successful. Some fold up over- 
night and call it quits. What is 
the formula for a_ successful 
night service department? 

Advises one successful dealer: 

“Trouble with most places is that 
when they start a night shift they 
don’t let it run long enough to 
prove itself profitable. Educate 
your customers to the fact that you 
do have the service, and you 
shouldn’t have any trouble.” 
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NEW Blowout-safe, Puncture-safe 


LIFEGUARD SAFETY TUBES! 


Many dealers are already selling most of their 
new cars with Goodyear’s famous New LifeGuards. 
And just look what they're getting: 





aq / 


a: 





ONLY THE NEW LIFEGUARD SAFETY TUBE 
1. Is safe against all blowouts! 
2. Seals its own punctures! 
3. Gives 100,000-mile re-usable 


protection! 


GOODFYEAR 





; rae | 
m Crowell-Collier Sizth Annual Tire Survey 


BIGGER PROFITS! You ring up extra profits on 
every changeover sale you make. You sell not 
just one tube, but four or five to every customer. 
And you make extra service profits on the wheel- 
balancing jobs. Remember: it’s extra sales that 
net you those important extra profits! 


BIG NEW MARKET! Half ofall motorists had punc- 
tures last year. 1 out of 8 had blowouts. 19% of 
all car owners say their next tube buy will be a 
special (safety) tube!* With new-car buyers, the 
percentage would be even higher. It’s a big 
market just waiting for you! 


LIFEGUARDS ARE EASIER TO SELL! New Life- 
Guard Safety Tubes are the only blowout and 
puncture protection that won’t wear out when 
the tires do. They outlast at least 3 sets of tires! 
Good for 100,000 miles or more! Thus your cus- 
tomer saves 20% to 438%. The extra cost is 
hardly noticed in his monthly payments. 


NO NEED TO CARRY STOCK! Your local Good- 
year dealer can handle all stock and take care of 
all servicing. All you do is sell—and pocket the 
extra profits. See or phone your Goodyear dealer 
today. Get the full story on New LifeGuard 
Safety Tubes now! 

















NEW PLUS-10 
DOUBLE EAGLE TIRES! 


The only All-Nylon Cord passenger-car tire 





Appeal.”’ 





@ Has real customer “Buy * Big, extra profits on every @ All you do is sell—your 


changeover sale! 





An 8 on 
} ae i ee 


Goodyear dealer handles 
stock and servicing! 


THESE 10 GREAT PLUSSES 
MAKE DOUBLE EAGLES EASY TO SELL! 


PLUS 1—Theonly passenger-car tire 
in the world with an All-Nylon Cord 
body. 


PLUS 2—Goodyear Heat-Tempered 
Nylon Cords make the new Double 
Eagle 14% to 2 times as strong as 
standard tires. 


PLUS 3—Safety! Over 2,000,000 
miles of gruelling road tests prove 
that this is the safest tire ever de- 
signed for a passenger car. 


PLUS 4—26% more nonskid tread 
thickness gives up to 42% more safe 
mileage than standard tires. 


PLUS 5—Sensational new Resist-a- 
Skid Tread, an exclusive Goodyear 
development, grips at all angles of 
skid! Quicker on the start, safer on 
the stop! Gives safer, surer traction 
on wet roads, on snow—even on ice. 


aAnognw™® 


PLUS 6—Full, safe traction for life! 
Exclusive Resist-a-Skid tread design 
never needs re-cutting to restore its 
traction. 


PLUS 7—Welcome comfort! Low- 
pressure, Super-Cushion ride soaks 
up road shocks, saves wear and tear 
on the car and passengers. 


PLUS 8—New Scuff Rib protects 
white sidewalls when tire scrapes the 
curb. 


PLUS 9—Extra beauty! Gleaming 
whitewall contrasts with diamond- 
sculptured, jet-black shoulders. 


PLUS 10—Value! With all the ad- 
vantages of the exclusive Resist-a- 
Skid Tread, the Nylon Cord body, 
this tire costs only about 5% more 
than ordinary premium tires made 
of rayon! 





Le 











LifeGuard and Double Eagle, T. M.’s—The Goodyear Tire & Rubber Company, Akron, Ohio 
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International Car Flavor 


Canadian Exhibition 


Autos of Most Nations 


By James Montagnes 
Staff Correspondent 

TORONTO.— World premier 
showing of the new Daimler Re-| 
gency four-door sedan and a two- | 
door convertible coupe featured the | 
British automotive exhibit at the | 
Canadian National Exhibition here. | 

There were more international | 
cars on display than ever before, 

with a newcomer, the German | 

Volkswagen. No new Canadian 
and American cars were on ex- 
hibit, but a full line of all 1952 
models was displayed. 

Canadian and American cars were 
housed on the ground floor of the 
automotive building. Ford showed 
its full line of Meteor, Lincoln, 
Mercury, Monarch and Ford cars 
and Ford trucks. 

General Motors had on display 
its 1952 Chevrolet, Pontiac, Oldsmo- 
bile, Buick and Cadillac cars, Chev- 
rolet and GMC trucks. Chrysler’s 
exhibits included Plymouth, Chrys- 


at Toronto Features 


Also on exhibit were full lines of 
Hudson, Studebaker, Packard and 
Nash vehicles. The first Canadian 
automotive showing of the Aero 
Willys featured the exhibit of that 
company, along with Willys jeeps 
and trucks. 

Practically all manufacturers 
showed revolving models of con- 
vertible or sedan models, and most 
had operating models of engines 
on display. Plymouth had a re- 
vealing all-plastic model of its en- 
gine on view, showing the work- 
ing of all parts. 

Ford featured its style with actu- 
al models and drawings. Willys had 
a 1912 model sedan on display. 
Chevrolet showed progress of trucks 
over the past 50 years, its display 
being in nature of a birthday cake. 





General Motors had a diorama of | 
its main proving grounds, with | 
moving cars, and displayed its Le| 
Sabre. 

On the mezzanine of the automo- | 





$45,000 X-Ray Minx Model at Canada Show— 

One of the highlights of the British auto display being held at the Canadian 
national exhibition in Toronto in conjunction with the automotive show is the unique 
X-Ray Minx—a $45,000 standard size model of the British-made Hillman Minx, manu- 
factured by the Rootes group. Most of the specially-built vehicle's actual body is cut 
away and replaced with transparent plexiglass, thus exposing the car's working parts 
so that the viewer can see exactly how the various parts function when the engine 
is in operation. The vehicle was constructed recently in England. 

* x * x * * 


cus tent alongside the building. In-|F ord, Bentley and Rolls-Royce. 
cluded among the British cars were | Most expensive car was a $13,500 
the Vanguard, Triumph, Austin | Daimler limousine, similar to one 
cars and trucks, Commer trucks,|in use by Britain’s royal family. 


tionwagon and a small bus. The 
company is establishing a Canadian 
headquarters at Toronto where it 
will have a parts warehouse and 
give factory service. Dealers are to 
be appointed this fall, along with 
regional distributors. Delivery of all 
cars on display is promised starting 
in October. 

Both Canadian and British car 
manufacturers had big displays 
of parts and accessories, and a 
number of allied companies had 
exhibits in the automotive build- 
ing. 

First Canadian showing of plastic 
bodies for use on standard cars was 
featured by Naugatuck Chemicals. 
British motorcycles were also on 
display in the British tent show. 

The new Daimler cars on display 
are to be shown next at the Paris 
automobile show, and delivery on 
these cars was not promised till 
next March. 

In opening the British automo- 
tive exhibit, Sir William Welch, 
North American representative of 
the Society of Motor Manufacturers 
and Trades of Britain, stated that 
the British industry is after a per- 
manent slice of the North Ameri- 
can motor car market. 


tive building a number of British| Humber, Hillman, Rover, Morris,| The German Volkswagen made 
cars were featured, and an over- | Jaguar, Sunbeam-Talbot, Lanchest- its Canadian debut with a complete 
flow of these was shown in a cir-'er (first time in Canada), British | line of cars, ambulance, trucks, sta- 


ler, DeSoto and Dodge cars, as well 
as Fargo and Dodge trucks. Kaiser- 
Frazer had its cars on view. 


“Five years ago when we came 
here, people were skeptical as to 
the permanency of our stay,” Sir 
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William said. “It was said that our 
| products were not suitable to the 
}country, that we were here for the 
| duration of the sellers’ market, and 
that when selling became tough, we 
|would quit. That was an illusion. 
|The cars have proved themselves 
las capable as any other cars in 
|rough going, with the result that 
| they have been accepted.” 

! 





‘Toronto Target: 
Safer Driving 
On City Streets 


TORONTO. — Preceded by two 
weeks of safety demonstrations, 
which start today (Sept. 1) a week- 
long “drive for safety” program 
will open Sept. 15 to focus attention 
of Toronto citizens on traffic safety. 

Cooperating in the first program 
of its type in the Canadian city will 
be the Ontario safety league and 
other civic and governmental or- 
ganizations. It is sponsored for the 
Toronto Automobile Trade Assn. 
by Cappel-MacDonald Co. of Can- 
ada, sponsor of similar programs 
throughout the U. S. 

Features will include a free driv- 
ers’ school, Sept. 15, 17 and 19, 
aimed at supplying the formal in- 
struction in correct, safe driving 
that most persons lack. Students 
attending all three sessions will 
receive a certificate as evidence of 
their interest in traffic safety and 
desire to help solve its problems. 








Vehicle Tax Agreement 
|OK’d by Iowa, S. D. 


SIOUX CITY, Ia—A motor ve- 
hicle tax reciprocity agreement be- 
| tween Iowa and South Dakota was 
| made by officials of the two states 
at a meeting recently in Sioux City. 
Similar to reciprocity pacts with 
other states bordering Iowa, the 
agreement was made under provi- 
sions of the reciprocity act of the 
last Iowa legislature and is expect- 
ed to ease tension between the two 
states in the matter of license and 
compensation taxes for motor car- 
riers. Gov. Beardsley of Iowa an- 
nounced that a similar pact was be- 
ing negotiated with Illinois. 
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9 dealers all over the 
United States recognize the value of dealer 





identification. Their preference for Ben- 
matt license plate frames, service mono- 
grams and other personal identification, 
exceeds by far that of all other manu- 
facturers combined. 


The Benmatt 
Organization Inc. 


3447 East 15th Street 
LOS ANGELES 23, CALIFORNIA 
Phone ANgelus 3-6751 








Kremebaa eh. wits 





ones 


So ee oe 


See vee 


ee 





Ticsteman wee: 


AUTOMOTIVE NEWS. SEPTEMBER 1, 1952 


ed & 





ost** See. 
ase” LA 


. 
¢ = 
ooeet? 

e* ~cmt 


People pay more attention to automotive 
advertising in The Saturday Evening Post 


You’re sitting pretty when you make friends The Saturday Evening Post carries more automotive 
with the able-to-buy customers near you... advertising to more people than any other magazine. 


J) uN the ones who always buy new cars. Most often, 
(——* 


: sd 
ay Evening 


int ‘ae they’re the ones who read the Post, too. And caturd 


4. ve there are hundreds of them right in your terri- 
~= tory. These top prospects pay the most atten- 
tion to your sales message, and put more trust 
in it, when they see it in the Post. So you and 
your car are already old friends to them before 


you close the sale! 
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-"Sure—I know all about ‘Keep ’Em Rolling’!” 


“Just look at my shop window. I’ve been taking 


advantage of this promotion for almost two years 


now. It’s helped my business generally besides 


making off-seasons as profitable as my peak seasons.”’ 


There are a number of reasons why Farm 
Journal’s “Keep ’Em_ Rolling” program 
works so well. First, the majority of America’s 
dealers depend on rural people for a good 
half of their business. Second, Farm Journal 
is both the largest and the most influential 
magazine in Rural America. Third, when 
Farm Journal urges better maintenance, it 
talks directly to your best customers, the 
owners of over 6,000,000 motor vehicles. 


Farm Journal inaugurated “Keep ’Em Roll- 
ing” two years ago as a service to more than 
2,850,000 subscriber families who depend on 
a tremendous fleet of go-power for their live- 
lihood. It has appeared at seasonal intervals 
ever since. Each feature has meant much to 
Farm Journal readers because of the valuable 
and timely maintenance suggestions it con- 


The current “Keep ’Em Rolling’ feature 
appears in the October issue of Farm 
Journal, out September 15. Plan now to 
take advantage of it, and write for lists 
of the products advertised in this issue. 





tains. Each feature has also been seized upon 
by hundreds of jobbers and dealers. They 
welcome the opportunity it gives them to do 
a better selling job among their prosperous 
rural and out-of-town customers. | 


Any time’s a good time to feature the prod- 
ucts and services advertised in Farm Journal, 
but you will get a bonus in sales when you tie 
in with the “Keep ’Em Rolling” issues. It’s 
easy to use the programs your suppliers make 
available. Or, if you prefer, you can tie in 
through your own advertising. Classified ads, 
for instance, identifying your shop with “Keep 
"Em Rolling” and Farm Journal-advertised 
products will do the trick. 


If you would like tie-in banners such as this 
dealer displays, we have a quantity available. 
Write on your business letterhead. 


Farm Journal 


WASHINGTON SQUARE, PHILA. 5, PA. 
GRAHAM PATTERSON, PUBLISHER 


YOU GET WHAT YOU WANT FROM ADVERTISING IN FARM JOURNAL—the impact of 
one of America’s biggest national magazines, plus coverage like a local news- 
paper in the better farming areas. If you’ve ever seen Farm Journal’s County 
Analysis Folder for your territory, you'll know why. It tells you the number of 
- farm families in your territory, how many subscribe to Farm Journal, the num- 
ber of cars, trucks and tractors they own, how much money they spend. For your 
free copy, write Dealer Service Department, Farm Journal, Philadelphia 5, Pa. 
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FOB FACTORY 


Italian Engineers ‘Tops 











On High-Rev Engines 


Epiror’s Note: This is the second in a series of articles on an 
engineer’s conception of the car of tomorrow. 

UROPEAN auto racing experience has some direct use- 
i fulness to American engineers, particularly to those at- 
tempting to design efficient, lightweight automobile power- 
plants. Generally speaking, European engineers have built 
small engines that rev up much higher than our powerplants. 
The Italians have taken the® ME 


. . . > ine t f m, 
lead in high rev engines. | Pee" engines run up oo ovum 


compared with an average Ameri- 


engines have shown satisfactory | engine which operates normally at 
life even under racing conditions. | 3,000 to 4,000 rpm. 


Some of the short stroke Euro- | Some of the European engines” 












You wouldn’t buy a truck _—= 


today with solid tires! 





Go 
modern... 


The offset Hypoid Go 
pinion is bigger and e 

stronger. Bearings are / 
bigger. More teeth are in WI i} 
contact, reducing loading s 
per unit of contact area. 

‘Torque-transmitting capacity is 
increased. Slower gear ratios are 
practical without loss of strength. 


Timken-Detroit off 'd Gearing in all three types of final drives 
Only Timke ‘ers Hypoi ing —< oe 


. . « Single-reduction, double-reduction, and tw 
... ina complete range of capacities. 


| 
| 


| problem. 
Their short stroke, high rpm | can pleasure car with a long stroke | 





which operate in the high rpm 
range require two and even three 
springs per valve. Obviously, this 
would not be a practical design 
for U. S. cars. Such construction 
details are, however, of interest 
to the engine designer and to the 
sports car enthusiast and the hot 
rod fan who are more interested 
in performance than in cost. 

One solution to the U. S. car man- 
ifolding problem, most engineers 
say, is to use more carburetors per 
engine. The development of a sim- 
plified carburetor structure that 
will be more efficient than the 
present designs is certainly possible, 
it is admitted. It is also agreed 
that, despite earlier failures in the 
use of dual carburetors, the syn- 
chronization of carburetors is not 
an insurmountable engineering 


Now Synch ronised 


_— carburetors, it is point- 
| out, were not synchronized in a 


i 


; ¥ 2 “ 
LY. 


y buy any truck without 
if] axle gearing? 


Aypol 


When you buy a truck, you want one that not 
only looks modern but és modern—all the 
way through! That’s why it’s so important to 
make sure that every truck you buy has 
Timken-Detroit Axles with Hypoid Gearing. 
3 Designed and built to stand today’s rugged 
work loads, dependable Hypoid Gearing is 
tried and proved by billions of ton-miles of 
operation. Even more important, Hypoid 
Gearing is a valuable aid in boosting profits— 
adds miles to the life of your trucks at lower 


maintenance costs. 


The next time you buy trucks, GO MODERN— 
GO HYPOID! Specify Timken-Detroit Axles 


and Brakes! 


TIM 


A 


A PRODUCT OF THE TIMKEN-DETROIT AXLE COMPANY 
DETROIT 32, MICHIGAN 
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Artist Likes 'Em Mellow— 


An old-car hobbyist and a noted artist from Bridgewater, Conn., Merbourne Brindle 
pulled up at the Packard factory the other day with his 1932 Packard super eigh' 
Victoria while on a tour of the Midwest. Looking it over are Betty Bown (center), and 
| Margaret Nuerenberg. Behind them is a 1952 Packard. 
single unit. The present four-barrel|to the engine is satisfactory. Onc 
carburetor is a synchronized, single |shortcoming of a four-barrel car- 
|unit. Under most operating condi- | buretor is that, when the last two 
|tions, flow through the carburetor | barrels are brought in, a drop in 
ancl — - —|vacuum occurs. Due to the drop in 
| vacuum, the first two barrels may 
|not get enough gas flow. Perhaps 
a better way can be found to do 
this job. 
| The dual exhaust system is 
helpful in promoting a free flow 
| from the carburetor to the tail 
| pipe since it reduces back pres- 
| sure. However, crooked exhaust 
pipes are undoubtedly a more im- 
portant objection, according to 
experienced automobile engineers. 
| Unfortunately, the design of the 
|exhaust pipe has always been an 
|afterthought in most U. S. motor 
cars. The engineer generally has to 
|work in his exhaust pipe in any 
| Space that is available to him. 
| It may be expected that more 
|thought will be given to straight- 
|line exhaust pipes in the automo- 
|biles of the future. By removing 
|the crooked exhaust manifolds in 
some engines, horsepower has been 
| increased as much as 10 percent. 
|Many Detroit engineers feel it 
|should be the responsibility of the 
|engine expert to design a car en- 
|gine clear through to the muffler 
|tail pipe in order to insure opti- 
mum engine performance. 


GM Plans Plant 
For Steering Aids 


| SAGIANW, Mich.—A ten-fold in- 
|crease in production of hydraulic 
| steering gears is scheduled by Gen- 
}eral Motors, which has announced 
| plans for a new plant here. 

| General Manager William H. 
|Doerfner, of the Saginaw Steering 
|Gear division, said GM would pro- 
|duce 100,000 hydraulic units a 
|month, on completion of the new 
| plant, compared with current pro- 
|duction of 10,000 a month. Monthly 
| output of manually-operated steer- 
jing gears is running close to 350,- 
000, he said. 

| A site for the new structure, sev- 
j}enth GM plant in Saginaw, has not 
| yet been selected, Doerfner said. It 
| will have 437,000 square feet of floor 
space and will employ 1,500 work- 
ers. GM holds options on seven 
parcels of land as a possible site. 


Eatin’ Up Miles 
Film Shows Trucks’ Role 


In Feeding Nation 

CINCINNATI.—The role of truck 
transportation in the gigantic job 
of feeding a nation is given signifi- 
|;cant attention in the motion pic- 
|ture, “An Appointment With To- 
morrow,” recently completed by 
Bert Johnston Productions for Kro- 
| ger Co. 
| The film’s story points up that 
| Kroger trucks cover the equivalent 
in distance of 131 trips to the moon 
|each year. 

Kroger’s blue trucks are photo- 
graphed in a series of scenes as a 
Kroger driver, called Harry Han- 
sen in the movie, drives through 
cloudburst and blizzard to deliver 
his cargo. 

A Kroger truck was driven onto 
| a sound stage at Bert Johnston 
Productions as the blizzard and a 
cloudburst of hurricane proportions 
were simulated realistically within 
the studio walls. 

Other scenes involving Kroger 
trucks were shot on location on the 
highways. 


Ball Buys Out Smith 
Agree Ball, of Nashville, Ark., 
has bought Smith Chevrolet Co., 
Ashdown, Ark., from Rosa Smith, 
widow of W. C. Smith. 
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June Another Big Month. . . 





Auto Sales 
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—Coming Events== 





in Canada 


Put Curbs to Shame 


By M. L. Schwartz 
Staff Correspondent 

OTTAWA. — Official government 
sales figures have confirmed dealer 
association claims that credit regu- 
lations and tax burdens had held 
up a huge volume of new-car busi- 
ness in Canada. 

There were 43,573 new motor ve- 
hicles sold in June, compared with 
32,680 a year ago, up 33.3 percent. 
Their retail value rose to $107,336,- 
831 against $83,749,780, up 28.2 per- 
cent, 

The big jump was in cars, with 
32,973 new cars sold in June against 
23,033 last year, up 43.2 percent, 
and these amounted to $80,891,562 
against $59,780,450, up 35.3 percent. 
New commercial vehicles sold num- 
bered 10,600 against 9,647, up 9.9 
percent, and amounted to $26,445,- 
269 against $23,969,330, up 10.3 per- 
cent. 

However, the effects of the earl- 
ier government curbs on the auto 
business could not be eradicated 
from this year’s cumulative total. 
Consequently, sales of new cars in 
the first six months of 1952 still 
were down compared with 1951, to- 
taling 155,381 units against 181,619, 
a decline of 144 percent, and 
amounting at retail to $391,980,997 
against $443,186,740, down 11.6 per- 
cent. 

New commercial vehicles sold 
in this period totaled 58,816, 
against 60,598, down 3.7 percent, 
but amounted to $148,078,419 
against $141,966,316, up 4.3 percent. 
Total new vehicles sold were 
down to 213,753 against 242,217, a 
drop of 11.8 percent, and amount- 
ed to $540,059,416 against $585,- 
153,556, down 7.7 percent. 

Financing of sales of new cars in 
June involved 14,078 units against 
7,182 last year, up 96 percent, and 
the amount jumped up to $22,655,- 
166 against $9,431,402, a gain of 
140.2 percent. 

New commercial vehicles financed 
in June were 4,884 against 4,563 last 
year, up 7 percent, and the amount 
rose to $10,442,406 against $8,363,- 
052, up 24.9 percent. Total new-ve- 
hicle sales financed reached 18,962 
against 11,745, up 61.4 percent, and 
amounted to $33,097,572 against 
$17,794,454, up 86 percent. 

For the first six months, new-ve- 
hicle financing this year increased 
to 83,200 units for $135,749,472 


against 65,527 for $97,032,116 last | 


year, up 27 percent in number and 
40 percent in amount. New-car 
sales financed reached 59,103 
against 45,241 last year, up 30.6 per- 
cent, and the amount jumped to 
$86,217,160 against $62,292,559, up 
38.4 percent. Financing of new 
commercial vehicles rose to 24,097 


units against 20,286, up 18.8 percent, | 


with the amount increasing to $49,- 
532,312 against $34,739,557, up 42.6 
percent. 

Apparently, dealers found an even 
heavier demand for credit in June 
on the part of used-car buyers. Fi- 
nancing of used cars increased to 
44,988 units for $35,481,412 against 
25,744 for $13,921,477 last year, up 
74.8 percent in number but up 155 
percent in amount. 


Financing of used commercial 
vehicles increased to 7,234 units 
against 5,963 last year and the 
amount rose to $6,698,096 against 
$4,648,802, up 44.1 percent in 
amount and 213 percent in num- 
ber. Total used vehicles financed 
advanced to 52,222 against 31,707, 
up 64.7 percent, and the amount 
increased to $42,179,508 against 
$18,570,279, a gain of 117.1 percent. 


In the first six months of 1952, 
used motor vehicles financed rose 
to 227,864 against 141,425 last year, 
up 61.1 percent, and the amount 
reached $168,143,203 against $90,636,- 
549, up 85.5 percent. 

The big jump in this period was 
in used-car financing, which saw 
192,651 units financed for $136,848,- 
755 against 116,026 for $70,863,280, 
up 66 percent in number and 93.1 
percent in amount. There were 35,- 
213 used commercial vehicles fi- 
nanced for $31,294,448 against 25,- 
399 for $19,773,269 last year, up 38.6 
percent in number and 58.3 percent 
in amount. 


Comparing sales and financing of 


new cars in June, officials disclosed 
that 42.7 percent of the new cars 
sold were financed in that month 
as against 31.2 percent a year ago, 
though only 46.1 percent of the new 
commercial vehicles sold in June 
required financing compared with 
47.3 percent last year. 

In the first six months of this 
year, 38 percent of the new cars 
sold were financed against 24.9 per- 
cent a year ago, and 41.3 percent 
of the new commercial vehicles sold 
were financed, compared with 33.5 
percent last year. | 










~f 18 Seone 
ore 


Before any trailer axle is put into production at Timken- 
Detroit's Kenton plant, months—and even years—are spent 
in designing, developing and testing. Shown above is just a 
portion of Timken-Detroit’s engineering department. 





Dealer Conventions 


Sept. 6-8— Georgia Automobile Dealers 
Assn., General Oglethorpe hotel, Sa 
vannah, 

Sept. !1-12—Colorado Motor Car Dealers 
Assn., Shirley Savoy hotel, Denver. 

Sept. 12-13 — Maine Autamobile Dealers 
Assn., Samoset hotel, Rockland, Me. 

Sept. 12-13—New Mexico Automotive 
Dealers Assn., El Rancho hotel, Gal- 
lup, N. M 


Sept. 14-16—Kentucky Automobile Dealers 


Assn., DuPont lodge, Cumberland Falls 
State Park, Ky. 

Sept. 14-l6—New York State Auto Dealers 
Assn., Hotel Syracuse, Syracuse. 

Sept. 15-16—Wisconsin Automotive Trade 
Assn., Schroeder hotel, Milwaukee. 


Sept. 20-22 — South Carolina Automobile 
Dealers Assn., Ocean Forest hotel, Myr- 
tle Beach, S. C. 

Sept. 21-23 — South 
Dealers Assn., 


Dakota 


Automobile 
Cataract i 


hotel, Sioux 


Falls. 

Sept. 21-23—Arkansas Automobile Dealers 
Assn., Arlington hotel, Hot Springs 
Nat'l Park, Ark. 

Sept. 22-23—Automobile Dealers Assn. of 
North Dakota, Elks Club, Fargo, N. D. 





From this great plant come 
the world’s finest trailer axles! 


Sept. 22-26 — Federation of Automobile 
Dealers Assns. of Canada, Montreal, 
Sept. 25-26 — Kansas Motor Car Dealers 
Assn., Hotel Broadview, Wichita. 

Sept. 25-26—New Jersey Automotive Trade 
ssn., Traymore hotel, Atlantic City 
N. J. 

Sept. 29-30—Minnesota Automobile Deal 
ers Assn., Nicollet hotel, Minneapolis. 
Oct. 5-7—Texas Automotive Deaters Assn. 

El Paso ; : 
Oct. 9-11—Pennsylvania Automotive Assn. 
Chalfonte-Haddon Hall, Atlantic City, 


N, J. 
Oct. 12-14— Arizona Automobile Dealers 
Assn., Pioneer hotel, Tucson. 
Oct. 16-18 — National Used Car Dealers 
., Hotel Hollenden, Cleveland. 
. 19-21 — Florida Automobile Dealers 
Assn., Sans Souci hotel, Miami Beach. 
Oct. 26-28 — Automobile Dealers of Ala- 


bama, Buena Vista hotel, Biloxi, Miss. 
Oct. 26-28 — Tennessee Automotive Assn., 
Noll hotel, Nashville. 


Oct. 27-29 — Automotive Trade Assn. of 


Virginia, John Marshall hotel, Richmond. 
Nov, 16-17—Texas Used-Car Dealers Assn., 
Buccaneer hotel, Galveston. 
Nov, 19-20—Oklahoma Automobile Dea! 








ers Assn... Skirvin hotel. Oklahoma City 
Dec. 1-2—Idaho Automobile Dealers Ass... 
oise. 


Dec. 3—Oregon Automobile Dealers Assn. 
Columbia Athletic Club, Portland. 

Dec. 4— Utah Automobile Dealers Assn., 
Newhouse hotel, Salt Lake City 

Dec. 8-10—Ohio Automobile Dealers Assn., 
Statler hotel, Cleveland. 

Feb. 14-18, 1953 — National Automobile 
Dealers Assn., San Francisco. 

Feb. 28- March 7, 1953—Johnstown Auto 
mobile Dealers Assn.. Cambria County 
War Memorial, Johnstown, Pa. 

March 9-10, 1953 — Canadian Automotive 
Wholesalers & Mfars. ssn King Ed 
ward hotel, Toronto 

* . 


Dealer Auto Shows 


March 14-22, 1953 — Chicago Automobile 
show, International Amphitheater, Chi- 
cago. 

* * 


Aftermarket Shows 


March 26-29, 1953—Southwest Automotive 
show, Automobile blidg., Fair Park, 
Dallas. 

+ * i 
General 

Sept. 10-12 — National Petroleum A%ssn., 

50th annual meeting, Traymore hotel, 


Atlantic City, N. J. 
Oct. 10-18—International Auto Show, Oak 
land Exposition bldg., Oakland, Cali‘ 
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Trailer axles are #mportant at The Timken-Detroit Axle Com- 
pany! That’s why this great Timken-Detroit plant is devoted 


~ FF to developing and producing the finest trailer axles on the road. 


WORLD'S LARGEST MANUFACTURER OF 
AXLES FOR TRUCKS, BUSES AND TRAILERS 


PLANTS AT: 
Detroit and Jackson, Mich. e Oshkosh, Wis. @ Utica, N. Y. 
Ashtabula, Kenton and Newark, Ohio e Newcastle, Pa. 


TIM 
A 


Located at Kenton, Ohio, this modern plant is completely 
equipped to mass-produce trailer axles of every capacity. It is 
staffed by highly trained technicians who have at their finger- 
tips the vast engineering and research facilities of The Timken- 
Detroit Axle Company. Even more important, these fully 
qualified specialists can draw upon more than 40 years of 
Timken-Detroit experience in building axles for trucks, buses 
and trailers. Yes, just as they do with driving axles, so too, does 
Timken-Detroit point the way to fimer trailer axles. 


A PRODUCT OF THE TIMKEN-DETROIT AXLE COMPANY 


DETROIT 32, MICHIGAN 
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AUTOMOTIVE WASHINGTON 


Claim in Oil Price Suit 
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May Reach $100 Million 


By William Ullman 


Washington Correspondent 


OUR of the largest American oil companies have been 


sued by the Government for alleged overcharges of more 
than $67,000,000 on oil purchased abroad for Marshall Plan 
countries. Three civil suits against the companies and six 
of their subsidiaries were? 
filed by the Department of The claims—which are still accu- 
Justice in the Federal Dis-| mulating—pius interest and costs, 
trict Court at New York City. | may eventually amount to $100,000,- 


000, according to Government offi- | 7 
cials. 

Attorney-General James Mce-| 
Granery accused the companies 
of using “a two-price system” to 
overcharge the Government, 

Oil purchased in the Middle East | 
for shipment to western Europe | 
cost this Government far more than 
|the Middle East price of the same 
|kind of oil shipped out on non- 
Government con- | 
tracts. 

By using differ- | Mayfair from Jimmy Fennell's 
ent channels for | Packard Co. 
handling Govern-|~”  ————<—~— 
ment and non- regular market price. The sales 
Government sales, | were handled through the Econom- 
one official said,|j¢ Cooperation Administration and 


the oil companies | it, successor, the Mutual Security 
claimed that in 
Agency. 


each type of sale 
+ The companies named in the 


they were charg- 
William Ullman ing the regular! suits, and the amount of over- 





Musician Drives a Packard— 
Band Leader Ralph Flanagan indicates 
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RUEHAUFS 500 


STANDARD BODY OPTIONS! 





EXACTLY THE RIGHT TYPE 


Straight frame in 12, 14, or 16 Foot Lengths. 
Wheelhousing in 12 and 14 Foot Lengths. 


EXACTLY THE RIGHT DOORS 

All Standard and Special Locations. 

All Widths and Heights, Single or Double. 
Precision Fit, Pressed-Steel Hinged, Cam Locked. 





EXACTLY THE RIGHT FITTINGS 
Express Gates, Tailgates, Elevating Tailgates. 
Deluxe I. C. C. Lights and Reflectors, Vents. 





AND THEY'RE PRICED 
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*12-ft. Straight 


AS LOW AS * 
ASK for Fruehauf's 

free Model Make- 

Up Kit. It’s easy to 

assemble your own 

scale model in a jif- 
fy before ordering. 






Frame, Open 
axes Extra 





Rear End, T 








Truck Body Division 


FRUEHAUF TRAILER COMPANY 


DETROIT 32, MICHIGAN 


UNIT-BUILT FOR IMMEDIATE ASSEMBLY BY YOUR FRUEHAUF BRANCH! 
VALUE-BUILT FOR BIGGER PAYLOADS, LOWER UPKEEP, LONGER LIFE! 


TRUEHAUF 


"UNIT- BUILT * 


Trick Bodies 










his pleasure at picking up a new Packard | 
Denver | 


| charges claimed up to May 20, are 
| Standard Oil Co. of New Jerse; 
land its subsidiary, Esso Expor 
| Corp., $31,795,619. 

| Standard Oil Co. of California 
and Texas Co., and their jointly 
owned subsidiaries: Bahrein Petro 


= | leum Co. Ltd., a Canadian corpora 


| tion; California-Texas Oil Co., Ltd., 
Caltex Oceanic, Ltd., and Mid-East 
Crude Sales Co., the latter three al 
Bahama Islands corporations witl 


home offices in New York. The 
claim from this group, $21,427,- 
| 722.43. 


Socony-Vacuum Oil Co., Inc., and 
its subsidiary, Socony-Vacuum 
Overseas Supply Co., Inc., $14,118,- 
498.52. 

A fifth major company, Gulf Oil 
Co., also was supplying MSA with 
Middle East oil, according to a 
statement issued by the Senate 
Small Business Committee. Asked 
if Gulf is involved in any claim, an 
MSA spokesman said “We're study- 
ing the Gulf case.” He said it in- 
volves smaller purchases on a 
somewhat different basis. 

* * * 





Social Security Snarl 


IONE of the toughest problems 
awaiting the returning Congress 
|in January will be the social secur- 
|ity program, now 15 years old. 

As a result of legislation hurried 
through Congress just before ad- 
journment, social security benefici- 
aries in October will start receiving 
a 12% percent increase in their 
monthly checks. But the tax col- 
lected under the program from em- 
ployers and employes will remain 
unchanged. The total tax on wages 
|at present is 3 percent, split evenly 
between employers and employes. 

Government experts who calcu- 

late long-range insurance risks 
and premiums say that right now 
the books of the U. S. Treasury 
show a surplus of $16.6 billion in 
social security funds, which 
means that taxes collected have 
thus far greatly outweighed bene- 
fits paid out. But this surplus, 
they add, will begin to vanish as 
more and more people become 
eligible for old age and survivor’s 
insurance under the new program 
of increased benefits. 

By the year 2000, the experts de- 
| clare, the Treasury, under the pres- 
ent tax schedules, will be paying 
|out over $13 billion in benefits a 
| year, but will be taking in less than 
| $11 billion. The result will be a fat 
| deficit, and the problem is: What 
| to do about it? 
| The U. S. Chamber of Commerce 
|says a double penalty may be in 
| store for taxpayers. Employers and 
| employes, the USCC points out, will 
have to continue to pay their regu- 
lar social security taxes, and also 
may have to pay additional federal 
taxes to make up the anticipated 
| deficit. 





* * * 


_Open Door to Imports? 

| BUSINESSMEN who make up the 
| council of the International 
| Chamber of Commerce have recom- 
| mended that if we are to interfere 
| with trade between Western Eu- 
rope and the Soviet bloc, we must 
| be ready to take Western Europe's 
| goods and to supply it needs. 


| The group agreed on the propri- 


|ety of trying to prevent items of 
|direct strategic importance from 
reaching countries behind the Iron 
Curtain. But it held that if we go 
farther than that, and if our allies 
of the free world are to flourish, 
American barriers to international 
trade must be lowered. 


Since the Korean war began 
much has been done to stop the 
shipment of strategic materials. 
The non-strategic trade that re- 
mains is much smaller than it 
was in the 1930s and somewhat 
smaller than it was in 1949. But 
this trade is of real importance to 
the western countries. 

This country has made several 
jattempts to persuade its allies to 
| reduce their trade with the Soviet 
bloc. But attempts to stop ship- 
ments of all commodities which 
might be of some military value 
have been unsuccessful and have 
caused resentment in western Eu- 
rope. 


The U. S. council proposes that 
alternative sources of supply at 
comparable prices be developed 
where possible and that methods be 
devised to enable the importing 
countries to pay for the free-world 
supplies. If these things cannot be 
done, then a moderate degree of 
East-West trade will have to be 
tolerated, except in items of direct 
security importance. 
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| pore politics in the air, it might | 
not be a bad idea to start this | 
month’s trucking column off with a| 
little story that has to do with pol- 
itics, especially as the story has to 
do with how a trucking group can | 
make use of the polling booths to) 
protect their own interests as well | 
as those of the public. 

I am told on what I consider good | 
authority that down in Tennessee | 
Gov. Browning has always aged 
himself up on the railroad’s side in 
any controversy between the rails | 
and the truckers in that state. 

In this year’s primary, my in- | 

formant tells me, the governor | 
was so sure that he had his own 
election in his hand that he went 
out in his running for a third 
term with speeches that contained 
promises that if elected he would 
still further reduce the drastic 
weight limitations under which 
trucks have to operate in that 
state. 

But the truckers of the state did 
not take that type of talk gracious- 
ly. They got solidly behind a young 
32-year-old attorney, Frank Clem- | 
ents, who was running in opposi- 
tion to the governor. | 

Clements won the nomination by | 
approximately 50,000 votes. 


* * * 


Power Politics | 


As A believer in a Free America, | 
I deplore “power politics” as it | 
is played today. But if we have to} 
live under and do business under a 
regime that applies powerful poli- | 
tical pressure to win its way, many | 
times in direct opposition to the} 
will of the majority, I see no good | 
reason why the truck dealers and 
truck owners of this nation don’t | 
get together to make certain that | 
the truck laws of every state are 
written in the public interest. | 
This will result in sane and work- 
able legislation for the truck oper- 
ators in the great majority of in- 
stances, I believe. } 
There is no question but that if | 
the dealers and the truck oper- | 
ators do get together the com- | 
bined weight of the votes they they 


} 
| 
| 
| 
| 


could swing for or against any 
one bili would far outweigh the 
votes that the rails plus the sup- 
pliers to the rails could swing in 
opposition. 

It has been known for years that 
the rails endeavor to marshal not 
| only the votes of all rail employes 
and their families behind any issue 
favorable to the rails but the votes 
of the employes of the rails sup- 
pliers as well. 

The truckers and the dealers 
could no doubt greatly influence 
the votes of all of their employes 
and those of their employes famil- 
ies. In the case of the dealers, if 
| they and their employes were hon- 





(Continued on Page 42, Col. 1) 
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Clean Jobs Bag Sales 


po checks across the nation in- 
\ dicate that the used truck is 
looked upon as the principal 
“bogey” to new-truck sales. Many 
dealers’ used-truck stocks have 
risen perceptibly during the sum- 
mer, and they report that they are 
having particular difficulty moving 
the heavier models which they have 
taken in on trade. 

Dealers, however, who recog- 
nized early that the wholesale 
market for trucks was fast dis- 
appearing last fall, and who got 
themselves in shape properly to 
retail their trades, are not report- 
ing any hardship in moving their 
used stuff at a profit. At least, 
these dealers are not reporting 
any losses other than those which 
they knowingly took in the orig- 
inal overallowance. 

One prominent Chevrolet dealer, 


| estly sold on the fairness of any| who said he was having no trouble, 
| particular bill and urged to work| reported that he had overhauled 
| for it, their contacts with the good | his used-truck lot and made it just 


as attractive and accessible as his 











Each Maker’s Share... 
a 
New Truck Sales, First Half 

First- Pet. First- Pet. 1952 

Half of Half of Pet. 

Sales, 1952 Sales, 1951 Gain 

1952 Total 1951 Total or Loss 
CHEVROLET . 134,206 33.66 181,931 35.27 — 1.61 
FORD . 91,569 22.96 128,065 24.83 — 187 
DODGE ... 47,348 11.87 55,209 10.70 + 117 
INTERNATION AL .. 44,905 11.26 46,363 8.99 + 2.27 
ae 38,953 9.77 51,724 10.03 — 0.26 
STUDEBAKER 14,230 3.57 15,540 3.01 + 0.56 
WILLYS* 9,198 2.31 12,561 2.43 — 0.12 
WHITE 5,561 1.40 6,765 1.31 + 0.09 
MACK 3,584 0.90 5,796 1.12 — 0.22 
DIAMOND T 1,812 0.45 2,529 0.49 — 0.04 
REO 1,527 0.38 2,002 0.39 — 0.01 
DIVCO 1,524 0.38 2,107 0.40 — 0.02 
BROCKWAY 802 0.20 1,326 0.26 — 0.06 
AUTOCAR 799 0.20 1,161 0.23 — 0.03 
FEDERAL 392 0.10 624 0.12 — 0.02 
KENWORTH 351 0.09 367 0.07 + 0.02 
PONTIAC 286 0.07 387 0.08 — 0.01 
FWD ... ; 262 0.07 253 0.05 + 0.02 
STERLING 129 0.03 188 0.04 — 0.01 
PETERBILT 118 0.03 164 0.03 
MISCELLANEOUS 1,205 0.30 792 0.15 + 0.15 

GRAND TOTAL 398,761 100.00 515,854 100.00 0.15 

* Includes Jeeps Automotive News compilation from R. L. Polk data. 











F irst-Half T ruck Sales Lowest 


RUCK sales for the first six 

- months of 1952 were the lowest 
for a first-half period in several 
years. The 398,761 registrations for 
this year compare with 515,854 for 
the same period last year, 510,216 
in 1950 and 465,581 in 1949. 

Production for domestic con- 
sumption this year of 545,338 
units is a considerable drop from | 
676,334 units built in the corre- 
sponding months of 1951. This 
loss shows the effect that the 
combination of government limi- 
tations and the steel strike has | 
had on the truck business. 

Despite the great difference in| 
both truck sales and output this 
year as against last, the “float” be- | 
tween the number produced and the | 
number sold for a given period | 
proved fairly constant. Last year | 
the difference between sales and | 
output was 160,500 units, and this | 
year it was 146,577. 

* co 





* 


Yue the percentage of trucks | 
in each GVW class with the | 
single exception of the under-5,000- | 
pound size remained much the} 


same as last year’s as far as sales | 
were concerned, there was a notice- | 
able increase this year in produc: | 
tion of the two heavier sizes. 

Only 36,354 trucks in the 19,501- | 


26,000 GVW class were built in 
the first six months of 1951. This 
output increased to 52,596 in 1952 
despite the fact that the overall 
production total declined by 131,- 
016 units. In the over-26,000-GVW 
class, the output was 24,014 this 
year, compared with 19,360 in 1951. 

Dealers who have complained 
that they received fewer under-| 
one-ton jobs this year can be con- | 
|soled somewhat in the knowledge | 
| that the percentage of these sizes | 
|to the total has declined steadily | 
for three years. | 

In 1950 the under-one-tons repre- | 
sented 69.89 percent of total sales; 
in 1951 this size represented 67 per- 
cent, and for the first six months | 
of this year it had dropped to 61.93 
percent. 





* + * } 
| [== drop production-wise in the | 


under-one-ton capacity has been | 
just about as great. Last year 63. 67 | 


| percent of total output was in this | 


category for the first six months | 


while this year it was 58.26 percent. | size represented 3.08 percent of to-| sale of 16,000-19,500 GVWs, 
Thus, it is seen that the cutback | | tal registrations for the first six | 


in this size of vehicle has been ap- | 
proximately the same in output as 
it has been in sales, about 5 per- 
cent. 

There has been a constant de- 
cline in the percentage of sales 





of both of the low-tonnage sizes. 
In 1950 sales for the first six 
months in the under-5,000-pound 
class were 49.15 percent of total; 
in 1951 the percentage was 47.30, 
and this year it was 43.12. 

In 1950 sales in the 5,001-10,000 
GVW class were 20.74 percent of 
total; in 1951 they were 19.20 per- 
cent, and for the first six months 
of this year they were 18.81 percent. 


GALES in the ieee GVW 
class have run fairly constant. 
In 1950 this class was 6.92 percent 
of total registrations; in 1951 it ran 
exactly 7 percent, and this year it 
represented 7.02 percent of total. 

Sales in the 14,001-16,000 GVW 
size, however, have increased in 
each of the last three years. In 
1950 this size represented 15 per- 
cent of total sales; in 1951 it was 
16 percent, and this year it in- 
creased to 20.40 percent. 

The same is relatively true in the 
16,001-19,500 GVW size. In 1950 this 


months; in 1951 it had increased to | 
3.72 percent, and in 1952 it repre- 
sented 4.29 percent. 

Registrations in the 19,501-26,000 | 
class took the big jump two years 
ago, and remained fairly steady 


used-car lot, had gone into a thor- 
ough reconditioning program and 
had steamed up his truck salesmen 
on the idea that they had to move 
the trades as fast as they took 
them in. 

In fact this dealer stated that he 
actually was short on several sizes 
and models that he should have in 
order to give the buyer a satisfac- 
tory selection. 

* * * 

1° A great extent, this dealer 

was following the same prac- 
tices in moving his used trucks 
that he did in moving his used cars. 
He was advertising them over the 
radio, as well as in the newspapers, 
and was featuring one especially 
good truck each day as the “buy 
| of the day.” 

He claimed, however, that no 
amount of advertising would have 
moved the used stuff off his lot 
if he had not first made his lot 
attractive and easy to get into, 
and if he had not done a good, 
thorough job of reconditioning 
every truck on the lot. He even 
went as far as to junk the trucks 
he took in that he and his used- 
truck manager felt would not 
stand reconditioning. 
| On one 1951 job that was badly 
|beaten up, the dealer spent over 
| $200 in ding work and painting. 
| But once it had been put in shape 
ito sell, this very truck, he said, 
brought him the best net profit he 
made on any truck sold off the lot 
'that week. 

On the other hand, a salesman 
|for a retail branch of a large truck 
|'maker lamented the fact that his 
| lot had several heavy tractors which 
| had stood for months without even 
an interested looker, although the 
|lot had advertised these jobs quite 
|heavily from time to time. 

* x * 

H® WAS quite outspoken in his 

criticism of his branch man- 
| ager for not lengthening the frames 
|on these tractors so that they could 
be sold as long-wheelbase trucks to 
|local haulers where the weight of 
the jobs was not as important as 
it was to buyers who had to go out 
on the open road. 

His state, the salesman said, was 
|cracking down on haulers who had 
rigs that were overweight. This, of 


> 


in Years 


from last year to this. In 1950 the 

percentage of this size to total sales 

was 3.26; in 1951 it advanced to 4.50 

percent, and this year showed 

another small gain to 4.60 percent. 
* * oa 





epee heavy-heavies of 26,000 GVW 
and over also have shown a 
steady gain in registrations. In 1950 
this category represented 1.85 per- 
cent of all registrations; in 1951 it 
had grown to 2.30 percent, and this 
year it represented 2.73 percent. 

Chevrolet retained first place in 

the under-5000-pound class, with 

Ford second and Dodge third. 
Chevrolet also led in the 5,000- 

10,000 GVW class, again with Ford 

second and Dodge third. 

Ford jumped into first place in 
the sale of’ 10,001-14,000 GVW jobs, 
with Chevrolet second and Dodge 
| third, but in the 14,001-16,000 GVW 
|class Chevrolet came back to take 
|first place, with Ford second and 
| Harvester taking third. 

Harvester took the lead in the 
with 





(See SALES, Page 24, Col. 5) 
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course, was the reason why the 
tractor, which had many thousands 
of good miles left in them, were 
failing to attract buyers. 

With at least another 1,200,000 
production year virtually assured 
in 1953 and a possible output of 
350,000 units in the first quarter, 
it behooves dealers to get their 
used-vehicle sales facilities into 
shape to move the trades that 
will have to be accepted in order 
to merchandise that many new 
trucks. 

Dealers and factories both have 
known for some time that they are 
back ina high-trading market as far 
as trucks are concerned. Although 
the trading ratio has not exceeded 
1 to 1% except in a few more or 
less isolated areas, there is no ques- 
tion but that saturation has reached 
the point where at least a one-for- 
one trade on the great majority of 
sales can be prophesied. 

* + 


5 ped things may interfere with 
achievement of projected pro- 
duction goals—the shortage of cer- 
tain necessary types of steel and 
the unknown needs of the overrid- 
ing defense effort. But it is certain 
that if these hurdles can be jumped, 
truck makers will do everything in 
their power to surmount them. 

So it is only good business for 
the truck dealer to prepare for 
more and longer trading to move 
his allotment of new vehicles. 

One alert Detroit volume deal- 
er already is getting his used- 
truck department ready to buy 
used trucks from other dealers 
who haven’t the foresight to get 

(Continued on Page 33, Col. 1) 
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Attendaiain 
Seen for St. Louis 


Truck Body Show 


ST. LOUIS. — With an expected 
attendance “far in excess” of any- 
thing in the past, Officials of the 
Truck Body and Equipment Assn. 
are preparing for their annual con- 
vention and exhibit, Sept. 15-17 in 
St. Louis’ Chase hotel. 

TBEA President G. W. Way, of 
Hughes - Keenan Corp., Delaware, 
O., and general convention Chair- 
man Henry S. Maday, of Maday 
Body and Equipment Corp., Buf- 
falo, promise meetings “geared to 
the times,” with discussions led by 
men “who understand the prob- 
lems of industry.” 

Among highlights already set is 
a review of present and future 
trends in truck body design and 
development by Chase Morsey, 
manager of Ford’s products plan- 
ning department. 

Other speakers will include: 
Harry Moock, of the Conference of 
Business Management, Chrysler 
Corp.; Frederick L. Deming, re- 
search vice-president, Federal Re- 
serve Bank of St. Louis; J. W. 
Speaker, president of J. W. Speaker 
Corp., Milwaukee, and member of 
the Small Defense Plants Board; 
George R. Davis, deputy director, 
NPA’s Motor Vehicles division; 
George L. Noble jr., chief small 
business section of Office of Chief 
of Ordnance, Department of the 
Army. 

Truck body men will make a trip 
through the Army Ordnance shell 
plant operated by Chevrolet in St. 
Louis, while International Har- 
vester Co. officials will show the 


prize-winning safety film, “A Day 
in Court.” 
Exhibits in approximately 50 


booths will display a wide range of 
products used by truck body manu- 
facturers, Maday said. He empha- 
sized that sessions are open to all 
industry members. 


X\ 





orveeats on 


Diverter Valve— 


A newly-designed diverier valve offered 
by the industrial truck divicion of Clark 
Equipment Co., Battle Creek, Mich., makes 
possible for the first time economical 
installation of a number of special hy- 
dravlic attachme.tts, states the firm. By 
means of the valve, the truck's hydraulic 
system for tilting the upright can be util- 
ized to operate the special hydraulic 
aitachment, using the standard tilt lever 
as the means of control. When the diverter 
valve plunger is in “up'' position, oil is 
dive.ted to the attachment. When the 
plunger is in ““down"’ position, oil flows to 
the tilt cylinders, and the truck operator 
has normal control of tilting, the company 
explains. 


DEL~MAR 


DAIRIES snc. 


AUTOMOTIVE NEWS. SEPTEMBER 1, 1952 





Closes for Vacations 


Bishop in N. Y. Feels Complete Shutdowns 
Helped Both Employes, Customers 


NEW YORK.-—A summer vaca- 
tion plan believed to be unique in 
the automobile business is being 
tried by a metropolitan New York 
dealer. It is being watched care- 
fully by the industry in this area. 

In the past, auto dealers have 
always staggered employes’ vaca- 
tions throughout the summer. How- 

ever, C. M. Bishop, president of 
3ishop, McCormick & Bishop 
(Dodge), is completely shutting 
down each of his. branches for two 
weeks. 

Under the plan, half of the five 
branches and seven service shops 
in the metropolitan area were 
closed from July 28 to Aug. 11, 
and the other half from Aug. 18 
to Sept. 2. 

Bishop closed his operation in 
this manner for several reasons: 

“By closing each branch two 
weeks, we can operate at full effi- 
ciency during all the rest of the 
summer. We will never have one 
man doing double work—his own 


For complete |it- 
erature, specifi- 
cations, and de- 
tailed information 
write, wire or 
phone collect— 
FRanklin 5300 








plus the work of another man who | 


is on vacation. 

“We don’t finish the summer 
with some very tired men, anxious 
to go on another vacation because 
of the double duties they have had 
to perform while other men va- 
cationed. 

“And except for those two vaca- 
tion weeks, we give faster and bet- 


Ford International Joins 


World Road Federation 


WASHINGTON. — The Interna- 
tional Road Federation announces 
that Ford International, a division 
of Ford 
member of the Federation. 

Arthur J. Wieland, general man- 
ager of Ford International, has 
been elected a member of the Fed- 
eration’s board of directors. The 
Federation, established in 1948, en- 
courages the development and im- 
provement of highways throughout 
the world. 


Motor Co., has become a'! 


ter service in each branch all sum- 
mer long,” he said. “Because some 
of our facilities will always be open, 
we still can take care of the sum- 
mer needs of our patrons. 

“We send cards to our entire 
mailing list, advising them that 
we will close on certain dates, 
and telling them to visit us be- 
fore or after that time for their 
checkups and other work. 

“We enclose the same informa- 
tion in all bills sent to our cus- 
tomers. So far, our customers’ re- 
actions have been very favorable. 
In most cases they don’t even seem 
to know that we have been on va- 
cation. 

“Although the demand for service 
rises to a peak right before each 
vacation period, and starts off at 
the same peak when we open after 
each vacation, it soon returns to 
normal, and none of our customers 
seems to be inconvenienced in any 
way. 

“In fact, it is more of a con- 
venience for them, since we are 
able to service their cars with 
top efficiency while we are open 
for the remainder of the summer.” 

Bishop said his 350 employes 
seem to prefer the plan to all others 
ever tried. He has noticed that they 
all return refreshed, and no time is 


There is a 


HERMAN BODY | 


We Bae Cl, Customers’ 
Specific Needs! 


ALL BODIES AVAILABLE IN VARIOUS 
SIZES WITH INTERIOR EQUIPMENT 


TO SUIT ANY BUSINESS 


HERMAN'S unique production methods provide 
custom designing on a production basis. Options 
that cover the complete field are available on all 
bodies for all types of customers—the Butcher, the 
Baker, the Candlestick Maker. ... 


And they are designed for your chassis... 
Tried and proved by countless thousands of en- 
thusiastic users over the years, HERMAN bodies 
have earned top national recognition and accept- 
ance. HERMAN makes your job much easier. 


The HERMAN “FORWARD CONTROL" —Trim, modern, with “room 
to spare interior."’ Herman builds many special interiors for these bodies 
—bookmobiles, display rooms, hatchery bodies, lunchwagons, etc. 


The HERMAN “WALK-IN” for Retail Delivery—The easiest in and 
out body on the road. Interior walls are straight from front to back 
and top to bottom. 


The HERMAN “WHOLESALE” for Refrigerated Store Delivery— 
Complete with all equipment necessary to maintain a continuous 40° 
product temperature for store delivery of dairy products ... meats. . 

etc. No engineering to do with customer. 


HERMAN REFRIGERATED RETAIL MILK DELIVERY BODIES 


) Drive-On-The-Road Refrigeration .. . SELF 
REFRIGERATED — Maintains a product temperature 
of 40°. Available as a package. No engineering to do with the customer. 


“COLDAIR 
“WIGHTLOADE 


Maintains a continuous product temperature of 
40° 24 hours a day. Especially designed for 
dairies who want to LOAD TODAY FOR 
TOMORROW. Available as a package. 

No engineering to do with the customer. 


I \ \ 


] Plug-In Refrigeration for 
OVERNIGHT LOADING. 


HERMAN 
BODY CO. 


4430 CLAYTON AVE. 


ST. 


__ information write, wire or phone collect—FRanklin $300 


‘Reolti ilove tem 


jager of Great Lakes Aerial 


| with Stackpole 
| Marys, Pa. 


wasted by workers while they ex- 
tol to others, who have not yet had 
their vacations, the wonders of 
what they accomplished on theirs. 

Bishop says this plan will be used 
again next year, since he feels it 
has fully proved itself. 


Canadian Dealers 
Use Truck Pinch 
To Gain Goodwill 


OTTAWA.—With new trucks in 
the hands of dealers reportedly in 
short supply because of interrup- 
tions in production schedules, some 
dealers are using this development 
to create goodwill and gain pub- 
licity for their trade. 

These dealers are offering all 
merchandise on hand or as soon as 
received on a “first come, first 
served” basis, refusing to play fav- 
orites or to withhold any new 
trucks from buyers. 

One large dealer here is going as 
far as to advertise that “new trucks 
are scarce but not at Myers Motors, 
Ltd.,” offering immediate delivery 
of trucks ranging from half-ton 
pickups to three-ton standard and 
heavy-duty vehicles. 

Another dealer says his company 
has refused to make any promises 
about new-truck deliveries but sells 
them on a “first come” basis to 
anyone who wants them as soon as 
they arrive from the factory. 

He says this policy has paid off 
well because in some cases the 
company has been able to sell tires, 
accessories, oil and other items to 
a satisfied customer who used to 
do business elsewhere. 


Steamed Up 
Aussies Push Wheelbarrow 
To Shame Rails 
SYDNEY, Australia.— The Ce- 
ment Carriers Assn., using a team 
of four men, has decided to push 
a wheelbarrow containing a 56- 
pound package of cement from 

Sydney to Melbourne. 


The stunt was planned as a 
means of protesting the New South 


|Wales government ban on _ ship- 
| ment of cement by road. 


The association said that simul- 


|taneously with the start of the 


barrow pushers, a similar parcel of 
cement would be consigned by rail. 


| The cement carriers contended that 
| the wheelbarrow would get to Mel- 
|bourne no less quickly than the 
| train. 


The association hoped the wheel- 


| barrow episode also would call at- 


tention to its complaints that the 
interstate railway service was in- 
efficient and to its protests against 
the government’s action in impos- 


jing the full charge of three pence 


per ton mile on all road haulers. 


New Sundberg-Ferar Home 
To House Products Lab 


DETROIT. — Insulated from the 
press of daily production problems, 
staff designers of Sundberg-Ferar 
wil soon be loosing their creative 
talents on projects three to five 
years away from the production 
lines. 

An air-conditioned, sound-condi- 
tioned advance design department 
is included in the industrial design 
firm’s new buliding, nearing com- 
pletion in suburban Royal Oak. 

“A major function of this new de- 
partment will be to develop com- 
pletely new types of products which 
have never before been manufac- 
tured,” Sundberg-Ferar said. 


Hammer Takes Top Post 


| At Great Lakes Aerial 


Maurice J. Hammer has resigned 
as general manager of Ward Prod- 
ucts Corporation, Ashtabula, O., to 
become president and general man- 
Co., 
Inc., Detroit, 

Hammer is known as an aerial 
specialist. Prior to joining Ward 
Products in 1947, he was associated 
Carbon Co., St. 


Accessories Sales Rise 
OTTAWA.—Sales of automobile 
accessories are increasing steadi- 
ly this year in some sections of 
Canada, according to dealers. 
This boost in business is particu- 
larly noticeable in chain stores, 
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This unique housing—a one-piece, heat- 
treated forging —is the most widely used 
commercial axle housing. It is the re- 
sult of seasoned, resourceful Clark 
engineering — which for you can 
mean substantial, product-improv- 
ing benefits. It’s good business 

to work with Clark. 


Turn and see reverse 
side for more about 
CLARK products 





Across the face of the World 
a new Freedom spreads 

. .. like a strong man’s smile 

. a Freedom from heavy 
burdens ... a Freedom from 
beastly toil ... a Freedom from 
useless costs... a Freedom 
from waste and spoil... 

It is a Freedom brought by 
Machines ... and by Methods 
created by Men who engineer 
history for the greatest 

good of their Kind. 


JN A WORLD divided by Iron Curtains and 

conflicting ideologies, it is refreshing to contem- 
plate a better tomorrow made possible by a new- 
found freedom available to all—the Freedom from 
Toil, a freedom springing from the use of modern 
machines. 


The Clark Equipment Company is proud to have 
contributed to the emancipation of the laboring 
man through the development and creation of 
machines to bear his most exhausting physical 


burdens. 


© Electric-Powered HAND TRUCK with Stocker. © TRUCLOADER with CRANE Attachment 
—1000 Ib. cap.—gas or electric power. © CLIPPER with RAM Attachment—2000 Ib. 
cap.—gas or electric power. © CARLOADER with BARTEL Device—3-4-5000 Ib. cap. 
gas or electric power. G@ YARDLIFT with SHOVEL Attachment 2-4-6000 Ib. cap. gas power 
only. © UTILITRUC with CLAMP Attachment 6-7-10,000 Ib. cap. gas or electric power. 
© YARDLIFT—150 with Standard Forks 15,000 Ib. cap. gas power only. ©) CLARKTOR 
-100 — 10,000 tb. draw bar pull. €) CLARKTOR—47 to 104 tons hauling capacity on 
level. ©) CLARKETTE—S5-10 tons hauling capacity on level. €9 CLARKAT—42 to 58 
tons hauling capacity on level. @} TRUCTRACTOR—Dump mode! 4000 Ibs. capacity. 
© TRUCTRACTOR—Tip-mode! 4000 tbs. capacity. 


CLARK Fork TRUCKS 


AND POWERED HAND TRUCKS - INDUSTRIAL TOWING TRACTORS 





These Clark 

publications will Please send: 0 Movie Digest 0 Safety Saves © Basic Facts 
help you and your ©) Material Handling News 

workmen to enjoy the Name 

many benefits of this New ese hii 

Freedom. Any one—or all 
—of them will be sent to 
you upon request. City 


Street 


LUTHORIZEO CLARK INDUSTRIAL TRUCK PARTS AND SERVICE STATIONS IN STRATEGIC LOCATIO 


PRODUCTS OF CLARK— TRANSMISSIONS - FORK TRUCKS & TRACTORS - POWERED HAND TRUCKS 
AXLE HOUSINGS ~ ELECTRIC STEEL CASTINGS - AXLES - TRACTOR UNITS - GEARS & FORGINGS 
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Truck New Products 


jerated on the Ford tractor. Two| 
|levers give the operator fingertip 
| control of the loader. 

The loader’s hydraulic pump is 
mounted on the tractor rather than 
the loader itself. The company says 
this method results in smoother, | 








|of weight to be pulled by 10 to 13 
tons, the company claims. In addi- 
tion, it is said to provide safety by 
reducing the weight of the super- 
structure, thereby cutting down the 
possibility of top-heaviness. 


* + 


|Velocity Announces Torch 
Saving Time and Money 


An automatic acetylene-air gas 
torch has been announced by 
Velocity Power Tool Co., 7505 
Thomas Blvd., Pittsburgh 8. 

The torch, called Torch-O-Matic, 
provides savings in time, money 
and gas and greater fire safety, 
says the company. 








CLARK ATTACHMENT—Clark Equipment 
Co.'s industrial truck division, Battle Creek, 
Mich., announces an attachment for fork 
lift trucks that it claims eliminates costly | 
delays caused when trucks are not avail- | 
able to spot trailers at the loading docks. | 
The device slips over the fork of the lift | 
truck and is secured by a chain. Photo 1) 
shows a 6,000-pound capacity fork truck | 
engaging a trailer pin by means of a| 
special towing device. No. 2: Contact is | 
completed and the trailer is maneuvered | 
into position. No. 3: Empty trailer is| RUGGEDIZED METERS—Sun_ Electric 
spotted prior to loading operations. | Corp., 6323 Avondale Ave., Chicago 31, 
| announces that it is now producing meters 
| to meet military specification MIL-M-10304. 
| Ruggedized meters are specified on gov- 
}ernment contract for many Army, Navy 
land Air Force electrical and electronic in- 

A new bulletin describing the | struments. Such instruments are used in 
Gar Wood trailer hoists and bodies | connection with control, direction, trans- 
has been issued by Gar Wood In- mission and signaling equipment on 
dustries, Inc., Wayne, Mich. It | tanks, aircraft, warships and other ord- 
illustrates both the cam and roller | nance. 
and the telescopic hoists, pointing | 
out the advantages of both. | 





* * * 


Gar Wood Describes 
Trailer Hoists, Bodies 


* * * 


| nels. 


more positive drive and enables 
|the tractor to get closer to trucks 
for dumping the loader bucket. 


Corp. for E. F. Robinson Co. The 
truck floor is three-sixteenths-inch 
heat-treated jolly plate. The side, 
end and cab shield are of 10-gage 
otiscoloy high-strength steel. The 
longitudinals and cross members 
are standard oriscoloy rolled chan- 


* ® 


FLAP CONNECTOR—Cole-Hersee, Bos- 
ton, is delivering its flap lock type con- 
nector, a seven-way unit and a four-and- 
six-way unit. Features include a tunnel- 
shaped guide between cover and socket 
that automatically pre-aligns the plug for 
an easy one-handed assembly, says the 
company. 
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HAND GUN—tincoin Engineering Co., 
5709 Natural Bridge Ave., St. Louis, an- 
nounces a hand gun for lubricating cars, 
trucks, tractors and farm implements. It 
provides a complete range of pressure up 
to 10,000 pounds per square inch. The 
company says that the gun cracks frozen 
bearings without use of a power opera- 
tion, 

Bs * +f 
Harrisburg Story 


A brochure, “The Harrisburg 
Story” has been published by Air- 
craft-Marine Products, Inc., Harris- 
burg, Pa., manufacturer of solder- 
less wiring devices and fixed ca- 
pacitors. 








GAS DISPENSER—A ‘760" LPG dis- | 
pensing unit has been developed by | 
Rockwell Mfg. Co., Pittsburgh, for dis- | 
pensing and metering liquified petroleum | 
gas. It is specifically designed to increase | 
the efficiency of tank truck and loading 
rack operations, says the company. 

.* «= * 


Standard Die Catalog 
Offered by Federal 


Designed for sheet metal fabri- 
cating shops is a new 32-page 
Standard Die Catalog, just issued 
by Federal Machinery Co. 134 
Grand Street, New York 13, N. Y. 

Compiled to facilitate ordering 
of standard punches and dies of 
various types for hand, foot and 
power presses, the catalog is com- 
plete with detailed diagram~s, 
charts, tables and illustrations of 
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with the 


CARRYING 
CAPACITY 


OF THE TRUCKS 
YOU SELL THEM 





Gar Wood trailer bodies are spe- 
cially designed and engineered to 
these hoists. The new bulletin, 


W-105, may be obtained from any | 


Gar Wood hoists and body dealer 
or by writing Customer Service 
Department, Gar Wood Industries, 
Wayne, Mich. 


| 


| 





TRUCK-BUS MIRROR—The first new ad- 
vancements in many years are incorpor- 
ated into Driv-Eez truck and bus mirrors 
that eliminate “blind spots” for safer 
driving, according to the maker, Kampa 
Co., 5715 S. 11th Ave., Minneapolis. The 
mirrors are adjustable to any position, 
including in and out, complete circle, 
verticle for different height drivers, states 
Kampa. 


* * 


Ultralite Insulation Fiber 


Said to Reduce Weight 


Ultralite, a lightweight glass fiber 
insulation material produced by the 
Gustin-Bacon Mfg. Co. Kansas 
City, is finding application in the 
trucking and bus industries, accord- 
ing to the manufacturer. 

Use of the material in a 15-car 


| Baker-Raulang Announces 


|Booklet on Unit Loadings 

An eight-page booklet released by 
| Baker-Raulang Co., 1230 W. 80th 
|St., Cleveland 2, shows how fleet 
executives can take advantage of 
| the recent ICC decisions which low- 
|ered pallet-return rates for ship- 
|pers in the central states region, 
the company has announced. 

The booklet tells how unitized 
loads save money on the shipping 
dock for both shipper and carrier, 
and how unit loading cuts damage 
and pilferage claims, the company 
said. 





DUAL WASHER—Tucker 
Rapids, la., announces its featherweight 


Mfg., Cedar 
giant dual washer for washing trucks, 
buses and trains. The dual washers have 
two independent horsehair and nylon 
blend round brushes side by side, which 
according to the company, make it pos- 
sible to clean twice the area in a given 
time. The unit is said to be lighter than 
most single brushes. 


* oe 


Jones & Laughlin Develops 
New Truck Body Steel 


Jones & Laughlin Steel Corp. 
has announced a steel for truck 
bodies and supporting members 
that it claims gives greater resis- 
tance to abrasion and corrosion and 
has greater fatigue resistance than 
ordinary steels. 

The new steel, called otiscoloy, 
was tested in dump truck bodies 





passenger train reduces the amount 


fabricated by W. D. Hockensmith 


typical machinery and equipment. 
| * * of 


MUD GUARDS—Fruehauf Trailer Co. is 
marketing, as an accessory, splash guards 
or mud flaps which have been designed 


to give durability and protection. The 
flap, patented and manufactured for Frue- 
| hauf, is fabricated of chopped tire cord 
fabric which is extremely durable and 
tough, says the company. 

* * * 


Bantam Offers Folder 


On Truck Mounted Hoe 


Schield Bantam Co., Waverly, Ia., 
has announced an illustrated folder 
covering a_ three-eighths 
truck mounted back hoe manufac- 
tured by the company. 

The company said that the folder 
includes detailed engineering in- 
formation on mechanical features, 
together with a chart showing di- 
mensions and operating data for 
the Bantam hoe, 

ca * * 


Floor Machines Described 


A new circular giving particulars 
on six models of Hild floor ma- 
chines for cleaning and maintain- 
ing floors, rugs and carpets is 
available from Hild Floor Machine 
Co., 740 W. Washington Blvd., 
Chicago 6. 


* * * 


New Loader Introduced 


For Ford Tractors 


A new tractor-operated industrial 
loader, with a capacity of half a 
ton and a lifting height of nearly 
11 feet, has been added to the 
Dearborn equipment line, according 
to G. D. Andrews, vice-president in 
charge of sales for Dearborn Mo- 
tors. 





The loader is designed to be op- 
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Trainor Build-Up Kits pro 


rebound clips, and center bolts. 
Trainor Helper Springs, job 


Whether the truck is brand 


than half a century. 
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at extra margin of safety for 


payload travel on any type of road. Build up the carrying capacity 
of all 12 to 3 ton trucks while protecting main and helper springs, 
chassis, and tires—and you will build sales and profits. 


Trainor Build-Up Kits come complete with extra long U-bolts, 


he 


engineered for installation on ‘2 


to 1 ton trucks, are individually load tested and carefully heat 
treated to provide the right kind of Payload Protection. 


new or already in use, NOW is 


the time to make sure your customer will remain your customer — 
install Trainor Payload Protection, in world-wide use for more 
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Auto News from Britain 


20 Pct. of Car Output Set Aside for Home Market, 
But Relief to Buyers Is Unlikely 


By Arthur E. Jones 
Staff Correspondent 
| ONDON.—The United Kingdom 
4 government’s new scheme to 
control auto exports is not likely 
to lead to any increase for the 
British market while 


of a fixed annual quota of 60,000 
cars, the government has changed 
its mind and decided that the num- 
ber of new cars for the British 


market shall vary according to the | 


number exported by each firm. 


Of total production, every firm 
will export 80 percent, leaving 
the remainder for sale in the 
home market, so the bigger the 
production, the more cars for do- 
mestic sale. Exports of heavy 
commercial vehicles have been 
fixed at half of production, but 
exports of light trucks are to be 
70 percent. 


Although the quota fixed for the 
U. K. market had been 60,000 for 
the last couple of years, in fact | 
about 110,000 cars were sold annual- 





supplies of | 
raw materials are short. Instead | 


| 
ly on the U. K. market because of 


export difficulties. Under the new 
plan, it is estimated that there will 
be about 90,000 cars a year for Brit- 


|ain until production can be in- 
creased. 
The U. K. auto industry has 


agreed to this scheme because it is 
confident that it can increase ex- 
ports and so achieve its aim of 
selling more cars in Britain. For 
several years, manufacturers have 
contended that it-is impossible to 
have a prosperous export market 
| without a sound British market. 

| Loss of the Australian market 
has been a serious blow to the 
U. K. trade, for exports to that 
country were running in the re- 
gion of 50,000 cars, trucks and 
coaches a year. Despite the loss 
of this market and the New Zea- 
land market because of import 
restrictions, exports of British 
cars continued at a high rate in 
May, the figure being 32,145, 
worth some $33,000,000. 

| Trade with Canada and the U. S. 








Axle Division 


CLEVELAND, OHIO 


} 





SEPTEMBER 1, 1952 





International Aids in Road Testing— 


An International L-130 truck with Aristocrat service-utility body is playing a key part 
in the collection of data necessary for the construction of longer-lasting concrete high- | 
ways. The International L-130, operated by the Portland Cement Assn.'s research and | 
development laboratories at Skokie, Ill., serves as a mobile warehouse for equipment 
used to test conditions of new and old concrete highways across the nation. Special | 
equipment hauled by the International L-130 includes the trailer-mounted 200-gallon 
water tank, and cutting machine with diamond drill used to cut eight-inch cores from 





has increased, the 3,055 going to 


total in 19 months. Canada’s import 
of British cars was 2,904, the top 
figure since June, 1951. 

* * * 


Ford Reduces Prices 


HE sensation of the British 
market has been the reduction 





concrete road surfaces which are tested and studied at the association's laboratories. | 


|in prices by Ford. At a time of ris- 
America being the highest monthly | ing prices, this is considered a bold | 


move. Typical cuts were $75 on the 


Anglia model, $120 on the Consul, | 


$130 off the Zephyr and nearly $150 


| off the five-ton Thames truck. 


Announcing the cuts, Ford said: 
“We believe that the greatest con- 
tribution which can be made to the 


national economic recovery would | 





Eton 2-Speed Axles provide 


a gear ratio for every load and road situa- 


tion; permit engines to run in the most 
economical speed range; reduce stress and 


wear on engines and 


power transmitting 


parts. This means lower cost right down the 


line: through reduced operating and mainte- 
nance costs, through faster trips, through 
longer truck life. And Eaton 2-Speed Axle 
trucks are worth more on the trade-in. 


Performance records prove that Eaton’s 


exclusive 


planetary gearing, 


forced-flow 


lubricating system, and positive shift 
control keep trucks on the job without 


expensive axle repairs. 


EATON MANUFACTURING COMPANY 





Today, America’s roads are crowded with twice the traffic they were designed to 
carry. Help end the national traffic jam by speaking up for more and better roads. 


> 





be the halting and, if possible, the 
reversing of the upward trend of 
costs and selling prices at home 
and abroad. 

“Ford is the leading U. K. auto 
exporter. If exports are not main- 
tained, production will fall, and 
unemployment and a lower stand- 
ard of living will follow. We 
take the view that the future 
export position can best be safe- 
guarded by ensuring that our 
products are sold at the lowest 
| possible prices in markets which 
are becoming increasingly com- 
petitive. 

“Our costs have been increasing. 
Despite this, we think the time 
has come for courageous action, 
and we have decided to make sub- 
| stantial price reductions from July 
of 10 percent in cars, 7% percent 
|/on commercial vehicles and 5 per- 
| cent on tractors which are exported. 

“Despite the fact that the British 
market is restricted, we are reduc- 
ing all our prices by 5 percent. 
“These price reductions may act 
/as a stimulus to export trade and 
a contribution to the country’s eco- 
nomic recovery. Full benefits can 
only be derived if they are fol- 
lowed by similar action throughout 
industry.” 


* * 


'Others Follow Suit 

HE Jowett Javelin model has 

been cut in price by 90 pounds 
and the Jupiter convertible by 450 
pounds. A reduction of 900 pounds 
has been made by one firm on a 
| model in its more expensive group. 
| There is little doubt that some of 
lthe more expensive models now 
|being turned out may soon be 
abandoned because of the shrink- 
|}ing market. However, this does not 
|appear to affect such cars as the 
Rolls-Royce, Bentley and Jaguar. 

Although manufacturers have 
lost some overseas markets, such 
as Australia and South Africa, 
there is belief among firms that 
it will be impossible to maintain 
exports at a high level by con- 
centrating on other markets. 

Austin Motor Co. has discharged 
800 of its 20,000 workers from the 
Longbridge works. This move was 
made to cut production costs, the 
firm says. The firm said it hoped to 
avoid the cuts by using the labor 
on the new Austin Seven model, 
but there have been delays “and 
it will be a little while before pro- 
duction on the new model gets 
going properly.” 

Most of the men involved are 
skilled workers from various sec- 
tions of the plant. Trade unions 
have opposed the layoffs and plan 
|to put a ban on all overtime until 
| the workers are recalled. 











| Sales 


(Continued from Page 19) 
| Dodge second and GMC taking 
|third. In the 19,501-26000 GVW 
| class, Harvester also pointed the 
| way to greatest sales, with Ford 
coming up for a comfortable sec- 
ond and White getting into the 
sales top-three picture by taking 
third. 
* * * 

- THE heavy-heavy class of 26,- 

000-and-over GVW, General Mo- 
tors Truck took its only first for 
sales in the six-month period, with 
Harvester second and Mack a close 
third. 

Total sales for the first six 
months of 1952 found Chevrolet, 
with 134,206 registrations, leading 
the top 10 manufacturers. 

Ford was second with 91,569; 
Dodge third with 47,348; Har- 
vester fourth with 44,905; GMC 
fifth with 338,953; Studebaker 
sixth with 14,230; White seventh 
with 5,561; Willys truck eighth 
with 5,300; Mack ninth with 3,584 
—if the Willys Jeep, which had 
3,898 registrations is eliminated— 
and Diamond T tenth with 1,812. 

Two switches took place in the 
top-ten lineup from last year. Har- 
vester, which was fifth last year 
for the period, took fourth place 
while GMC, which had been fourth, 
dropped to fifth. White and the 
Willys truck also switched places, 
with White moving up to seventh 
while Willys truck slipped to eighth. 

One of the interesting sales in- 
creases among the smaller truck 
builders has been the showing made 
by Kenworth, the west coast spe- 
cialty builder. This firm registered 
215 units in the first six months of 
1949, jumped to 263 in the corre- 
sponding period of 1950, advanced 
again to 367 units in 1951, and was 
able to dig up enough material to 
build and sell 351 units this year. 
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PAPAIN. 
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When a manufacturer says: 





Your Best Rural Customers. Advertising in 
Country Gentleman sells the better-income bigger- 
buying rural families in your own trading area. It 
is the best-read magazine in 2,300,000 rural 





homes throughout America. 


Customers Other Magazines Miss. Non - farm 
magazines fail to reach Country Gentleman 
readers . . . 2 out of 3 women do not read any 
leading women’s magazine—4 out of 5 men do 
not read any leading weekly magazine. 


PROOF THAT ADS IN COUNTRY GENTLEMAN SELL GOODS FOR YOU 
A nationwide survey shows that men and women heads of Country Gentleman homes— 

1. READ THE ADVERTISING in Country Gentleman in 96.2% of homes 
2. GET BUYING IDEAS from the advertising in 3 out of 4 homes 


COUNTRY GENTLEMAN now includes COUNTRY 
LIVING, the first magazine-within-a-magazine devoted 


to better living for every member of the rural family. 
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Dealer Business Counsel 


Service Dollar Breakdown Urged; Cites Need 
For Adequate, Well-Kept Equipment 


By J. B. Van Tassel 


Dealer Business Counsel 


| parison with other shops having a 
| similar breakdown in your area. 


RECENT survey that I made of | # 


several service departments re- 


veals that the overall service sales | 
dollar volume breakdown is approx- | 
as fol-| 


imately 


| Service Importance 
;SVERYDAY it is becoming more 
and more apparent, that in 


lows: Lubrication | order to stay in business, the serv- 


.21; major repairs 
.24; motor tune- 
up .15; body .15; 
brakes .10; bat- 
tery and electri- 
cal .05; wash and 
polish .04; wheels 
and steering .04; 
and miscellaneous 
.02. 

I would suggest 

J.B. Van Tassel developing this 
breakdown for your own service 
department and comparing your 
figures with these averages. How- 
ever, these averages are on a na- 
tional scale and may not hold true | 
in your own trading area, so I 
suggest getting together with your 
other dealers in your community 
and have these figures worked up} 
for your trading area. 

Local averages or guide figures | 
for comparative purposes are far| 
more valuable for, checking pur-| 
poses than are national figures, and | 
they are so easy to obtain. Engage | 
the services of one of the dealer's | 
accountants to complete the figures | 
on a part-time basis, or get an| 
outside public accountant. 

Better yet, why not have your 
business manager make a com- 
plete survey of your service de- 
partment operation for a period 
of five years? From these five 
surveys you could tell what class- 
ifications show a decerase and 
which showed an increase year 
by year, 

It is much more effective to use | 
your own operating experiences in| 
such a breakdown because not all | 
dealers have all these classifications | 
of service in the shop. It might be | 
a good idea to make up this com- | 


Personnel Chiefs 
To Hold 3-Day 
Parley in N.Y. 


NEW YORK.—Political implica- | 
tions of labor relations and prob-| 
lems of an aging labor force will be 
among highlights of a three-day 
personnel conference Sept. 29-Oct. 
1 at New York’s Hotel Astor. 

The sessions will open the 1952-53 
conference season for American 
Management Assn. 

Fifteen-hundred industrial rela- 
tions experts are expected at the 
meetinig, first of eight national | 
conferences slated this season by 
the AMA. Other topics of the 35 
speakers, panel members and dis- 
cusion leaders will include manage- | 
ment development and various ele- 
ments of personnel administration. 

Frank H. Neely, board chairman 
of Rich's, Inc., Atlanta, will receive 
the Henry Laurence Gantt gold 
medal for distinguished achieve- 
ment in industrial management as| 
a service to the community at a 
luncheon Sept. 30. 

New York Times Washington 
correspondent Joseph A, Loftus will 
feature the opening day with “A 
Reporter’s View of the Labor Situ- 
ation.” 

A session on “Labor Relations— 
A Political Football?” will include 
panel members Robert N. Denham, 
former NLRB general counsel; 
former U. S. Sen. Joseph H. Ball; 
Prof. Jules Backman, New York 
university, and E. M. Cushing, U. 
S. Rubber Co. industrial relations 
director. 

Other topics on the agenda in- 
clude development of technical 
personnel, progress in personnel 
administration in Hawaii, the right 
point-of-view in employe informa- 
tion, doHar value of medical care 
for small industrial units, manage- 
ment pay, supervisor selection and 
training and a report on an AMA 
research project. 


Kasey Names Kriegler 
Appointment of Dick Kriegler as 
service Manager of Kasey Motors 
(Hudson), Oakland, Calif., has been 
— by Al Kasey, head of the 
rm, 


| 


ice department must carry the bulk 


of the overhead or fixed expenses. | 


This is the one department upon 
which depends the profitable opera- 
tion of your business in all kinds 
of times. 

Such being the case, this de- 
partment should be constantly 
under guard against leaks in ex- 
cessive costs of operation, poor 
facilities and equipment, lack of 
manpower, customer service, and 
out-of-line rates. So here are 
some more checks that should be 
made in order to guard against 
leaks in this department. 

Is your lubrication department 
modern, attractive, well lighted, 


|clean and adequately manned? Do 
you have modern hoists, racks and 


Farnsworth Adds Modernistic Touch— 


This night view of the remodeled facilities of Farnsworth Motors (DeSoto-Plymouth), 
Donna, Tex., shows how effectively cars are displayed in the new showroom. The sign | 
cue the top is neon-lighted. | 


| power guns, and how does it mea-| much money this equipment saves 
sure up to your present require-|the customer, and what an efficient 
ments? Remember this class of| job it does for him? How about a 
service sales accounts for better| good spark plug tester and a mile- 
than 20 percent of the total service | age tester? 
dollars, and almost equals the pro- 
portion of major repair volume to 
the total service dollar. 
mre yo a ee | Service department. 
Equipment Check (Any questions you may have 
S THE engine analyzer in good| concerning dealer business man- 
|* working order, well displayed| agement will be gladly answered 
| with an attractive background of | by writing J. B. Van Tassel, care 
| signs? Do you tell the story of how; of Automotive News.) 
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Bodies, Elevating End-Gates 


Dozers 


GAR WOOD 
INDUSTRIES, 


TRUCK EQUIPMENT: Dump Truck Bodies & Hoists, Winches & Cranes, Refuse Collection 
CONSTRUCTION EQUIPMENT 
Ditchers, Spreaders, Finegraders 


soca 


INC. 


EXECUTIVE OFFICES, WAYNE, MICH. 


[-] Load-Packers 


Name___ 





Company 


Excavators, Scrapers 





Truck-Mounted Road Graders 


In my next article I will continue | 
on with many more suggestions on | 
how to guard against leaks in your | 


| 1950-51, the report said. 


Please send information on how we 
by selling the Gar Wood equipment checked: 


[] Dump Bodies and Hoists [] Elevating End-Gate 


Battery Survey 
Finds 20 Million 
Needing Attention 


NEW YORK.—At least 20,000,006 
batteries in U. S. automobiles need 
attention or replacement, reports 
the Assn. of American Battery 
Manufacturers. 

The association based its estimate 
on the fact that more than 10,000,- 
000 motorists required emergency 
road service last year because of 
battery troubles. 

Surveys show that of every 10 
batteries tested, four need recharg- 
ing and one needs replacement, the 
| association said. Regular checkups 
were urged as a means of prevent- 
ing battery failure. 


Canadian Auto ‘Take’ Up 

OTTAWA. —A sharp increase in 
| revenues has been reported by the 
| Canadian government from excise 
taxes on automobiles, rubber tires 
|} and tubes. The total rose to $100,- 
904,046 during the fiscal year 1951- 
|52, as against only $70,840,576 in 


Gar Wood Industries, Inc. 
Executive Offices, 36203 Main St., Wayne, Mich. 


[] Winches 
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can profit most 


as i late Sela eats tame es i 











No Two Same, Teamsters Told .. . 


State Truck Levies 


Held Contradictory 


SEATTLE. -— States have created 
mplete confusion regarding mo- 
tor carrier taxation policies, John 
L.. Springer, director of the West- 


ern Highway Institute, told the an- | 


nual convention of the AFL’s West- 
ern Conference of Teamsters here. 
Springer also warned against 


$10,000 Robbery in Mo. 

ST. LOUIS—Safecrackers 
worked the combination of a safe 
in the office of Ted’s Motors, Inc. 
(DeSoto - Plymouth), Maplewood, 
Mo., across from the police sta- 
tion and city hall and escaped 
with loot totaling $10,000. Theo- 
dore Lazarcheff, president of the 
company said $1,500 in cash and 
$8,500 in checks were taken from 
the strong box. The loss was 
covered by insurance. 


Truck dealers consistently 
truck equipment at lower sa 


truck users in increasing 


know the superior perform 


the move of a number of cities 
and counties in expanding their 
tax bases to take in more excise 
taxes. 


The Institute is a research and 
engineering agency for the motor 
| carrier industry in 11 western states 
|}and Alaska. Accompanying Spring- 
|er in his discussion of truck taxa- 
| tion was Frederick J. Lordan, man- 
ager of the Highway Research 
| Council, of Washington. 


“As you know,” Springer told the 
|teamsters, “a truck operator pays 
all of the taxes normally assessed 
lany business. In addition, he pays 


| special taxes for use of the high- | 
| ways, and it is, of course, proper | 
|that such highway taxes should be 


| paid. 


sell more Gar Wood 
les cost. Why? Because 
numbers are coming to 
ance they get from these 


Faster loading, low loading hopper, 


push-button operation, larger 


loads 


with fewer trips, and many other fea- 
tures that substantially reduce refuse 
collection costs . . . and eliminate un- 
sanitary conditions. To profit most, sell 


the best . . . sell Gar Wood. 


-GarWeod WINCHES 


More work with greater safety because 
of automatic safety brake, oversize 
drum shaft, flexible mounting and other 
features. To profit most, sell the best 


reasonable and fair charges for | 
highway users?” | 

He answered that no two states 
can agree upon the rate to be 
charged or upon the method, thus 
resulting in great confusion. 

Springer warned that the cumu- | 

lative tax effort by governmental 

agencies may result in discour- 
agement of highway use. Not only 
are special truck taxes being lev- 
ied by the states, but they also 
are developing among political 
subdivisions, he noted. | 

“I seriously believe that unless | 
some method is found to control | 
the headlong rush to squeeze the| 
last tax dollar from the motor car- 
|rier industry, some of the carriers 
| will be strangled and gradually will 
|disappear from our highways,” 
| Springer said. 

“In this connection, a_ small 
|group of Oregon officials has per- 
|fected the ultimate method of at-| 
tacking the industry with the ton- | 
| mile tax.” | 

President Dave Beck of the 
teamsters group presided at the 
convention and _ introduced | 


| 


Springer and Lordan. 
| Frank Brewster, secretary of the | standing example of labor-manage- 
“But,” Springer asked, “what are | Western Conference of Teamsters,' ment cooperation in the west. 


Gar Wood Dump Bodies and Hoists, 
Elevating End-Gates, 
further information, see your nearest 
distributor or branch — or use the coup 


Winches and Cranes. 
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Farmers Watch Diesel 'Work Horse'— 


Grawing interest in the two-cycle Diesel in farm tractors was demonstrated recently 
when some 250 farmers watched performance tests on the Halverson farm near Forest 
River, N. D. Fuel costs for plowing a 10-acre tract averaged 20 cents per acre, reports 
the Detroit Diesel engine division. 


Big Fuel Savings 
Cited for Farmers 


Using GM Diesels 


DETROIT.—Although the use of 
diesel power in various types of 
farm equipment is by no means an 
oddity today, certain features of 
design inherent in the two-cycle 
diesel engine may soon greatly ac- 
celerate the use of these efficient 
“work horses” on farms through- 
out the country. 

Such is the opinion of V. C. Genn, 
general sales manager of Detroit 
Diesel engine division of General 
Motors, after reviewing reports of 
recent field demonstrations where 
GM two-cycle diesels used in wheel- 
type farm tractors had turned in 
what he called “almost unbeliev- 
able” performance records. 

In a recent demonstration in 
North Dakota sponsored by Sween- 
ey Bros. Tractor Co., Detroit Diesel 
engine distributors at Fargo, a Case 
LA tractor repowered by a three- 
cylinder GM diesel was reported as 
plowing 9.9 acres in three hours 
and 10 minutes at a fuel cost of 
only 20 cents per acre. 

The break-down on the figures 
showed that using a 14-inch, five- 
bottom plow and plowing 7% inches 
deep, the diesel fuel consumed per 
acre averaged 1.18 gallons at a cost 
of 17 cents per gallon. The tractor 
operated at 5.45 miles per hour 
which was at the rate of 3.17 acres 
plowed per hour. 

Over 250 farmers from the Da- 
kotas and Minnesota attended this 
demonstration on the Halverson 
farm near Forest River, N. D. 

Halverson, who also has a Farm- 
all M repowered by a two-cylinder 
GM, reports a 25 percent increase 
in work done and a fuel consump- 
tion of 17 to 18 gallons per 12-hour 
day, in comparison to 30 to 35 gal- 
lons of gasoline used by the pre- 
vious engine. With diesel fuel cost- 
ing 17 cents a gallon and gasoline 
22 cents, a total fuel cost saving of 
over 50 percent was effected, it was 
pointed out. 


is a member of the Western High- 
way Institute’s board of directors. 
The teamsters have been members 
of the Institute for several years, 
and their activity in the organiza- 
tion has been described as an out- 


Load-Packers, 
For 
Gar Wood 
on below. 


Anti-Truck Laws 
Held Blow to U.S. 


ATLANTA. — Luther C. Hodges, 
public relations director of McLean 
Trucking Co., Winston-Salem, N.C., 
told the Atlanta Optimist club that 
if trucks are to continue their 
service to the country, “we must 
stop this restrictive legislation by 
state governments.” 

Hodges pointed out that present 
highways were planned and built 
for 30,000,000 cars and trucks, and 
urged that in the future they be 
built for from 50 to 60 million. 


Two New Trailer Models 
Are Marketed by Gramm 
LIMA, O.—Leonard Strick, re- 
cently elected president of Gramm 
Trailer Corp., announced last week 
that two new trailers had been 
added to the Gramm line and are 
now available through distributors. 
He said that negotiations with 
the union on wages had been suc- 
cessfully concluded, and due to the 
installation of an incentive system, 
it will be possible to consolidate 
operations in the firm’s main plant 
without any production loss. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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Dealer Doings 


with the 100th anniversary of 
Studebaker. The company is 
headed by Hoyt Freeman and 
D. F. Lyle. 








T. J. Rakes, president of Floyd 
Motor Co. (Chevrolet), Floyd, Va., 
marked 25 years of successful busi- 
ness recently. 


Rakes, who is area chairman for | 
NADA, bought the building and | 


franchise from John Brammer. 
Since that time, the firm has ex- 
panded to include a new service 
shop and station. The showroom 


and parts departments were re-| 


modeled in 1948. 
* * * 
Tod Takes Chrysler 


Don Tod has opened Tod Motor 
Sales (Chrysler-Plymouth) on W. 


State St. in Fremont, O. Tod an-| 
nounced plans for the firm to oc- | 


cupy a remodeled building soon. 
eo * * 


Shepherd Buys Ford Deal 


In Fort Scott, Kans. 

Features of the formal grand 
opening of Ray Shepherd Motors, 
Fort Scott, Kans., recently, were 
two performances by the Ozark 
Play Boys, Springfield (Mo.) 


How many wheels 


on an 
automobile? 


\ 


=a WW) ==> v= = 


Don’t bet any money the 
right answer is four. As 
millions of POST readers have 
learned from Valvoline 

Motor Album ads, U. S. 
highways have seen cars with 
two wheels, three wheels— 
even six wheels. 


But the important thing to 
you is the way the Motor 
Album series is stopping 
more and more car-minded 
readers every month... 
entertaining them with 

a colorful parade of unusual 
automobiles old and new... 
and selling them on tough, 
sludge-chasing Valvoline. 


Today, more than ever, it 
pays to be known as a 
Valvoline dealer. Keep that 
Valvoline sign right out front 
where motorists can’t 

miss it—and use the Motor 
Album display material 

we've prepared for you. If you 
need more, get in touch 

with your nearest Valvoline 
branch today 







| 
| 


radio group, and a drawing for 


Ws 


Here’s the Latest 
1/2 Page Valvoline Ad 


(shown in reduced size) 


As it appears in 


THE SATURDAY EVENING 


four valuable merchandise prizes. 

Ray Shepherd, owner, pur- 
chased the Ford dealership from 
Griffith Motors last April. Woody 
Wilson is business manager of 
the new firm. He formerly was 
with Moss Motors, Ford dealer- 
ship at Nevada, Mo. 


* * * 


Packard Orlando Motors 


James M. Trotter has acquired 
Packard Orange Motors, Orlando, 
| Fla., from C, L. Alexander. Name 
of the firm has been changed to 


Packard Orlando Motors. 
* + * 
Reno Dealer Retires 
Phil Dietz has sold his Dodge 


Plymouth dealership in Reno, Nev., | 
and will retire to private life in| 
| the Napa-Sonoma (Calif.) farming | 


area. 
” + ca 


Eight Candles on Cake 


Freeman-Lyle Motor Co. 


(Studebaker), 419 S. Gallatin St., 
Jackson, Miss., has celebrated its 
eighth anniversahy in connection 







f. 





Blessman Appointed 


Ralph W. Blessman has been 
named general manager of Modern 
Motors, Inc. (DeSoto-Plymouth), at 
Fifth and Edwards Sts., Spring-| 
field, Ill. Blessman had been with 
the firm’s sales department for 
seven years. 








x * * 


Dallas Nash Ups Norris 


Robert O. Norris, formerly 
office and business manager, has | 
been promoted to general sales | bail 
manager of Dallas Nash, Ince., | 
2200 Ross St., Dallas. 


* * * 


Kitchens’ Baseball Kids— 


2 © Here's the baseball team, on which players are 13 years old or under, sponsored 
Fisher Appoints Russ | by Kitchens (Dodge), Enid, Okla. On the extreme right is E. E. Kitchens, president of 
Everett Russ has been appointed the dealership. The other three men are the coaches. The nine won the local A.A.U. 
service superintendent for the Joe| championship. 
Fisher Dodge-Plymouth dealership, | 
Portland, Ore. 


* a * 


(Dodge-Plymouth), Springfield, IIl., 
it has been announced by R. E. 


zer regional manager for northern 
California. 


Sevieri Opens K-F Deal ‘ a. 3 


| Broe, president of the dealership. 
A Kaiser-Frazer dealership has ° Se 
been opened in San Francisco by Broe Appoints Stevens 


‘Miracle’ in N. C 
| John Sevieri. His sales manager is John T. Stevens has been named iracie in * . 
‘Jean Mailand, former Kaiser-Fra- sales manager of R. E. Broe, Inc. Gastonia Dealer Buddy Lewis 


se Revives Baseball 


The “miracle” of Gastonia, N. C., 
according to Sporting News, is the 
way in which the town’s unsuccess- 
ful Class D baseball club was turned 
into a winning combination in a 
Class B league under the presi- 
dency of Buddy Lewis, who oper- 
ates Lewis Motor Co, (Ford). 

Lewis, a former infielder for the 

Washington Senators of the Amer- 
ican league, launched the Gastonia 
Rockets in the Tri-State league 
with the help of J. R. Bradshaw, 
local bowling-alley operator, as 
| business manager. 
The revitalized team has set a 
|league record with 14 consecutive 
victories and, through the efforts 
of Lewis, is working under a farm 
arrangement with the Chicago 
White Sox. 








































OLD |... Think automatic shifting is new”? The Remington had it 
in 1913! Frail Remington faded away, but not tough Valvoline 
Cars have always needed its film of protection 


Borror Buys GM Concern 


| In Alliance, Neb. 


Art C. Borror has purchased 
Smith Chevrolet Co. (Oldsmobile- 
Cadillac-Chevrolet), Alliance, 
Neb., and renamed the company 
Borror Chevrolet. 

Two of the Smith Chevrolet 
owners who sold out to Borror, 
Izzy and Phil Mandelberg, will 
retain possession of the Borror 
Chevrolet building. Borror has 
worked in General Motors field 
organizations for 17 years, serv- 
ing most recently as assistant 
Denver zone manager for Chev- 
rolet. Borror said personnel of 
the Alliance dealership would not 
be changed. 

* 


+ : 
Jack Swank Pontiac 
; | William W. Carver, employed at 
j Lee | Jack Swank Pontiac, Hillsboro, 
i |Ore., since April, has been ap- 
|pointed general manager of the 
| dealership. 


. * * 
\E. E. Wilson Chairmans GOP 
| Edward E. Wilson, son of Gen- 
eral Motors president C. E, Wilson 
Gi j}and owner of auto dealerships in 


- pee. 
AA |Pontiac and Birmingham, Mich., 
ill =< has been appointed Oakland county 
Part gener chairman. 
f: * * * 
| Fire Destroys S.C. Deal 
“K | Fire destroyed the Eddie Gaines 
| Studebaker concern in Spartan- 


: : ; : burg, S. C., July 28 and caused 
YOUR CAR ... Valvoline saves gas and oil, saves big repair bills, $100,000 damage to an adjoining 
because Valvoline stops the engine-wrecking action of gritty, grind- business establishment, after a 
ing sludge deposits. Let the famous film of protection guard your 55-gallon drum of paint thinner 
car every mile. Change to tough, sludge-chasing Valvoline— made exploded in the Gaines establish- 
from the world’s best crude! ment. Firemen battled the flames 
for more than three hours. 

* * ck 


| Ponttor Plans to Open 
| Denver Rolls-Royce Deal 


CUSTOM |... Took 5 long months to fashion this rakish roadster 
from odd parts.. Motor-wise builder knows sludge-chasing Valvo- 
line will help keep the ’47 engine young and lively 


~ 


2 94 
N ¥ 





f\ \ Wii 


FOREIGN . Breath-taking as a daring Paris gown is this Lago 
sport sedan from France. Its costly Talbot motor rates the very 
best of care—and that means only Valvoline. 








: 


| V. A. Vautier, a former colonel in 
| Britain’s Royal Air Force, has ar- 
|rived in Denver to arrange for es- 
| tablishing a Rolls-Royce dealership. 
| WVautier said the Rolls-Royce is 
|made in three standard chassis 
| styles—the $15,000 Silver Wraith, 
|the Silver Dawn and the $9,900 
| Bentley. The cars range in weight 
| from 4,000 to 4,300 pounds. 
+ * ok 


| 
|GMC Franchise Is Granted 


To Truck-Trailer Supply 

A GMC truck dealership has been 
|granted to Truck-Trailer Supply 
|Co., Stafford, Kans., manufacturer 


Custom Cor—Courtesy Motor Trend Magazine } (Continued on Page 29, Col. 1) 


ALVOLI 


The World’s First 
MOTOR OIL 


Freedom-Valvoline Oil Company, Freedom, Penna. 
An Affiliate of Ashland Oil & Refining Company 





facturer r 





If your cor ds heavy duty oil, use Valvoline HPO 


Old Cor—Courtesy Floyd Clymer's Historical Scrapbook 











































Dealer 


Doings 








(Continued from Page 28) 


ind dealer in special farm and oil 
field equipment. 

The firm recently built a new 
leet of oil field trailers for Whit- 
lock Trucking Co.’s new branch at 
sterling, Colo. Ralph True is man- 
ager of Truck-Trailer Supply. 


* * * 
Ohio Chrysler Dealership 


Taken Over by Condon 

The Chrysler-Plymouth franchise 
of Russell Groner, Inc., at 24601 
Lorain Rd., North Olmstead, O., has 
been taken over by Frank M. Con- 
don, vice-president and _ general 
manager of the firm since June, 
1950. 

Russell Groner, who opened the 
dealership in 1938, has retired after 


formal opening of the new dealer- 
ship. McNeill is the former sales 
manager of the K-F dealership op- 
erated by Babe Stein at 11901 Miles 
Ave., the address occupied by Mc- 
Neill. 


« * * 


Back to Work 


Martin Motors (Cadillac-Oldsmo- 
bile), Santa Monica, Calif., an- 
nounces the appointment of Harold 
Ohde as sales manager. Ohde re- 
turns to automotive work after two 
years in a hospital. He was asso- 
ciated with Bayshore Motors for 10 
years before his illness. | 

* * + 


Damage $250,000 in Fire 
At Ariz. Chrysler Deal 


AUTOMOTIVE NEWS, SEPTEMBER 





Lewis Presents Award in Economy Derby— 
Nel Dykwel, winner of the Rambler economy derby, is shown receiving the $500 | national Harvester dealer at Ulys- 


29 


end of the building was not dam- 
aged. Al Coury is the owner. 
a * * 


‘Fall from Horse Injures 
Hobbie Sales Manager 


| William M. Brown, sales man- 
j}ager for Don Hobbie (Cadillac- 
| Chevrolet), Oroville, Calif., is hos- 
| pitalized with compound fractures 
of one arm and leg received in an 
accident during an annual trail 
ride in the Plumas national forest 
|in northeastern California. 


Pw | Brown’s mount was forced off a 


narrow trail when another horse 
| became frightened. Brown rolled 


~|approximately 200 feet down a 


| rocky canyon in a plunge that for- 
jest rangers said would have been 
om “99 times out of a hundred.” 
+ oa * 
ee hee I-H Dealership 
Sold by Oliver in Kansas 
Ben Oliver, for 22 years an Inter- 


35 years in the automotive field Al’s Motor Sales (Chrysler- | grand award from Cy G. Lewis, president of Nash Grand Rapids Co., Grand Rapids, | ses, Kans., has sold his establish- 


Plymouth), Mesa, Ariz., was al- Mich. Dykwel topped previous mileage records by averaging 36 miles to the gallon | ment to Harold Farthing and Les- 
me arte on tae. by fire | with the Rambler. Pictured at right is K. C. Clapp, auto editor of the Grand Rapids | lie King. 

° 9 on July 24. Guy Isley, service | Herald, who was judge of the economy derby finals. Farthing, operator of an aerial 
Monrovia sG&R a manager, estimated _ the loss at ii - OS Oe ahaa an aaee Ta aa spray service, will have active 
Named ‘Dealer of Week $250,000. It was partially covered Chryslers and one Plymouth in plus eight cars belonging to cus- | charge of the dealership. King has 

G & R Motors (Willys), Mon- by insurance, he said. . the showroom, the parts depart- tomers, were all consumed by the been farming in eastern Grant 
rovia, Calif., recently was select- Three new automobiles—two ment, and service department, fire. The body shop at the east |‘ county for several years. 
ed by the Monrovia News-Post as | = =————<“i‘“‘™OSCSC : ee er a earn aoe ome : = : eo 
its “dealer for the week.” 

The dealership, just one year 
old, is owned by Ken Giger and 
Len Redford III. 

* * 


and is living in Florida. 
> * * 
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Minx Taken in Bargain 

Besides stealing $117 from a safe 
and taking $495 worth of equip- 
ment, thieves purloined a 1952 Hill- 
man Minx from Pallotti & Poole, 
Inc., Hartford, Conn., local dealer 
in small cars. 
a 


Can you name it? 


to 

u have the right 
oe proud as those ond 
bucks in the photo 
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Milwaukee Car Lease 
Milwaukee Car Lease Corp. has 











been formed in Milwaukee, with +10 

authorized capital stock of 1,250 those bales of hay ool 

shares of common at no par value. m.p-h.—which was r ra 
Incorporation papers were signed ared 


traveling, a= could do. 





by David J. Schoetz. 


| * * * 


Dynamic Dealer 


| Implement Paper Praises 
Dingeman’s Success ue 
A. J. Dingeman (Ford), Oxnard, net ES . 






this truck to make sure 


you are right. 










Calif., former NADA director, in an 
article in Implement Record was} 
praised as the “dynamic youngster | 

who sparks Oxnard operation.” 

The article said that Dingeman | 
has been surprising automotive | 
sales executives for years by dem- 
| onstrating that it is possible for 
i one man in one town to be at the 
same time a successful car dealer 
and also operate an agency for | 
i tractors and farm machinery. 
“In fact,” said the Implement 
Record, “he also has time and fa- 
cility for varied civic and fraternal 
activities, for leadership in his 
trade and business organizations | 
and to play and travel besides.” 
* * *~ | 


S&C Sales Aide Named | 
James Madden has been appoint- | 
ed sales manager of the Oakland | 
(Calif.) branch of S & C Motors | 





In the days when this “old timer” photo was 
taken, the mule and horse were valiantly trying 
to keep pace with the growing competition of 
the motor truck. But by the close of the first 
World War they were practically out of the 
transportation picture. 


Then the need for job-engineered Bodies and 
Hoists to augment the speed and power of the 
motor truck quickly put PERFECTION prominently 
on the map. And the consistently high quality 
of PERFECTION design and construction has kept 
them there as a dependable source of supply 
and a valuable source of help on Truck Body 
and Hoist problems. 


(Ford). 


* x * 


Peagler Rejoins Barnett 
Jim Barnett Motors (DeSoto- | 
4 Plymouth), Savannah, Ga., om. | 

nounces that George M. Peagler 
has been released from active serv- 
ice with the Air Force and has re- 
turned to his position as sales man- 
ager. 

Peagler served as captain for 17 
months with the Air Force and was 
assigned as operations officer for 
an aircraft control and warning 
squadron. 

as For interesting literature — Write Dept. A-92. 
Nash of Durham, Inc. 

Nash of Durham, Inc., Durham, 
N. C., has been granted a charter 
by the secretary of state. Author- 
ized capital stock is $100,000. Prin- 


Big pay-load dump bodies are a specialty with 
PERFECTION today. Photo shows one of these 


deals te datees Miele, ton giants—a type 354 Body of 17 cu. yds. capacity, 
Thaxton and Robert Holleman, all mounted with a patented No. 1027 Iso-Draulic 
ce ls ROLL-A-LIFT. 


Starting with a Bang \ 
Willard Karl Motors (DeSoto- 
Plymouth), Pasadena, Calif., an-.. 
nounces that its newest salesman, 
Robert J. Low, led in sales during 
Tune. 





























* * * 


McNeill Opens K-F Deal 

James E. MeNeill, president of 
Manhattan Motors, Inc. (Kaiser- 
Frazer), Cleveland, has announced 


Engineered, Manufactured, and Guaranteed by 


THE PERFECTION STEEL BODY COMPANY. . . . . .  . Galion, Ohio, U. S.A. 
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ADVERTISED , 








gave us a definite boost” 


“Sales have increased this week. Our sales force got 
a definite boost out of this change of pace... and we’re 
delighted with the comments made by showroom vis- 
itors about our LIFE displays.” 

That sums up the reports from Hascall Bliss, pres- 
ident, and C. W. Schuler, sales manager, after the re- 
cent “Advertised-in-LIFE” promotion at Bliss Motors, 
Ine. 

¥ Automotive veterans Bliss and Schuler used their 
LIFE promotion to answer two questions that every 


dealer asks himself throughout the vear: 





—What’s the best way to get extra power—right 
at the point of sale—out of national advertising? 


2—What’s a sure way to give a showroom a fresh, 
newsworthy look? 


And the results, of course, were good—because when 
vou tie in with LIFE, vou tie in with America’s No. 1 
selling force. You make full use of the magazine that 
reaches the most—and the best— automotive prospects. 














Whe —thew 


Ss sansa 


Retail salesmen welcome the change of pace of a LIFE promotion. Above, 
LIFE retail representative Bob Whitaker (standing) briefs Bliss Motors sales- 
men on the Detroit coverage of LIFE, prior to the start of their promotion. 
More than 1,300,000 Detroiters are readers of LIFE. 








Motor-wise Detroit knows Bliss Motors, Inc. as MOUTH 


one of the largest and most modern in a city famed 12 satan 
for large dealerships. Fronting on busy Woodward years: 
Avenue, near Grand Boulevard, the building ex- 

tends back a full city block. 


crenata erage ee ae na a aT 











LIFE takes the power of national advertising direct to the 
showroom floor, with these distinctive display materials. Taste- 
fully arranged, they provide a smart backdrop for the new 
Chrysler, here being shown to R. E. Yates by E. T. Baker. 
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—says Bliss Motors, Inc., 





Detroit’s largest Chrysler-Plymouth dealer 
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How LIFE Spells 
V-O-L-U-M-E for Automotive Products 


NEW-CAR SALES-—0f all persons in all U.S. house- 75% iii LIFE readers* 


holds buying new cars within a one-year period— 


GASOLINE SALES—0f all Americans in the U. S. who 60% pon LIFE nititeeel 


purchased gasoline within a one-week period— 


TIRE SALES—Oo?F all males in the U. S. who purchased 65% — LIFE readers* 


automobile tires within a six-month period— 


*KFrom A Study of the Accumulative Audience of LIFE and its supple- 
ment The LIFE Market, by Alfred Politz Research, Inc. A “LIFE 


reader” is any person who has read one or more of 13 issues. 


























First in circulation 


First in readership 
Sales Manager C. W. Schuler knows the long- 
range value of a LIFE promotion, calls it ‘tan 
excellent institution.”” Mr. Schuler directs a First with new-car buyers 
staff of 18 Bliss Motors salesmen. 9 Rockefeller Plaza, New York 20, N. Y. 


First in advertising revenue 
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by taking up that other national | asked, when we reached that aerial 





| controversy ... baseball. | press box. 

| “W-a-a-l,” began the _ first, a| “Oh,” said Brownie, “that’s so 
mentally alert, but not decrepit,| we can call the office if a pigeon 

| oldtimer ... not quite on the verge | gets in a traffic jam.” 
| of “arteriosclerosis” ... that’s (Lat-| J called the Journal and said to | 
|in.,. probably means hardening of | Henry Campbell . . . “I don’t know | 


| the arteries) ... “I remember when 


!I didn’t know nothin’ ’bout base-| 


| ball. That’s probably why Henry 


| Campbell, managing editor of the} 
| Milwaukee Journal, sent me out to| 


|much about big league baseball, | 
but I’ve got an idea. If you will put | 
your secretary, Miss Brooks, on 
this phone, I'll get Brownie to sit | 
next to me and call every play in) 





* 








Jordan 


| “cover” the first game of the Mil-| the language of the fans. If “Jiggs | 
waukee Brewers, then under the| Donahue whiffs,” we'll say so. You 
management of Cornelius McGilli-|can run “bulletins” all afternoon 
cuddy ... (Connie Mack) ... that’s)... Then we can “sum it all up” 
right (look it up in the Domesday| jn the home editions. You might 
Book if you don’t believe it). call the Hotel Pfister and the| 

Lucius Nieman, with Henry's a8-| Pjankinton and tell them what’s| 





* * 








I‘ THE London Daily Express of 

July 5 appeared a cartoon carry- 
ing this caption . . 
Of course, I always say I 
understand exactly how an Ameri- 
can Presidential election works... 
otherwise one’s so apt to get it 
explained to one.” 

S-o-o-h ... on a hot night... 
an off season for the “hot stove 
league” ... a couple of old news- 
paper guys, who thought each 
had seen and done everything, 
at least once, decided to escape 


tron: 


sistance, had started the Journal) going on... and... tell them to| 
the most successful newspaper | around their bulletin boards. 
property in America. Mr. Campbell * * * 
evidently decided that I might get) Live Broadcast 


" ig -| 

rr peclg ee: See ee ae | J COULD hear the “boss” chuckle | 
+ * & . . . So, Miss Brooks, Brownie 

Out to the Game | and I “went to town” with the first | 
WENT out with “Brownie”! live broadcast” of a baseball game 


(Walter Rowland). He in the lingo of the bleachers. 


was | 
carrying a portable coop, packed “Dyuh remember Fred Ten- | 
with carrier pigeons who had been| "¢¥?,” said my companion. “He | 
trained to carry each “take,” writ-| died in Boston the other day at | 
ten by the reporter, back to the 


the age of 80.” 
Journal. 


“Remember?”, I replied, “why, | 
“What's that telephone for?”, I' he’s the guy the “high hats” called 


. “Society Ma- 











on the way to becoming perhaps| call the police to handle the crowds| 








|New York Giants the next tw« 
AvTo | Seasons and returned to managé 


|Boston again in 1910. Tenney or 

Oppir ES |iginated that famous 3-6-3 doubl 
mw 
—- 


|play against the Cincinnati clul 
[Pe 


| in Boston. 


| In this play ... with a runnei 
lon first base ... the first basemar 
| fields a ground ball... throws t 
| the shortstop, covering second basse 
|for the first out, and then 
|dashes back in time to take a re 
turn throw to put the batter out a 
| first, I read a quotation from Ten 
|ney in the newspapers the da; 
after he died. Describing tha 
double play, he said: “It seemed a 
though you could have heard a pir 
drop for about 10 seconds afte: 
Shortstop Herman (Germany? 
: Long and I made the play. Then 
A Portland (Ore.) delivery truck | the crowd just let out a roar. It 








| carried a large cigaret that glowed | had seen something new .. . 
|and gave off smoke from the en-| ee 


gine. Glow was produced by an) 
electric light shining through a red} Baseball Faults? 





screen. i HAT’S all this chatter I hear 
about what’s wrong with base- 
the “soiled collegian” because it | ball. Is there anything to it?”, said 


lighting another 


was not popular in those days for|™y companion, 
so fully 


collegiate ball players to turn pro-| “so round ... so firm... 
fessional. He was the first left | packed. 

handed catcher in major league “N-a-a-h, there’s nothin’ wrong 
history . . . managed the Boston! with baseball ... It’s the finest 
Nationals for three seasons (1905- | game in the world . . . except the 


06-07), played first base for the! players are constantly exposed to 








Another 


ederal-|\joqul 
[ederal-Mog 
ervice 


Straight 
roller bearings 


When you need quality roller bearings—with 
“right-now” service—get Bower roller bearings 
from your Federal-Mogul jobber! 


You get both tapered and straight roller bear- 
ings in the Bower line—famous in original 
equipment. And you can depend on “right- 
now” Federal-Mogul service. Ask your 
Federal-Mogul jobber! 


FEDERAL-MOGUL SERVICE 
(Division of Federal-Mogu! Corporation) 
DETROIT 13, MICHIGAN 





gtARIng 


FEDERA 


Mogul 


Sepy ct 


our great national epidemic of 
what I call publicititis , . . It is 
dominating every phase of Amer- 
ican life ... politics . .. the 
movies ... advertising .. ., the 
professions .. , everything else. 
| How a few young men can stand 
| up under the ravages of the 
| disease and actually become stars 
| in their field is a fine testimonial 
| to their innate character. In my 
lumberjack English, how can any 
| manager “handle” young men 
| who have what is_ technically 
| known as “the stuff up in their 
| necks.” 

That’s what a deluge of pub- 
|licity is likely to do to human 
| Beanee. Their ego and it’s satisfac- 
tion becomes more important to 
them than playing the game with 
| all their hearts. 
| k * . 


Popularity Paramount 

LL of which reminds me of 

some philosophy I picked up in 
|the automobile business . . . sup- 
|plemented by my observation of 
advertising men. One chap, writing 
for an advertising trade paper, was 
giving his recipe for picking top 
men. He said, “Find out first how 
the guy mingles with the men 
already in the organization ,. . Is 
he popular with them?” 

That took me back to that 
fightin’ . . . rarin’ . .. tearin’ 
Tyrus Raymond Cobb, who had 
just one motto ... “Get outta 
my way.” Recently, one of the 
other immortals of baseball made 
up an imaginary slate of the 
members of the “the champions 
of all time”... and the name of 
the Georgia Peach was omitted. 

I can hear that two-fisted lad 
Hughie Jennings, coaching at first 
base for the Detroit Tigers as he 
yelled ... “E-e-e-y-a-a-a-a-h” ... 
perhaps while Ty Cobb was step- 
ping on the foot of that other im- 
mortal, while Ty was completing 
one of his jet-propelled flights to 
steal one more base... 

P.S. Oh... yes... Emily Post 
recommends that one should be 
nice to one’s associates... But... 
don’t let the amenities enter your 
‘noodle’ when you're slidin’ for that 
ere 





Hartford Servicemen 


To Hold Outing Sept. 6 

HARTFORD, Conn.— Parts and 
service managers of the Hartford 
Automobile Dealers Assn. will hold 
their annual outing Sept. 6 at a 
summer camp in Middlefield, about 
18 miles from here. 

Lee Isenberg, association secre- 
tary, expects some 100 persons to 
attend the outing. 





Va. Gas Revenue Jumps 
RICHMOND, Va.—Virginia’s gas- 
oline-tax collections for the firs: 
six months of 1952 surpassed thos° 
for the comparable period of last 
year by more than $2,000,000, the 
state division of motor vehicles r- 
ports. The 1952 total was $27,727 

985; the 1951 figure, $25,648,921. 
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(-n the Used-Vehicle Problem .. . 








Clean Jobs 


Sell Fast, 


Truck Dealers Find 


(Continued from Page 19) 


into the used market with both | 

feet. 

This dealer says he has been | 
handicapped most of this year by 
not being able to keep enough used 
trucks on the lot to give buyers an | 
assortment to choose from. He nev- 
er has had more than 12 or 14 used | 
trucks on the lot all during the | 
summer, and usually his stocks 
were considerably under that. 

* * * | 
he dealer also is instituting the | 
practice of dismounting any 
truck body which does not look 
practically like new. He then re- 
conditions the cab and chassis and 
gives the chassis a new coat of 
paint. Thus, he is putting used ve- 
hicles in the same relative condi- 
tion that new trucks are in when 
they are offered for sale. 

Not only does this practice 
eliminate the danger that the 
body may kill the sale of the en- 
tire truck but it also eliminates 
the possibility that many of the 
entire potential buyers may lose 
interest because they don’t see a 
truck with a body that will fit 
their business. Used-truck buyers 
often are unable to visualize how 
a certain type of truck can be 
converted over to the type of 
truck they need for their haul. 
When they look at a chassis and 

cab, they can visualize the body | 
they want on that unit. After such 
buyers have been sold the truck, in 
most instances they also can be 
sold a used body from the stock of 
those that have been removed from 
other trucks. 

The dealer then can cover the 
cost of dismounting the original 
body as well as that of mounting 
the body which the buyer selects. | 
He also stands a chance of picking 
up some customer labor sales in 
repairing the used body and in put- 
ting it into shape to fit the cus- 
tomer’s needs. 

* 





* 


EALERS who are active in used- 
truck sales and have their sales 
force and other facilities tuned up 
to making the best appearance pos- 
sible are not finding used-truck 
sales a “bogey” to their new-truck 
business today. 
In fact, they find that being on 


Weighing Woes 
May Be Ended 


Via Electronics 


WASHINGTON. — The days of 
scale-dodging by truckers whose 
loads are legal, but are moving on 
a tight schedule, may be ended by 
the same type of electronic device 
long used to weigh railroad cars 
“on the run.” 

The Bureau of Public Roads, 
which has been working to modify 
the electronic railway scale for| 
highway use, says the device can 
now weigh overloaded trucks as 
fast as they speed past. Conven- 
tional scales can then be used for | 
a final check, bureau engineers say. 

Measured in a fraction of a sec- 
ond as fast-moving trucks roll over 
an inconspicuous platform in the 
road are gross weight, speed, axle 
weights and spacings. Heart of the 
unit is an oscilloscope which trans- 
lates data provided by electronic 
strain gauges. 

Strain gauges are lengths of wire | 
of known resistance which allow a 
given amount of current to flow 
through them until stretched or 
compressed. Then the resistance, | 
and current, change in proportion. | 
Accuracy compares favorably with | 
standard scales, the bureau says, | 
and research should produce even | 
more accuracy. 

The bureau points out that pres- | 
ent weighing methods require an | 
average six-man crew, which can | 
weigh about 200 trucks in eight 
hours—at a cost of $125 a day and 
disrupted hauling schedules. 


Ravenscroft Reelected 
William J. Ravenscroft, Chevro- 
let dealer in Van Nuys, Calif., has 
been reelected president of the Los 

Angeles planning commission. 














l types of trucks 


the lookout for certain makes and 
for which they 
know there is a ready market their 
area gives them a decided trading 
edge over the competitor who isn’t 
up to date on used-truck demand. 

Nor do they cringe when a 
trade deal comes along. Most of 
the dealers contacted in the com- 
piling of information for this 
story are ever looking for “hot” 
used trucks just as the car deal- 
er is looking for deals on clean 
“hot” cars he knows there is a 
ready market for. 

But dealers must face the fact 


that they have to get into the re-| 
tail used-truck business in a solid | 


way, according to those who are 
enjoying it not only because it 


aids volume but because they are 
finding it profitable. 









Youn find it’s easier to sell St. Paul's new line of 
hoists and dump bodies because they are better engineered 
to provide more payload capacity at lower nef cost in- 
stalled. In addition, the new St. Paul line offers a wider 
range of standard and heavy-duty models — from 6 to 
31 tons capacity — for every chassis length (including 
tandems), every type of service! See these great new hoists 
and bodies at your St. Paul distributor today. Ask him to 
show you why you can swing better deals with St. Paul. 


PAX-ALL REFUSE LOADER 
Lowest priced compaction-type loader on the 
market. 9 or 12 cu. yd. capacity ... 
fits any 84” C/A truck. 


improvements . . . 
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Fruehauf Execs, Gov. Schricker at New Plant— 


Highway transportation is discussed by 
Fruehauf Trailer; Gov. Henry F. Schricker, 


(left to right) Roy Fruehauf, president of 
of Indiana, and Harry Fruehauf, first vice- 


president of the company. The three were photographed at the opening of Fruehauf's 


branch factory in Indianapolis. 


Fourth Generation Morse 


Gets Executive Post 


Fairbanks, Morse & Co., Chicago, 
has named R. H. Morse III general 
manager of its Beloit, Wis., works. 
This marks the fourth generation 
of the Morse family to come to 





many 
safer 


HYDRAULIC 





ELEVATING FRATE GATE 


Enables one man to raise and lower 1-ton 
loads in seconds, cuts 
loading costs... 


the management staff of the com- 
pany. 

R. H. Morse III succeeds Orren 
S. Leslie as head of the company’s 
largest manufacturing plant. Leslie 
has been named manager of manu- 
facturing and has been transferred 
to the company’s headquarters in 
Chicago. 


ly 


ONLY COMPLETE 

FARM HOIST LINE! 
Farmers now have a choice of 6 
brand new St. Paul Dump-its, in- 
cluding a rugged 8” cyl. hoist for 
tandem axle trucks. New line fea- 
tures many advanced improve- 
ments, plus St. Paui'’s exclusive 
safety hook and handy dash 
control. 





Big market in 
truck loading and un- for 
for men, merchandise. 


maintaining 
Usually sells with hoist and dump body. 


HE MAIL THIS HANDY COUPON 


33 


} 

‘Fruehauf Opens 

2 New Plants 
DETROIT.—Fruehauf Trailer 
has added two more units to its 
nationwide network of 86 branch 
factories. 

Several thousand persons, includ- 
ing Indiana governor Henry F. 
Schricker, attended the Indianapo- 
|lis opening in July. Nearly a thou- 
| sand, led by state and local officials 
and Connecticut truckers, joined 
Fruehauf officers at the unveiling 
of the Wallingford, Conn., plant. 

President Roy Fruehauf and First 
Vice-President Harry R. Fruehauf 
led company delegations at both 
affairs, which marked the local de- 
buts of the firm’s latest model, a 
panel aluminum trailer called the 
“Road Star.” 

The Indianapolis branch contains 
36,000 square feet on a six-acre site. 
Twenty-five thousand feet is shop 
area. Raymond W. Cook continues 
as branch manager. The Walling- 
ford branch, built to replace the 
New Haven, Conn., plant, has 20,000 
square feet of floor space on a 
seven-acre tract. Paul J. Motto, 
New Haven plant manager, is mov- 
ing to Wallingford. 





Rugged, new St. Paul 
dump bodies are perfect- 


“teamed” to match 


the higher payload ca- 
pacities of the new St. 
Paul hoists. 














TRUCK PATROL 


counties, towns and industries 
roads, parking lots, etc. 


ST. PAUL HYDRAULIC HOIST 


36128 Main St., WAYNE, MICHIGAN 


Customer Service Department t 


CD Send latest information and prices on 


XU 
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Auto Personnel 





| James C. Zeder, engineering vice- 
|president of Chrysler Corp., has 
lannounced appointment of Elmer 
C. Dodt, 51, as chief engineer of 
the Chrysler Detroit tank plant. 

During World War II Dodt was 
chief engineer of the Chrysler tank 
arsenal, which was built and oper- 
ated at that time by Chrysler 
Corp. for the Army Ordnance 
Corps. He joined the engineering 
division of Chrysler Corp. in 1923 
after serving with the Chalmers 
and Maxwell motor companies as a 
tool designer. 





<4 to : 
Nash Distributors Meet on West Coast— 


Al Johnson (seated), Nash national car distributor, discussed distribution plans for 
the second half of the year recently in Los Angeles with West Coast car distributors 
and Nash officials. Standing (left to right) are James McCurdie, El Segundo, Callif., 
plant car distributor; W. M. Parks, San Francisco assistant zone manager; Charles 
Zimmerman, Los Angeles car distributor; Roy D. Bolt, Los Angeles zone manager; 
Floyd G. Sease, assistant general sales manager of Nash; R. D. Cipperly, San Fran- 
cisco car distributor, and M. J. Shields, Seattle zone car distributor. 


Satori Shifts Picard 
Peter Satori, head of British mo-|announced the transfer of Rolf 
tor car dealerships in Pasadena, | Picard from the Pasadena unit to 
Beverly Hills and Los Angeles, has | Beverly Hills as sales manager. 


* 


Wynn Oil Names Walsh 


To Eastern Position 

William Walsh has been named 
eastern regional sales manager for 
Wynn Oil Co., Azusa, Calif., it is 
announced by Carl E. Wynn, presi- 
dent. Walsh was formerly affiliated 
with Buchanan & Co., Inc., 





Standard Oil Co. 
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OU MAY BE THE 
(Po 


YOU may be a new car dealer who wants a source 








New 
York advertising agency, and Esso 


His new territory includes east- 


who are looking for a future... 


Delaware, Maryland, District of 
Columbia and West Virginia. 

Walsh joins Edward J. Martin, 
sales manager of the southern di- 
vision, and Jack L. Lyon, midwest 
regional sales manager, who hold 
comparable positions with the man- 
ufacturers of Wynn's friction 
proofing oil. 


Boyertown Body Opens 


Three More Branches 

Boyertown Body & Equipment 
Co. announces the opening of addi- 
tional branch offices in Cambridge, 
| Mass., Syracuse and Cleveland. 

Branch manager at Cambridge is 
| Stuart W. Kneen, while Robert L. 
| Berg is a sales representative. Man- 
j}ager at Syracuse is Roy Stouten- 
|burgh. E. James Hall heads the 
| Cleveland branch. 

* x 


Branch Express Agent 


C. W. Deppen has been named a 
| traffic representative for Branch 


ern Canada, New York, New Eng-} Motor Express Co., working out of 
land, Pennsylvania, New Jersey, 


| the company’s Reading, Pa., termi- 
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of additional revenue. r Six Monthe ~~ 
YOU may be the owner of an automotive repair pe Sal nded June 30 1952 
shop or truck servicing station. e ™ 
YOU may be a man who knows trucks from A to Z a Operating c $79,055 682 
but hasn't yet made that "know-how”’ pay off a wate 7 
for you. E i I Ncome taxes 2,294.68 3 
IF YOU'RE the man REO is looking for i? 
: a N. 4,8 
you know there’s BIG MONEY to be made in ie ” farnings 40,000 
TRUCK SALES and TRUCK SERVICE... and ‘g _ 1,920.9 
you're out to get your share of it. . nINgs per Share a 
a 3 
REO is ready to help you into one of the ig Working a 3.90 
most profitable ventures of your auto- 2 Pital 
motive career. You'll be assisted every step ‘ f Property ™ 12 685,082 
of the way with skilled engineering and B 3 ant and €quipt 
merchandising counsel. You'll get “leads” BY Capital Invest 4,970, 733 
and cash-in-hand buyers from REO’s powerful % ment tae 
advertising and sales promotion program. 8 Dividends Paid f °.536,938 
og rst 
WHAT do you do? Just one thing. Write usa 3 ’ ‘1X months 
letter immediately. Tell us what kind of 38 in 1952 
experience you've had. Tell us what kind of . umber 492.355 
community you have and how progressive s of Shares outstand 
Rig ee ye andin 
it is. Tell us how sales-minded you are. x g 492.355 
IF YOU'RE the man we're looking for, we'll \¥q 
fire right back at you the details of a eae 


dealer franchise that will revolutionize 
your thinking and provide an opportunity 
for you to fatten your bankroll. Reo’s 
on the move... and there's still time to get in on the ground floor. Sales 
have doubled in the past year, and Reo’s financial reports show you what 
kind of backing you'll have to do a BIG JOB. 


ARE YOU the man? Let us hear from you! 








THIS IS AN OPPORTUNITY THAT WILL NOT WAIT! 


Write us today and tell us why you think you can make a REO FRANCHISE in your 
community pay out big. Address your letter to the personal attention of Vice President 
in Charge of Sales, Reo Motors, Inc., Lansing 20, Michigan. 











REO MOTORS, INC., Lansing 20, Michigan 


featuring 


REO TRUCKS * TANDEMS + BUSES + DIESELS * GOLD COMET ENGINES 





nal. Deppen has had 13 years’ 
experience in the transportation 
field. 

* * + 


Peterson Promoted 


Warner Electric Brake & Clutch 
Co. has promoted M. C. Peterson 
from Chicago district manager to 
manager of national account sales, 
with’ headquarters at Beloit, Wis., 
it is announced by George G. Mc- 
Manis, automotive division man- 
ager. 

+ * * 


Troost to Direct Panel 


At Controllers Parley 

George W. Troost, vice-president 
and controller of Chrysler Corp.., 
will preside at a panel discussion 
at the 21st annual 
meeting of the 
Controllers Insti- 
tute, to be held 
Oct. 5-8 in the 
Sheraton- Cadillac 
hotel, Detroit. 

Samuel E. Mac- 
Arthur, treasurer 
and controller of 
Federal -Mogul 
Corp., Detroit, is 
chairman of the 
arrangements 





G. 


W. Troost 
committee for the meeting. Maurice 


E. Griffin, secretary of Woodall 
Industries, Inc., Detroit, is secre- 
tary of the executive committee in 





charge of the event. 
* * * 


Fruehauf Names Tice 


To Coast Sales Post 


Appointment of A. K. Tice as 
Fruehauf Trailer Co.’s national ac- 
!counts and fleet sales manager for 
ithe Sacramento, Calif., area has 
| been announced by C. L. Schneider, 
| sales vice-president. 
| For the past two years, Tice has 
| been on special assignment at the 
company’s home office in Detroit, 
assisting Schneider in the reorgan- 
ization of the Fruehauf sales de- 
partment. 
| * * * 
Alger Ups Halloran 

Appointment of Ray F. Halloran 
jas general freight agent, with 
headquarters at Toledo, has been 
announced by Carter A. Justin, 
sales vice-president for Geo. F. 
Alger Co., Detroit. Halloran joined 
the hauling company in 1951. 

* * * 





Detroit Attorney Named 
| To Kaiser-Frazer Board 


Kaiser-Frazer announces elec- 
tion of Detroit attorney Alan E. 
Schwartz to board membership. 
Schwartz, a Detroit native, is a 
member of the firm of Honigan, 
Miller, Schwartz and Poindexter. 

The University of Michigan 
| and Harvard Law school gradu- 

ate served as a naval supply offi- 
| cer in the Pacific theater during 
World War II, He is a former 
associate of the New York law 
firm of Kelley, Drye, Newhall and 
Maginnes, Chrysler’s law firm, 
and is a designee of the Recon- 
struction Finance Corp. 

* * * 


| Martin-Senour Picks Good 
|To Head Denver Sales 


Don A. Seeley, manager of the 
| automotive division at Martin-Se- 
| nour Paint Co., Chicago, has an- 
|}nounced appointment of Gilbert E. 
|Good as territorial manager in the 
| Denver area. Good will promote the 
sale of Martin-Senour automotive 
fiinishes throughout Colorado, east- 
ern Wyoming and New Mexico. 
Good formerly managed a paint 
and body shop in the Denver area. 

* * * 


3 Controllers Clubs 


Select Presidents 

Herbert E. Bremforder, assistant 
|treasurer of A. P. Parts Co., has 
been elected president of the To- 
|ledo control of the Controllers In- 
| stitute of America. Lester M. Elli- 
|ott, controller of McCord Corp., 
|has been similarly honored by the 
controllers’ local organization in 
| Detroit, while M. A. Nelson, con- 
troller of Sheller Mfg. Co., Port- 
land, Ind., has been named presi- 
dent of the Institute’s Fort Wayne 
control. 





Simkins Named Manager 


Of Glass Fibers Branch 
Thomas R. Simkins has been 
named Detroit branch manager 
and will direct transportation 
sales for Glass Fibers, Inc., To- 
(Continued on Page 35, Col. 1) 
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(Continued from Page 34) 


edo, according to R. W. Capaul, 
ice-president and general sales 
nanager. 

Simkins was formerly vice- 
president and a director of Glas- 
floss Corp., glass fiber manufac- 
turer of Hicksville, N. Y. He holds 
several patents on the use of 
glass fibers in the air filtering 
and automotive battery fields. 

- + * 


Brinker’s Duties Expanded 


At A. O. Smith Corp. 


J. H. Brinker has been appointed | 
assistant executive in charge of | 
distribution at A. O. Smith Corp.,| 
Milwaukee. He was formerly gen-| 
eral sales manager for Smith's! 
southwest district. 

In his new position, Brinker will | 
supervise advertising and sales pro- 
motion, exhibits and displays and 
market analysis. Besides his asso- 
ciation with A. O. Smith, Brinker 
is a member of the board of direc- 
tors of two Texas corporations, 
Automatic Enterprises of Texas, 
which operates coin appliances in 
Houston, and Calter Corp., shrimp 
packers of Palacios, an affiliate of 
American Research and Develop- 
ment Corp. 


Buhrer, Kleinsmith Move Up | | 


At National Carbon 


P. M. Buhrer and C. O. Klein- 
smith have been appointed execu- 
tive vice-presidents of National 
Carbon Co., a division of Unicn 
Carbide and Carbon Corp., accord- 
ing to A. S. Johnson, National Car- 
bon’s president. 

Both Buhrer and Kleinsmith have 
been with National Carbon for 
many years, Buhrer having been 
associated with research and de- 
velopment activities and Klein- 
smith with sales, 


Smith, Lape Move Up 


At United Motors 


Appointment of H. B. Smith to a 
newly-created position of assistant 
general sales manager and of Ed- 





James J. 


yey bd 2 £ >, ¢ ; c . 
nounced by M. R. Blattner, national no'nted sales mana 


| business management manager. Mfg. Co Detroit 
| Walker formerly was. business | Peamk E. Phillips , 
management manager of Lincoln- fotervee vice - presi- 
Mercury's Chicago district sales | dent 


* * * 


Barrett came to 
Gemmer from 
freny: and Bab- 
| cock Mfg, Co. of 
Cleveland with 
i|whom he had 
; : y | been associated 
David W. Levine, sales manager of City Motors Sales Co., Inc., Passaic, N. J. for more than 15 
reports that sales of used cars jumped 50 percent after completion of this novel | voars. Beginning 
| used-car lot. The lot was designed by Levine's son, David, an architect. 0 | aS an engineer, he 
|} progressed to 

|sales engineer, a 


Lowry Joins Ace Rubber 

John S. Lowry, formerly general | 
|foreman of the mat division of | 
| Seiberling Rubber Co., has_ been| 
| appointed factory manager of Ace! Novel Lot Boosts Sales 50 Percent— 
Rubber Products, Inc., Akron. 


k " + 





Olds, Parry Appointed 

Harold M. Olds (no relation to 
R. E. Olds) has been appointed 
general superintendent at the 


nounced by C. B. Dakin, plant has been named superintendent 
manager. He succeeds D. H. Har- 


desty, resigned. Victor A. Parry | tions on the compressor and tur- 


Oldsmobile forge plant, it is an- 


| several years. 





Big, efficient 7.3 cu. ft. com- 
pressor. Governor is integral, 
operating directly on patented, 


power-packing inlet valves. 








Edward L. Lape 


H. B. Smith 


ward L. Lape as assistant general 
merchandising manager of United | 
Motors Service, division of General | 
Motors, has been announced by} 
W. N. Potter, general manager. 
Smith, who joined United Motors 
in 1924, had been assistant general 
merchandising manager since 1947. 
He previously had held various 
positions in the sales and merchan- 
dising departments, including man- 
ager of the Detroit zone. Lape 
joined United Motors last May as 
director of distribution research 
after several years in GM parts and 
accessories activities. 
Custin-Bacon Opens 
Office in Detroit 

Gustin-Bacon Mfg. Co., Kansas 
City, announces the opening of a 
Detroit office. The firm makes 
fiber insulation and other acous- 
tical and thermal insulation ma- 
terials for the automotive indus- 
try. 

The Detroit office is located at 
18323 James Couzens, and will be 
in charge of Walter F. Skinner, 
who recently resigned as vice- 
president and director of Woodall 
Industries, Inc. Associated with 
Skinner will be W. H. Adams. 

* * * 


Hughey Moves Up 

Joseph H. Hughey has been ap- 
pointed marketing manager of the 
Ohio division of Pennsylvania Re- 
fining Co., Dale T. Glenn, vice- 
president, has announced. Hughey 
joined Pennsylvania Refining in 
1945. 

" ; 


Walker Gets L-M Promotion 


In Business Management 
Appointment of Louis A, Walker 

as assistant business management 

manager of Lincoln-Mercury is an- | 


Installation is simple and work- 
manlike. The basic kit and 
the compressor mounting kit in- 
clude every proved unit for the 
most positive brake control of any 
highway load. 


Special Installation 
Kits for All Popular 
Mokes and Models of Tracks 


SEE YOUR NEAREST MIDLAND DISTRIBUTOR 


The Midland Air-over-Hydraulic Power Brake system is the 
only air brake system with the added safety feature of 
reserve braking provided by Midland Air Hy-Power. in case 
of total loss of air pressure. The effective, trouble-free oper- 
ation of Midland Power Brakes is backed by Midland’s years 
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THE MIDLAND STEEL PRODU 


6660 MT. ELLIOTT AVE. DETROIT 
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bine for the J-65 Sapphire jet 


Barrett Appointed Sales Head 
Of Gemmer in Detroit 
Barrett 


has been ap- 
ger of Gemmer 
according to 





J.J. Barrett 


nd to Detroit 


in charge of all forging opera- | representative, a post he held for 







CTS CO. 
11, MICH. 
Export Department: 38 Pearl St., New York, N. Y. 











of experience in building the finest, most dependable power Ps : 
brake equipment for motor vehicles. Those who know Power Brakes Choose Midland 
JN INS) D) ot bg % 
cams = ° . 
— 250 Service Organizations * . = 
To Serve You ee. Be ‘ 
POWER BRAKE EQUIPMENT AUTOMOBILE AND TRUCK FRAMES BUS DOOR CONTROLS Wherever You Are “we rus 
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Reports from Various Areas. . . 





Auto Market Page 


Omaha 

Some Omaha car dealers are 
down to their demonstrators in 
new cars, but used cars are moving 
fairly well and main efforts are 
being concentrated on_ service, 
parts and accessory sales, accord- 
ing to representative dealers. 

One retailer points out that 
July was excessively hot, leaving 
prospective buyers in no mood to 
go from one dealer to another. 
He feels this may partially ac- 
count for a drop of 266 units 
from June to July—215 fewer 
new cars sold, and 51 fewer 
trucks. 

New-car sales dropped from 971 
in June to 756 in July, the latter 
total including: Ford, 119; Chevro- 
let, 115; Plymouth, 106; Pontiac, 58; 
Dodge 51; Buick, 37; Mercury, 33; 
Oldsmobile, 33; Packard, 32; Nash, 
31; Hudson, 28; DeSoto, 24; Chrys- 


ler, 24; Studebaker, 20; Cadillac, 
20; Willys, nine; Lincoln, seven; 
Kaiser, five, and one each for 


Henry J, Crosley, MG roadster and 
GMC suburban. 


New-truck sales were down from 
251 in June to 200 in July, with 
Chevrolet leading the latter month 
with 86. Others were International, 
36; GMC, 22; Dodge, 21; Ford, 20; 








“LOAD-STER” 
HELPER SPRINGS 
HELP BOOST 


Diamond T, five; Studebaker and|tle more than seasonally, but com- 

White, three each, and one each! bined sales in the first 33 weeks of 

for Mack, Willys, Autocar and | 1952 were down 6 percent from the 
FWD flatbed stake.— (Arthur R.| comparable period of 1951. 

Oleson.) ; ‘ In the mill district, vacations and 

more pronouncedly the fact that | 

Pittsburgh people here have been out of work 


(steel strike) for two months and 


Pittsburgh area business activity 
have no surplus, keeps some pros- 


again increased moderately last 
week, but new-car registrations 
were the lowest since January, ac- 
cording to the University of Pitts- 
|burgh bureau of business research. 
| Trade volume was down some- 
| what, but gains in industrial pro- 
|}duction and shipments more than 
| offset the decrease. After allowance 
for seasonal changes, the bureau’s 
j}index of business last week stood 
|at 186.2 percent of the 1935-39 aver- 
age, highest since late May. 
District steel mills operated at 
91 percent of practical capacity, 
and 44 of 47 blast furnaces were 


pects from making the downpay-| 
ment on a used car. 

Although people may not have 
the extra cash for at least anoth- 
er month, they have started look- 
ing for used cars. 


Lack of new cars (one car in 


stock at one agency) dropped one | 


dealer’s used (10) car inventory. 


Telephone calls to used prospects | 
a few telephoned | 
Lef- | 


elicit promises; 
prospects drop in. 
fingwell.) 


(Leon M. 


+ * * 


| Toronto 
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| Packard Salesman Sells 20 Cars in Month— 


This is just one of 20 Packards sold during James J. Nance month by Gene 
Rushton of E. O. Clifton Motor Sales, Jacksonville, Fla. Rushton qualified for the first 
time this year as a Packard master salesman, and has piled up nearly 1,800 qualify- 
ing points already in 1952. Packard new-car deliveries during June exceeded any 
month during the past four years, a real tribute to the company's new president, 
James J. Nance, the firm points out. 


report, with delivery varying from 
two to four weeks. New cars began 
|arriving for Toronto dealers the 


Canada Reports 


active. Electric power output 
showed a small increase, and bi- 


Used cars are running short in 
|the Toronto area, and prices have 
tuminous coal production was the | held firm, according to a survey 
highest since April. Freight car- |of Toronto car dealers this past 
loadings rose to the best levels | week. Used cars are selling at about 
since late May, loadings of nearly | the same price as similar models 
all major classes of frieght being | last year, due to the shortage of 
higher; river tonnage held about | new cars induced by the steel strike 
unchanged. and factory holidays. 


Department store sales rose a lit-' New-car sales are good, dealers 











EASY TO STOCK 


Taleibaleltke| Mdelace)atmmie| ¢-m lie 
. labeled 


for easy identification. 


tle shelf space. . 


SMALL INVENTORY 


Ten (10) sizes cover 90% 
of the cars in operation. Dis- 
tributors located through- 
out the country mean quick 
delivery. 


BIG MARKET 
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RE me or 


MAIL TO NEAREST ADDRESS BELOW 


PRIOR PRODUCTS, Inc. 
Box 349, Middletown, Ohio 


Box 7608, Dallas, Texas 


Please send me descriptive literature on the “Load- 


.ster’ HELPER SPRING 
nearest distributor. 
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For Y2-ton and %-ton pick- 
up trucks... passenger cars; 
salesmen with heavy sam- 
ple cases, vacationers with 


TVTefefele-meaole moll iliac Malelehy-. 


trailers and work trailers 
. a sales potential in the 
millions. 





EASY TO INSTALL 


NO MAINTENANCE 
REQUIRED 


and the name of your 


PRICED RIGHT 


List prices from 
$14.75 to $21.40 





STREET. 





city. 


PROFITABLE 











|week of Aug. 18 as production re- 
sumed in Canadian factories. A 
number of companies have sizable 
backlogs of new car orders. 

There has been a growth in fi- 
nanced car sales in recent months, 
dealers report. Financing of both 
new and used cars in the Toronto 
area varies from 50 to 70 percent 
of total sales at most dealers. Most 
cash sales are for higher-priced 
cars, and most financing is on used 
|ears. Dealers are requiring about 


New-Car Sales 


Surge in June 


OTTAW4A.—British Columbia 
| dealers led the nation in increasing 
|new-car sales during June by sell- 

ing 3,252 cars at retail, compared 
with 1,711 cars in June, 1951, a gain 
|of 90.1 percent, the Canadian gov- 
| ernment reports. 

| Business for the first six months, 
| however, ran behind last year’s 


40 percent down on used cars, about | for practically all new-car dealers. 
one-third down on new cars.—| Aj] provinces reported dealers’ 


(James Montagnes.) 
« * * 


Cleveland 


Lack of autos continues to de- 
press the new-car market through- 
out the Greater Cleveland area, and 
dealers expect the low inventory to 
persist for some time. 

For the week ended Aug. 16, | 
sales of new cars slumped to 611. 
The Federal Reserve Bank said 
this figure was about half the 
weekly average of the six months 
prior to the steel strike. It was 
also the lowest weekly sales pe- 
riod in over two months. 

Used-car sales also dropped off to 
| 2,194, a six-month low. For the first 
|time since the hectic immediate 
|postwar days, there were reports 
|that business coupes in the lowest 
price categories were selling “on 
the black market for over list 
prices.” 

Sales of 55 new trucks for the 
|week were the lowest in several 
lyears but, according to the Feder- 
|al Reserve Bank, truck sales last 
|week increased to 154, one of the 
largest weekly turnovers in the 
past three months.—(Sanford Mar- 
key.) 


| Balances Owed 


‘On Autos Climb 


To Alltime High 


WASHINGTON. —The Federal 
Reserve Board reported last week 
that the amount of money sstiil 
owed by the nation’s motorists on 
the cars they are driving reached 
an alltime high point at the end 
of June. 

Sales finance companies handled | 
a sharply higher volume of retail | 
automotive installment paper dur- 
ing June, the FRB said. New-car | 
financing reportedly was up 13 per- 
cent over May, while used-cars 
showed a 5 percent gain. 

At the end of June, outstanding | 
balances owed by car owners were} 
up 10 percent over year-ago levels | 
and approximately 5 percent above} 
the alltime high figure reached last | 
September. 

The trend toward increased use | 
of credit was also true on pur-| 
chases of other consumer durable | 
goods, which showed a June rise} 
of 18 percent. 

Volume of household appliance | 
paper acquired by sales finance | 
firms showed a 32 percent rise, and | 
their purchases of repair and| 
modernization paper increased 2) 
percent from May to June, How-| 
ever, credit deals on furniture and | 
television sets recorded a drop of 
2 percent. 

Outstanding balances on goods 
other than autos showed a rise of | 
7 percent in June. 











| June sale higher in number and 
| value than in June last year, but 
|gains varied considerably, They 
|}ranged from British Columbia’s 
peak to the low shown in Saskatch- 
|}ewan, where this year 2,390 cars 

were sold against 1,948 in June, 
| 1951, up 22.7 percent. 

June sales included the following, 
figures in brackets being for June 
last year and all percentages repre- 
senting gains: Nova Scotia, 1,081 
(615), 75.8 percent; Quebec, 6,544 
(3,992), 63.9 percent; Newfoundland, 
314 (205), 53.2 percent; New Bruns- 
wick, 905 (594), 52.4 percent; Al- 
berta, 2,969 (2,066), 43.7 percent; 
Prince Edward Island, 118 (86), 37.2 
percent; Manitoba, 1,982 (1,461), 
35.7 percent; Ontario, 13,418 (10,- 
355), 29.6 percent. 

However, despite the June up- 
turn, Canadian new-car sales for 
the first six months of this year 
were down in all provinces except 
Newfoundland. 

Six-month sales in Newfoundland 
were up in number from 1,215 to 
1,699, or 39.8 percent. Losses else- 
where ranged from 4.5 percent in 
number for Prince Edward Island 
to 23.7 percent in number for Brit- 
ish Columbia. 


Mitchell Asks Protection 


On Baby Seat Patent 


PHILADELPHIA.—Dennis 
Mitchell Industries has filed suit 
against Jessar Mfg. Co. for alleged 
violation of patent rights on a sit- 
or-stand-type auto baby seat. Sim- 
ilar suits are planned against 
other concerns, a Mitchell spokes- 
man said. 


Gibbs Plumps for Nixon 
Ed Gibbs, Lincoln-Mercury deal- 
er in Whittier, Calif., is on a com- 
mittee campaigning for the election 
of Sen. Richard Nixon as Vice- 
President of the U. S. 
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Used-Car Notes 








‘Customer’ Pulls Pistol 


On Lot Owner Hunt 


TAMPA, Fia. 
used-car customer pulled a pistol 
on L. B. Hunt Aug 9 and escaped 
with a late-model 
scuffle that sent the car crashing 
into a utility pole and cost Hunt a 
shattered gold wrist watch and 
fountain pen. 

Hunt, owner of Gulf Used Car 
Co., Tampa, was letting the youth 
“test” the car. He narrowly missed 
serious injury in the fight, during 
which the young bandit’s gun dis- 
charged and sent a slug into a seat 
cushion. 

Motorist Burrell D. Gainey, also 
of Tampa, refused to drive the gun- 
man away from the scene after 
Gainey’s car was damaged by a 
piece of falling telephone pole. The 
youth got away with Hunt’s used- 
car, but abandoned it on the east 
side of the city. Damage to both 


A prospective | 


sedan after a/| 


|plagued by complaints from wives 
who suspect their husbands are 
| playing around and turn in reports 
of their cars being stolen. In the 
| future, used-car dealers will re- 
| port losses to Secretary Mike Trab- 
|ulsy, who will contact the police. 
| L. P. Evans, a director and presi- 
|dent of the state association, sub- 
mitted the used-car dealers’ code 
of ethics, which was adopted by a 
unanimous vote. 

Roswell warned dealers they are 
on trial in the matter of Miami car 
inspections, responsiblity for which 
has been shifted to the purchaser, 
who is given three days in which 
to obtain a Miami 
sticker. 

“We had a hard fight to get this 
ordinance amended,” Rowell said, 
“but it can be changed back over- 
night. It means $50,000 to the deal- 
ers, but it also carries the obligation 
that every car sold must be in 





cars was slight. 
* * * 
| 


Miami Dealers | 
Being Polled on | 
Sunday Closing | 


MIAMI, Fla.—A poll of 418 new | 
and used-car dealers and motor-| 
cycle agents will be conducted by 
the Miami Used Car Dealers Assn. 
to determine sentiment toward Sun- 
day closing. A vast majority are| 
said to favor Sunday closing during 
June, July and August, but secret) 
balloting will determine whether an | 
all-year closing can be put into} 
effect. 

At the monthly meeting of the| 
association, President Stacy Rowell | 
reported that steps are being taken | 
to speed up police alarms on stolen | 
cars. At present Miami police re-| 
fuse to send out an alarm until | 
they are furnished proof of owner- | 
ship. 


The police maintain they -—) 





Sawyer Elevated 


In Chevrolet Zone 


DETROIT.— Appointment of 
A. J. Sawyer as Chevrolet zone 
manager in Jacksonville, Fla., was 

, announced here 
by W. E. Fish, 
general _ sales 
manager. 

Sawyer, former 
branch manager 
in Portland, Ore., 
succeeds G. E. 
Thompson. 

Sawyer’s exper- 
ience includes su- 
pervisory posts in 
new and used-car 
operations. He} 
also did organizational work in the 
field for Chevrolet before his pro- | 
motion to Portland. He has been | 
with Chevrolet 18 years, starting | 
out as sales representative in the | 
Tarrytown, N. Y., zone. | 
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A. J. Sawyer 











Small Defense Contracts 
Offered at Detroit 


| 

DETROIT.—More than 165 small 
defense items ideal for manufac- | 
ture by small business concerns are 
now available for inspection at the | 
Detroit Ordnance district, 574 E. 
Woodbridge, it is announced. 

Bid form, prints and specifica- 
tions are available to interested in- 
dividuals at the district’s small 
business office. 

The largest group of proposed 
contracts is for tank and automo- 
tive spare parts ranging from hair 
felt cushions to exhaust pipe ex- 
tensions. Among other Army Ord- 
nance items now needed are fire 
control component spare parts, 
small arms components, gauges and 
ammunition parts, the district said. 





McLaughlin Promoted 


Robert A. McLaughlin has been 
appointed director of sales for 
Pittsburgh Plate Glass Co.’s new 
Fiber Glass division, according to 
J. Hervey Sherts, general man- 
ager of the division. With Pitts- 
burgh Plate Glass since 1940, Mc- 
laughlin had served as a sales 
representative, branch manager 
and warehouse manager. 





shape to pass inspection. Be sure 
there are no kickbacks, or all of us 
will suffer.” 


ie A chton. 


AMERICA’S MOST VERSATILE POWER WRECKER 





Here is an automotive unit which efficiently serves the dual purpose of a power 
wrecker of advanced design and is rated high as a mobile crane or boom truck. 
For ordinary wrecking work, towing or retrieving cars or trucks that are off 
the highway, in deep ditches, etc., the extension boom quickly recovers any 


inspection | 


| 
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| 
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Townley Improves Lot at Ithaca— 
Townley Motors, Ithaca's (N.Y.) largest used-car lot, recently completed improve- |516,000 as against $3,670,000 last 


ments. The lot, with a road frontage of 250 feet, is blacktopped and has its own | year, 
service facilities. Daily specials are featured under its umbrella. 


Sibley Takes Love’s Post 
As NPA Division Aide 


James Whitney Sibley jr., of 
Flint, special representative of 
the general manager of Buick 
division, has replaced Lincoln 
Love as deputy director of the 
National Production Authority’s 
Metalworking Equipment divi- 
sion in Washington. 

Love has returned to Ford’s 





| time later, 


| 
tank division after serving seven | 
months with NPA, 
er ! 


Trailer Plant Fire Kills 2 


BOURBON, Ind.—An explosion 
and fire in the paint room of Elcar 
Coach Co. killed two workers and 
critically injured a third. Property 
loss was expected to reach $25,000. 
The trailer plant was destroyed by 
fire in 1944 and was rebuilt a short 











wreck without complicated rigging. 


Radically improved functional design retains all the basic features needed for 
wrecking operations — Plus the extension boom which multiplies the usefulness 


and operating range of the unit. 





MODEL 
19-51 EXB 


1. Solid “A" Frame of heavy structural steel, 
all-welded, gives maximum strength. 


wn 


w 


4. Boom Head Assembly. New Ashton design 
(patented ). Self-aligning head swingson 8%. 


a 120° arc. 


w 


Ashton builds a wide range of modern wrecker equipment on any make or 
size Chassis. Send for the new Ashton Catalog showing all models. Get the 


. Hand Winch, 2 Ton Cap. Ratio 4 to 1, 22 
to 1. Lifts the boom with 6 ton load. 


. Extension Boom (patented) adjustable to 
six positions. Normal to a maximum 
boom length of 14 ft. 


. Cable Guard to prevent cable crossing 
drum flanges. (opt. at extra cost) 


BOOM TRUCK AND 
WRECKER COMBINATION 





Y 


A 





FEATURES 


N 


steps. 


facts and you will get an Ashton. 


Ashtom. POWER WRECKER EQUIPMENT CO., INC. 


LAFAYETTE AVE 


1701 W. 





6. Power Winch, 714 Tons safe load. Worm 
and gear drive. Free reeling clutch con- 
trol. Automatic brake. H. 
power take-off and drive. 


- Body, Ashton streamline design. All-steel 
all-welded. Standard Model, length 96” 
inside width 68". Extended fenders and 
running boards. Hand rails; floor, heavy 
safety tread steel plate, Special body 
width 92” or over, Flush sides, Recessed 


Remote Control Levers for clutch and 
power take-off. 


9. Spacer and lift bar Ashton design, pro- 
vides rigid towing connection, prevents 
lash or side sway. 


DETROIT 
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Canadian Exports 
Zoom for Cars, 
Trucks, Parts 


OTTAWA.— The Canadian gov- 
ernment announced last week that 
dollar-value exports of cars, trucks 
and parts have increased by leaps 
and bounds this year, reaching a 
new high for the first half. 

For cars, the total so far this 
year reached $30,094,000 as com- 
pared with $11,339,000 for the same 
period in 1951. Truck exports for 
the first six months totaled $33,- 


and parts exports reached 
$9,616,000 as compared with $6,628,- 
000 in 1951, 


If this trend continues, observers 
feel that the supply will be tight- 
ened considerably for dealers in 
Canada. 


Dealers are already grumbling 
that exports ought to be checked 
somewhat, for the demand is grow- 
ing at home. However, it is report- 
ed that dealers in other countries 
are increasing orders for Canadian- 
made vehicles for immediate de- 
livery. 





USE TRUCK ENGINE POWER 
TO INSTALL OR REMOVE 
HYDRANTS 








—OR FOR FASTER POLE SETTING 








ETC. 


—EASIER HANDLING OF CURB 
STONE, SLABS, CATCH BASINS, 








. reversable 


— UNLOAD AND PLACE SEWERS 
OR WATER PIPE 











16, MICHIGAN 


— AND FOR EXTRA HIGH LIFTING 
JOBS THERE IS A SPECIAL 
EXTENSION BOOM KIT— LIFTS 


























Mulligan Delivers Lincoln to Detroit Mayor— 


Detroit's Mayor Albert E. Cobo (right) receives the keys to his new Lincoln Capri 
sedan from Nelson Mulligan of Mulligan Lincoln-Mercury, Inc. The car is equipped 
with two telephones—one in front for the driver and another one in the rear for 
passengers. 





Tri City Motors, Inc. |new name, Warren Fortier is presi- 
P , M I (F | dent and manager and Brown For- 

Tri City Motors, Inc. ord), | tier is vice-president. The company 
Morgan City, La., formerly Twin | announced it will now cover the 
City Motors,” has been granted |trade area of Morgan City, Ber- 
charter of incorporation. Under its | wick and Patterson, La. 
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Lawsuits Affecting Dealers .. . 





By Leo. T. Parker 
| Attorney at Law 
| JT IS well established law that the 
| * purchaser of a stolen automobile 
|has no good or legal title. Hence, 
the original owner of the stolen 
automobile always can repossess it 
from its present possessor. 

Also, a recent higher court held 
that if the last purchaser cannot 
produce the car he must pay cash 
value of the automobile to its 
original owner. 

For example, in Pateet v. Sim- 
}mons, 240 Pac. (2d) 147, it was 
|shown one Simmons purchased a 
| stolen automobile. 
| The higher court promptly held 
that the original owner of the car 
could repossess it from Simmons, 
although the latter proved that he 
was innocent and had no knowledge 
that the automobile had been stolen. 

* * 


* 
Ordered to Pay 
A when the testimony showed 
| that Simmons could not pro- 








| Court Decisions 


duce the car the higher court or- 
dered him to pay to the original 
owner of the automobile the full 
present value of the car. 

Modern higher courts consis- 
tently hold that a purchaser of 
an automobile delays for an un- 
reasonable period to complain of 
the seller’s fraud, or rescind the 
contract of sale, such delay is 
fatal and forfeits the purchaser’s 
| right to rescind the contract, al- 





Weiler Succeeds Stout 
In Oregon City Assn 


| OREGON CITY, Ore.—Ben Weil- 
;er, of Weiler Motor Co., Oregon 
City, is the newly elected president 
of Oregon City Auto Dealers Assn. 
| He succeeds George Stout, of Stout 
| Motor Co. (Chrysler-Plymouth). 
Dallas Dunmire, Dunmire Motor 
|Car Co. (Oldsmobile), is vice presi- 
|dent, and Jim Wolfard of Wolfard 
Bros. (Lincoln-Mercury) is secre- 
tary-treasurer 





| 





What this tag doesn’t te 


EHIND the simple words and figures 
B stamped on the identification plate 
fixed to the door post of every new GMC 
Series 470 highway tractor lies the story 
of a completely new kind of motor truck 
engineering — one that is rewriting mid- 
dleweight hauling records. 

Take the simple specification: “Certified 
Net Horsepower—130 at 3200 r.p.m.” 


What that doesn’t tell you is that GMC’s 
new “302” valve-in-head engine is the 
most powerful for its weight in truck his- 
tory—has the highest compression ratio 
of any gasoline engine designed for truck 
duty! 

Or look at the line that reads: 


“Maximum Gross Combination Weight 
—45,000 Ibs.” 


Wat that doesn’t say is that within this 


gross weight limit, the new GMC 470 
tractor packs more payload than any 
other similarly equipped vehicle rated at 
45,000 pounds—up to 1,195 pounds more 


actual cargo! 


But one tag on this great new highway 
tractor tells a story that needs no expla- 


nation. It’s on the hood 


and consists of 


these three letters: “GMC.” 


That stands for the manufacturer who is 
setting the pace in hauling progress. 


That stands for the fastest-moving 


development program in 
industry. 


the automotive 


That stands for the proudest dealers in 


America. 


This newest model to bear those proud 
letters is just one more proof that all this 


is so! 


GMC Truck & Coach Division of General Motors 


though he proves: positively that 
the seller breached the terms of 
the contract. 

For example, in Estrada v. Alva 
| rez, 240 Pac. (2d) 279, it was showr 
the purchaser of a motor trucl 
used it for 20 months before filing 
suit against the seller to rescin¢ 
the sale contract on the ground 
that the seller had practiced frauc 
when he guaranteed that the truck 
was in good mechanical condition 

+ of * 


| Lost His Right 


THE purchaser proved that hs 
| had spent considerable money 
jin repairing the truck during th 
| 20 months he had used it, and fur- 
|ther that the seller had breached 
|his guarantee. 

Nevertheless, the higher court 
refused to hold in favor of the 
purchaser, because he had de- 
layed 20 months before filing a 
complaint. The court said: 
“Because of his inexcusable fail- 
ure to give prompt notice of rescis- 
sion, he (purchaser) lost his right 
to rescind.” 


Skip the Bawth, 
You Can Have 


A Bubble Ride 


ANN ARBOR, Mich. — Michigan 
motorists can now ride on bubbles, 
since a new discovery in mixing 
| highway concrete leaves a cushion 
|of microscopic air bubbles in the 
pavement. 

University of Michigan engineers, 
cooperating with the campus- 
| housed state highway testing labor- 
atory, have found that tiny air bub- 
bles added to concrete with a spe- 
cial compound during the mixing 
may solve the age-old headache of 
freezing and thawing destruction 
to concrete highways. 

Declaring that extreme tempera- 
tures of hot and cold sometimes 
|destroy highways more than traf- 
fic, Frank E. Legg jr., university 
|assistant professor of engineering 
materials, explains that these bub- 
'bles leave microscopic voids in the 
|cured concrete which act as expan- 
‘sion cushions to relieve the shock 
|of stresses upon the highway 
|through the action of freezing and 
thawing. 

Instead of scaling or cracking 
|the pavement, these bubble spaces 
|meérely close up from freezing ex- 
pansion and then return to normal 
when thawing contracts the con- 
crete, with no apparent damage to 
the pavement. 

Legg asserts that tiny air pock- 
ets have such resistance to temper- 
atures and ice-removing salts used 
in winter that the discovery may 
add years to the life of concrete 
roads, thus saving millions of dol- 
lars of the taxpayers’ money. 


|Rinshed-Mason Buys 

| Canada Paint Concern 

| WINDSOR, Ont.—Rinshed-Mason 
Co., Detroit manufacturer of auto- 
motive and industrial finishes, has 
purchased the 54-year-old Standard 
Paint and Varnish Co., Ltd., of 
Windsor, it was announced last 

















shed-Mason president. 

The Standard trade name, known 
throughout Canada, will be main- 
tained, and the newly acquired 
company will be headed by Weed, 
as president; Joseph H. Parsons, as 
secretary, and George Monteith, as 
treasurer. 





Wilson Leaving Goodrich; 


Honored at Dinner 

L. Frank Wilson, assistant man- 
ager of the automotive and home 
supplies division, B. F. Goodrich 
Co., was honored recently by more 
than 50 automotive and toy manu- 
facturers at a testimonial dinner in 
New York. 

The dinner for Wilson, retiring 
from Goodrich, was a tribute t9 
his 25% years of service with the 
firm. He plans to open his own 
business as sales consultant and 
manufacturers’ representative in 
Akron. 


Nash Dealer Moves 


Peninsula Motors Inc. (Nash) has 
moved into a remodeled building in 
San Mateo, Calif. The dealers! ip 
formerly occupied smaller quarters 
in nearby Burlingame. Hugh 4. 
Shaw is general manager of te 








dealership, which also has outl«‘s 
in San Francisco and Palo Alto. 


week by Frederick G. Weed, Rin- 
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Shorts Cut Holdings 
In 2 Auto Stocks 


By George Deery 
Associate Editor 

LTHOUGH the short position 

total for all stocks listed on the 

w York stock exchange has de- 
clined for six consecutive months 
to the lowest level since June, 1949 

1,728,913 shares —there still are 
substantial sums for several auto 
firms. 

The two with the biggest blocks 
tabbed for the bearish element— 
General Motors and Chrysler— 
showed a slight increase in _the 


ew 


Lakey Profit U U p 
To $532,546 


Lakey Foundry had net earnings 
of $532,546, or $1.09 per share, for 
the nine months ended July 31, J. 
O. Ostergren, president, reported. 
This compared with $469,134 or 96 
cents per share, in the like period 
a year ago. Sales for the nine 





the July quarter this year were $3,- 
617,618 against $4,117, 825 a year ago. 


Sheller Earns $1, 211, 838 


For First Two Quarters 


Sheller Mfg. net profit for the | 
first six months was _ $1,211,838, 
equal to $1.10 per share, against 
$1,823,184, equal to $1.65 a share in| 
the like period a year ago. Sales} 
aggregated $22,245,519, versus $23,- | 
807,745 for the first two quarters of | 
1951. | 


In the second quarter, the firm| 
made $646,520, equivalent to 59) 
cents a share. This is comparable | 
to 71 cents a share a year ago.| 
Sales in the period just ended ag- | 
gregated $11,900,000, while a year| 
previous they were $11,375,544. 


Auto-Lite Story 


Annual Report Subject 
Of Employe Book 

Employes in the 28 plants of Elec- 
tric Auto-Lite have been given a| 
report of operations of the com- | 
pany for 1951. A booklet graphic- 
ally tells the story of Auto-Lite 
during 1951 and explains through 
graphs and text what happens to 
each dollar received. 

It points out that the more than 
25,000 employes received 35 cents of 
every dollar received, the second 
largest expenditure of Auto-Lite. 
They also were told that material 
and factory expenses totaled 50 
cents of each dollar received, the 
largest portion of outlay. 

Taxes amounted to 6 cents of 
every dollar, or $17,700,000. Other 
expenditures explained were selling 
and administration, 42 cents; set 
aside for the future, 2 cents; divi- 
dends, 1'= cents, and engineering 
research, 1 cent. 

The booklet is in picture form, 
featuring a conversation between 
Royce G. Martin, chairman and 
president and an employe. 


National Motor Bearing Net 


Declines to $8,626,566 

Lloyd A. Johnson, President of 
National Motor Bearing Co., Inc., 
has reported to stockholders that 
with sales of $8,626,566, the com- 
pany earned a net profit of $368,305 
during the first half of 1952. This 
represents 87 cents per share. In 
1951, with sales of $9,935,037, the 
net profit for the half year was 
$805,300. 

It was also announced that a 
new type of oil seal developed by 
NMB research men for one of the 
nation’s largest industries is now 
on test in the company’s Redwood | 
City laboratory and will probably 
be released for production some- 
time during the second half of the 
year. This is an entirely new ap-| 
plication for an industry which has 
not used oil seals heretofore, it is 
Said, 


Exchange’s latest report for the 
month ended Aug. 15. 


Chrysler edged up to 26,152 shares 


from 26,051 a month ago, while 
GM’s aggregate was boosted to 
50,431 from 47,016. The two in 


which the total was cut were Hud- 
son, which dipped to 9,341 from | 


9,606, and Studebaker, which was | 


credited with 35,100 shares in the| 


from 5,462, while Pure Oil was 
hiked to 6,603 from 4,811. 

The bears lightened their hold- 
ings in Gulf to 1,170 from 4,320. 

A-C-F Brill showed a sharp drop 
to 890 from 8,441; American Bosch 
stood at 5,240, which compares with 
2,800. Gar Wood had 7,500, whereas 
in the previous release by the Big 
Board there were 7,400. 


* * * 
| 


I-H Arranging Loan 
Of $100 Million 


Arrangements for a 30-year, $100,- 
000,000 loan from Prudential Insur- | 
ance Co. of America are being 
made by International Harvester. 

William R. Odell jr., treasurer of 
the company, said that several 


August compilation. This compares | weeks will be required to complete | 


with 35,947 at mid-July. 


* * * 


LL three rubber companies | 
+% showed a gain in their short- | 
side total. Goodrich has 14,905 | 
shares, against 14,420; Goodyear 


8,558, versus 8,139, and U. S. Rubber, | 


"Net Off Slightly | 


12,965, compared with 11,370. 


Oil corporations presented a 
mixed picture, with Socony-Vac- 
uum registering the sharpest in- 
crease to 18,925 shares from 5,425. 
Texas Co. was up slightly to 5,843 


| 


| 


Ee 


| 


| arrangements for the loan and that | 
no information regarding the pro- 
jected use of funds will be made | 
during the period, after which de- | 
tails will be oe 


For Comm. Credit 


The semi-annual report of Com- 
merical Credit shows consolidated 
net income, , after provision for fed- 








sig 


OF 





“There's no room in this busi- 
ness for sentiment, Gregory. 
When an engine dies, we just 
pitch in and fix it. 


| eral taxes, of $9,513,133 or $4.17 per 
share for the six months ended 
June 30, compared with $10,624,973 
or $4.66 per share for the same pe- 
|riod of 1951. Provision for reserves 
| for federal income taxes for the six 
months ended June 30 was $11,588,- 
431 or $5.08 per share. 

The dollar volume of motor retail 
and other installment retail receiv- 
ables and direct loans acquired by 
ithe finance companies during the 
| first six months ended June 30 was 





months this year were $11,989,562 
against $13,687,200 a year ago. 

Net earnings for the quarter end- 
ed July 31 were $91,230, or 19 cents 
per share, compared with $195,443, 
or 40 cents per share, in the cor- 
responding 1951 period. Sales for 





39 


the largest for any six months’ pe- 
riod in the oe of the company. 


Philco Hits High 


Second Quarter Record 
Attained in Sales 
Sales of Philco for the 


second 


| quarter of 1952 were the largest for 
|that three-month period 


in the 
company’s history 
and totaled $80,- 
917,000 as com- 
pared with $57,- 
499,000 last year, 
it has been an- 
nounced by Presi- 
dent William Bal- 
derston. Net in- 
come for the 
second quarter of 
1952 was $1,948,000 
or 52 cents a 
share, as com- 
pared with $2,220,000 or 61 cents a 
share a year ago. In the first six 
months, sales totaled $165,156,000 as 
compared with $171,023,000 in the 
same period a year ago. 

Earnings in the first six months 
totaled $4,289,000 or $1.16 cents per 
share. In the corresponding period 
last year, net income was $5,741,000 
or $1.58 per common share. 





Wm. Balderston 
























er proven success! 





HERE’S WHY 
PERFECT CIRCLE 


NURLIZING 


RESTORES PISTON 


FIT 


WITHOUT SKIRT 
Lele] SV +) me) ib pce) gale), | 


Notice the roller on the inside of this cut-away 
piston which supports the skirt when pressure 
is applied to the knurling wheel. The displace- 
ment of surface metal is accurately controlled 
by air pressure on the knurling wheel without 
affecting the shape characteristics of the piston. 





ONLY NURLIZING OFFERS ALL THESE 


1. Increases piston diameter to exact predeter- 
mined size quickly, accurately, permanently. 


2. Permits closer fit without danger of scuf- 


fing or scoring. 


increases ring life. 


from come-backs . 
NURLIZING... 
Hagerstown, Indiana; The Perfect Circle Co., 
Toronto. 


3. Eliminates piston slap, stabilizes pistons, 


4. Interrupted surface assures adequate lu- 
brication, longer piston life. 


P erfect Circle NURLIZING ¢ PISTON RINGS 


Lhe Standard of Comparison 


NURLIZING, the Perfect Circle method of 
re-sizing pistons, has given outstanding per- 
formance in over 5,500,000 installations! 


Success invariably encourages imitation but the splendid 
record of NURLIZING remains unchallenged! Why? Be- 
cause Perfect Circle NURLIZING is the one and only 
method of re-sizing worn pistons quickly, accurately 
and permanently without affecting the original shape 
characteristics of the piston. 


Remember—there’s a difference in piston knurling 
processes. For lasting dependability .. . 
. insist upon proved Perfect Circle 
the original! Perfect Circle Corporation, 


for freedom 


Ltd., 








ADVANTAGES 


5. Equally effective on new or used, cast iron 
or aluminum pistons. 


6. Enables dealers and Doctors of Motors to 
do better overhauls at lower prices. 
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| dan, $1,590*; Windsor sedan, $1,550". '48 
| Windsor sedan, $1,000* 


| Used-Car Auction Prices | 72a gsr ster 8% | Average Used-Car Prices + 





sedan, $1,460". 























wes ous. ian poe tng ie (Compiled by Automotive News) 
Market Trend ——_ sedan, $1,500; %-ton Aue July June | 
: ‘ ’ | a jaa Apisea ade Model 1952 1952 1952 | 
The overall average price of used cars at wholesale rose $2 last week, | FORD—'52 Victoria sedan, $2,450*; Main- $1,220 $1,209 $1,200 : aap ae ak | 
Ron caus t -— 1 (8) sedan, $2,070*, '51 Custom (8 ves at Sach pas 1952 $2,385 $2,377 $2,376 | 
according to Automotive News’ index, to stand at a four-week high | sedan Bi GtE’” Gee; Delume ¢6) oo. a “ons nyo cane | 
of $1,220. dan, $1,325. '50 Deluxe (6) sedan, $1,- ro ‘a hae i | 
omer » Ime ’ . 5 120; Custom (8) sedan, $1,320, $1,225; 1 ode Pst 24 ” i 
However, only ’52s and 50s ag strength during the period. The saainennaee. st 008. Os ca) “seman rote ieee nye cane | 
price of ’52s climbed $23, and 50s, $5. $925; Deluxe (8) sedan, $920; Deluxe | 1948 802 868 797 | 
The. index showed that all other models suffered mild losses. The | (6) sedan, $520. °46 Deluxe (8) sedan, | 2 b 97 | 
i , ff $8; '49s, $4; '48s, $4; '47s, $3, and '46s, $4 PR oF ggew 1947 647 661 654 | 
price of ’51s dropped 0 i ects Bags Seti Pages Suse | KAISER—'51 Henry J (6) sedan, $1,100; 1946 588 580 ses | 
Activity at the auctions dropped off two percentage points during the | (4) sedan, $930. ‘50 sedan, $870. '49)| p i 3 . D e wee | 
same period. At 13 representative auctions last week, 1,691 used cars | ictnaga fata adie — — son Overall 
were sold from 2,520 offerings for 67 percent. At the same auctions a ee 49 Cosmopolitan sedan, §1,- | Average $1,220 $1,209 $1,200 | 


060°. 


week earlier, 1,569 units were sold from 2,270 offerings, or 69 percent. | weRCURY—’52 sedan, $2,400*. '51 sedan, ; 
$1,890*. '50 sedan, $1,350, $1,450*, $1,- | (The above figures are averages of used-car auction prices, all 











Prices marked with an * indicate a unit equipped with | 410*. "49 sedan, $1,090*. '46 sedan, $680. makes and models, carried regularly in Automotive News.) 
an automatic transmission or overdrive. | NASH—'51 Rambler conv., $1,385, $1,- | 
270*; stationwagon, $1,350, $1,400*; Am- 
7 | CADILLAC—'50 (62) club coupe, $2,990*.| bassador sedan, $1,650. 470. '49 Chieftain (8) sedan, $1,450*. '48 | CHEVROLET —'52 SL Deluxe 4-dr., $1,825 
ALBANY, N. Y. | ‘48 (62) sedan, $1,800*; (60) sedan, $1,- | OLDSMOBILE — 52 (98) sedan, $3,000°.| 1, () sedan, $760*, $950°. FL Deluxe 2-dr., $1,835, '51 SL Delux 
‘Tim Anspach Auto Auction. Sale every | 880*. '46 (62) sedan, $1,050*. en000° $1,380; ‘es acdan $1,790" #1” | STUDEBAKER — ‘50 %4-ton pickup, $600;| 2-dr., $1,560, $1,470. '50 FL Deluxe 4 
Monday. Prices are for sale of Aug. 18.) |CHEVROLET ‘52 SL Deluxe sedan, $2.-| 77», $1.650°, 49 (98) conv., $1,375*,| Champion sedan, $1,010, $1,000, $900. ide.” $085, $1,065. °47 FL Aerosedan, 
, 3 7 g , 2158: ’ ’ : ‘ oo , , -dr. 98é ,065. sé Ss ’ 
(Despite the evidence of increased new- | 160*, $1,970, $2,075; conv., $2,315*; FL | $1,400*; (76) sedan, $1,100, $1,140. ’47| MISCELLANEOUS '49 International %- $785. 46 SM 2-dr "5475. 4 
car stocks in the area, market was firm | Deluxe sedan, $2,175*. '51 Bel-air, $1,-| (72) sedan, $735*: (76) ‘club coupe, ton panel, $400. '50 Renault sedan, $400. | _. tl tae “9 > . ’ ‘ 
on clean models, Dealers appear to be | 925°. 50 SL Special sedan, $1,080, $1,-| g¢6o*. '46 (98) sedan, $710. CHRYSLER — '51 Imperial Newport, $3 
loading up, in spite of the threat of a 150, $1,130, $1,200, $1,130, $910; SL De- | PACKARD—’49 (8) sedan, $900, $850. FORT WAYNE IND 000*. 
sudden market break. Sold 138 units out | luxe conv., $1,400, $1,350; sedan, $1,120. | py ymMOUTH—'52 Cambridge sedan, $1,850. ° : CROSLEY—'47 2-dr., $100. 
of 164 offerings.) | oS eee sO. tea | (21 Cranbrook sedan, §1,530, $1,600. '50| (Carl Marker’s Car Auction. Sale every | nesoTO—'52 Fire Dome (8) 4-dr., $2,500° 
ore > 4 P 2.970%; | On, $1,280; FL Deluxe sedan, $1,070. 4 suburban, $1,380. ’49 SD sedan, $1,060. | Tuesday. Prices are for sale of Aug. 19.) ; 4 
BUICK—'52 Super Riviera sedan, $2,970"; | fr Aerosedan, $980; FM conv., $600; 49 Custom conv., $950. 
3.275*: RM sedan $3,- | aft . ’ ’ ‘ - *. , ’48 SD sedan, $890; club coupe, $935. (Market lively on clean cars, Sold 127 “ns 
stationwagon, $3,275*; ore ¥ ly-ton sedan delivery, $430. ’47 SM busi- , > = , DODGE—’51 Meadowbrook club coupe, $1, 
* * °51 St conv., $2,300*; 46 SD conv., $665; conv., $540. ‘40 SD/| units out of 143 offerings.) 6 
200 a een, $2,030°: sedan $2,050°,| ness coupe, $560; FM sedan, $750, $730; sedan, $120. | BUICK—’51 Super 4-dr., $2,045*. '49 Su-| 630; 4-dr., $1,655. "49 Coronet 4-dr., $1,- 
ee Ose"; Special sedan, $2,010°, 60 RM | "1 Acrosedan, §730. PONTIAC — ‘52 Catalina sedan, $2,862*,| per 4-dr., $1,155; RM sedanet, $1,200. | 230. on ce) gar. $2,250; 2d 
Riviera’ sedan, $1,710*; Special sedan, | CHRYSLER—'52 Saratoga club coupe, $2,-| $2,400*; SL (8) conv., $2,950*. '51 SL| ‘47 Super 4-dr., $645, $675. $2,025, $2,045. '51 Custom (8) 4-dr.. $1.. 


, ’ ~ 5 ( : Windsor conv., $2,400*; $2,900*, $2,950*; Chieftain (8) sedan, | CADILLAC—’51 (62) 4-dr., $3,450*. ’48 , : 
$1,550°. “49 RM sedan, $1,380°. °48 Su 850°, $2,940"; ra Me 4 . , oh) ( , . 615; Victoria, $1,900*. ‘50 Custom (8) 
per sedan, $875. 47 Super conv., $810. NY sedan, $3,260*, $3,150*. '50 Royal se- (6) sedan, $1,650. ’50 SL (6) sedan, $1, 62) conv., $2,025 ‘ 4-dr., $1,090: 2-dr., $1,225, $1,250; Cus- 














$790. 

MERCURY—’52 Monterey, $2,670, $2,770 
"50 4-dr., $1,480. 

NASH—'51 Rambler stationwagon, $1,265. 
"50 Statesman 4-dr., $820. "49 (600) 2- 
dr., $800. 

OLDSMOBILE—’52 (98) 4-dr., $3.175*. ‘50 
(88) 4-dr., $1,525*. °49 (98) 4-dr., $1,- 
220*. ’°48 (78) club coupe, $910; (98) 4- 
dr., $925. ’47 (98) conv. $735*; (68) 4- 
dr., $675. 

PACKARD—’47 Clipper 2-dr., $400 


iia tom (6) 2-dr., $1,060. ’49 Custom (8) 2- 
PLYMOUTH—’49 SD conv., $1,020. '48 De- 
luxe 2-dr., $700. 


dr., $895. '47 Deluxe 2-dr., $555. °46 De- 
| luxe 2-dr., $395, $550, $600. 

e e PONTIAC—’52 Chieftain (6) 2-dr., $2,365. 

@ e ’51 Catalina, $2,205. ’°50 SL (6) conv., 
ul | $1,390, $1,425. '49 Chieftain (6) sedanet 
$1,005. ’48 Chieftain (8) conv., $875; 4- 
| dr., $955. °47 SL (6) 4-dr., $630. 


FRAZER—’47 4-dr., $430. 
- STUDEBAKER—'51 Commander (8) 4-dr.. 
«eeif’s balanced to function under all driving conditions 














HUDSON—’51 Hornet 4-dr., $1,750. 
KAISER—’51 Henry J (4), $675. °49 4-dr 

1,490*. °50 Champion 2-dr., $1,025, $1,- 
050. ’48 Champion club coupe, $715. 


WILLYS—’47 Jeep pickup, $390. 


| MANHEIM, PA. 


| (Manheim Auto Sales and Auction, Inc * 
Sale every Friday. Prices are for sale of 
Aug. 15.) 

(Good market, Sold 110 units out of 

201 offerings.) 

| BUICK ‘52 Super stationwagon, $3,075*:; 
RM 4-dr., $3,050*. °51 Super Riviera, 
$1,710*. °50 Super 4-dr., $1.350*%; RM 

| 4-dr., $1,390*. °49 Super 2-dr., $1,260*. 

| ‘47 Super 4-dr., $780; conv., $750. 

| CADILLAC—'50 (60 4-dr., $3,095*; conv., 

| $3,150*; (62) 4-dr., $3,000*. °48 (62) 

| 4-dr., $1,650*. 

| CHEVROLET—'52 SL Deluxe conv., §2,- 
240*; 4-dr., $1,800. 51 SL Deluxe 4-dr. 
$1,645; FL Deluxe 2-dr., $1,500. '50 SL 

| Deluxe 4-dr., $1,280. °49 SL Deluxe 2-dr., 
$1,100. '48 aerosedan, $910. '47 SM 2-dr., 
$600. 

CHRYSLER—-'52 Saratoga club coupe, §2.- 
770*; Windsor 4-dr., $2,610*. "51 N. ¥ 
4-dr., $2,350*; Windsor conv., $2,100* 
’50 Windsor club coupe, $1,660*. 


.esthey’re the same high quality as original equipment | DeSOTO "52 Fire Dome (8) 4-dr., $2,- 





| 750*, 4-dr., $2,660*. °50 Deluxe 4-dr., 
|  $1,510*. ’47 conv., $850. 


| DODGE—’'52 Meadowbrook 4-dr., $2,275* 
| $2,080; Diplomat, $2,625*. °51 Coronet 
| 4-dr., $1,850*. '49 Custom club coupe. 
|} $1.365*. 
FORD—’52 Victoria, $2,500*; conv., 2,- 
| 310%; Custom (8) 2-dr., $2,140*. ‘51 
| Custom (8) 4-dr., $1,720*. '50 conv., $1.,- 
300. “49 Custom (8) 4-dr., $1,035. °48 
} conv., $795. 
| HUDSON ’50 Pacemaker business coupe, 
| $1,110. "49 Commodore (8) 4-dr., $915 
| °47 Commodore (8) 4-dr., $360. 
| KAISER—’52 4-dr., $2,060*. '50 traveler, 
$870. 
LINCOLN—’52 Cosmopolitan club coupe, 
$3,840*. °49 4-dr., $1,080*; Cosmopoli- 
|} tan 4-dr., $810. 
| s2.650". "52 Monterey, $2,820*; 2-dr.. 


$2,650*. °51 club coupe, $1,640*. °49 €> 








4-dr., $1,135. ‘47 4-dr., $680. 


ee NASH—'52 Rambler conv., $1,870; station | 
| wagon, $1,620. '51 Rambler conv., $1, } 
315; 2-dr., $1,300. 
OLDSMOBILE—’51 (98) 4-dr., $2,200*. '49 


9 Pt (88) 2-dr., $1,450*; (98) conv., $1,390*: 
eee ff’s unsurpassed for quick, safe, smooth sfops (76) 2-dr... $1,190*. °48| (98) conv., $1, 
: | PLYMOUTH—’52 Belvedere, $2,150; Cran- 
ER | brook 4-dr., $2,025, $1,975. ‘51 conv. 
$1.850. °49 SD club coupe, $1,050. 

PONTIAC—’ lina, 315° s y. 
You can depend upon WAGNER QUALITY because ee at atte al ta’ 
"49 SL (8) 4-dr., $1,340. °48 Chieftair 

(8) 4-dr., $975, $910. 


Wagner products are used as original equipment STUDEBAKER 51 Commander (8) 4-dr 
$1,450*; Champion 2-dr., $1,380. ‘50 
Champion 2-dr., $1,100, $1.055. ‘48 


by automobile, truck and trailer manufacturers. Champion 2-dr.. $865. oe 


WILLYS—'52 Aerolark 2-dr., 
| 595. '48 Jeepster, $640*. 


Wagner Electric @rporation | VALDOSTA, GA. 


6393 Plymouth Ave., St. Louis 14, Mo., U. S. A. AS2-7¢ | (Tom Hewitt Auto Auction. Sale ever) 
(Branches in principal cities in U.S. A. and in Canada) Friday. Prices are for sale of Aug. 15.) 


& (Sold 154 units out of 260 offerings.) 
‘ P” 
... the best known mies 
namne in brake service =" 


| BUICK—'52 RM 2-dr., $2,525*. ‘51 Super 
z .Y 








| Riviera, $2,500*, $2,100*; RM 4-dr., $2. 
050*. °50 Super Riviera coupe, $1,700* 
Super conv., $1,625*; 4-dr., $1,300. °49 
Super 2-dr., $1,200*, $950; conv., $1,125 

CADILLAC—’52 (62) club coupe, $4,217*. 
"51 (62) coupe de Ville, $3,580*, $3,485* 
‘47 (62) 2-dr., $695*. °41 (61) 2-dr., 
$240*. 

CHEVROLET — '52 stationwagon, $2,350*; 
%-ton pickpu, $1,540, $1,510. ’51 SL De- 
luxe 4-dr., $1,630; conv., $1,625; SL 
Special 2-dr., $1,620, $1,600, $1,560. ‘50 
SL Deluxe 2-dr., $1,245; FL Aerosedan, 


(Continued on Page 41, Col. 1) 
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Continued from Page 40) 


$1,240, $1,225 48 FM 4-dr $809 16 
FL Aerosedan, $775 

eSOTO—'52 Deluxe 4-dr., $2,020 
\ODGE—’52 Coronet 4-dr., $2,000, $1,930 
51 Meadowbrook 4-dr $1,500, $1,350 
50 Coronet 4-dr $1,170. °47 Custom 


2-dr., $675 


roRD 52 Victoria, $2,475, $2,450; Cus- 
tom (8) 2-dr $2,100. °51 Custom (8) 
conv., $1,760; Custom (8) 2-dr., $1,650 
$1,600, $1,590. °50 Custom (8) 2-dr 
$1,340, $1,280, $1,230, $1,125. °49 Cus- 
tom (6) 2-dr $1,160, $850 

HUDSON—’49 Super (6) 4-dr., $790, $550 
48 Commodore 4-dr., $730 | 

KAISER—’51 2-dr., $1,225; Henry J (6) | 
sedan, $1,175, (4) sedan, $750 

MERCURY — '52 2-dr., $2,475. °51 conv 
$1,850. '50 club coupe, $1,300; 4-dr., $1,- 
400. 

NASH "50 Statesman 4-dr $950. °'46 
(600) 4-dr., $300 

OLDSMOBILE '51 (98) Holiday coupe, | 
$2,500*; 4-dr., $2,030*; (S88) 4-dr., $1,- 
700*, $1,615* 

PACKARD —’'48 4-dr., $1,170 


PLYMOUTH ‘52 Belvedere, $2,000. °51 


Belvedere, $1,650; Cranbrook 4-dr., $1,- 
590, $1,560. 
PONTIAC—’51 Chieftain (8) 4-dr., $1,900. 


‘50 Chieftain (8) $1,600. 


DENVER, COLO. 


Sale every Tues- 


conv., 


(Denver Auto Auction. 


day and Thursday at Littleton, Colo. Prices | 


are for sale of Aug. 19.) 

(Prices steady. Sold 228 units out of 
356 offerings.) 
BUICK—’'52 RM sedan, $2,900*, $3.330*; 


$2.680*, $2,820*. 
$1,605*, $1,740*. 


Super sedan, $2,560*, 
‘50 RM sedan, $1,225*, 
‘49 RM sedan, $1,205*, 


*48 Super sedan, $775, $845. $910, $985. 
‘47 Super sedan, $720. °46 RM _ sedan, 
$545. $675. 

CADILLAC—’50 Coupe DeVille, $3,375*; 


(61) sedan, $2,715*. °49 (62) sedan, $1,- 
955*, $2,150*, $2,245*. $2,255*. °48 (62) 
sedan. $1.695*. ‘47 (62) sedan, $1,290*, 


$1,315*. °46 (62) sedan, $1.110*. 
CHEVROLET—’52 *%;-ton pickup, $1,650; 
%-ton pickup, $1.435. °51 Bel-Air, $1,- 


755. $1,800*, $1,865*; SL Deluxe sedan, 
$1,570*, $1.575*; %-ton pickun, 
$1,105, $1,155, $1,190. ‘50 SL Deluxe 
sedan, $1,210. $1,245, $1,260, $1.285. $1,- 
325. '49 SL Deluxe sedan, $1,155. $1.160, 
$1,170, $1,195. °48 FM sedan. $700 $780, 
$855. ’°46 FM sedan, $545, $700. $710. 





CHRYSLER—’ 52 NY sedan, $3,175*: Wind 
sor sedan, $2,660*. $2,685*. '51 Windcor 
sedan, $1.985*. ’50 NY sedan. $1,580*, 


$1,785*. °49 Windsor se- 
dan, $1,315*. ’48 Windsor conv.. $795*. 

DeSOTO—’52 Fire Dome (8) sedan, §2,- 
855*, $3,000*. '51 Custom conv., $1.855*. 
‘49 Custom conv., $1,250*. '48 Deluxe se- 
dan, $825, $1,055*. 

DODGE "52 %-ton pickup, $1,220. °50 
Coronet sedan, $1,425*; %-ton pickup, 
$770. '49 Coronet sedan, $1,360*. ‘48 %- 
ton pickup, $610. 

FORD—’52 Victoria. $2,450*, $2.640*, $2,- 
675*. ’51 Custom (8) sedan, $1,605*, $1,- 
610, $1,630*, $1,670. '50 Custom (8) se- 
dan, $1,105, $1,295*. $1,300, $1,375*; %- 
ton pickup, $945, $985, $990. '49 Custom 
(8) sedan, $710, $720, $800, $1,000, $1,- 
030. ’48 %%-ton pickup, $745. ’47 (8S) se 
dan, $630, $705. 

HUDSON—'52 Wasp sedan, $2,145*. §2,- 
390*; Pacemaker, sedan, $2.110*. ‘51 Su- 
per (6) sedan, $1,530. "50 Commodore (8) 
sedan, $1,635. °49 Commodore (8) sedan, 
$800. 

LINCOLN —-'52 Capri 
mopolitan sedan, $3,405 
$1,095*. 

MERCURY 


$1.590*, $1,705*, 


sedan, $3,530*; Cos- 
°49 sedan, $850", 


‘52 sedan 2,445, $2,640*. ‘51 
sedan $1.930*, $1,970*, $2,060*. ‘50 sce 
dan, $1.360*, $1.530*, $1,585*, $1,625 
°49 sedan, $880, $1,000*, $1,045, $1,195* 
"47 sedan, $735. 

’52 Statesman sedan, $2,100*; Ram- 
bler country club, $1,705*, $1.795*. °51 
Statesman sedan, $1,.360*, $1,455*; Ram- 
bler conv., $1,140, $1.295. °50 Statesman 
sedan, $975. 





OLDSMOBILE "52 (98) sedan, $3,065*, 
$3,295*. ’51 (88) sedan, $2,115*, $2,145*, 
$2,325. °50 (88) sedan, $1,420*, $1,490*, 
$1,495*, $1,555*. °49 (S88) sedan, $1,240*, 
$1,290*. °48 (66) sedan, $720. '47 (78) 


sedan, $600. 
PLYMOUTH—’52 Savoy, $2,300*. °51 Cran- 


brook sedan, $1,400, $1,495. °50 conv., 
$1,350, $1,405; SD sedan, $1,065. 
PONTIAC — ’52 conv., $2.800*; Chieftain 


(8) sedan, $2,000*, $2,375*, $2,380*, $2,- 
635*. °51 Chieftain (6) sedan, $1,645, 
$1.895*. "50 Chieftain (8) sedan, $1,180 
$1,500, $1,890*. °49 Chieftain (6) sedan 
$1,250*, $1,280*. '47 stationwagon, $740. 
"46 SL (8) sedan, $495. 

STUDEBAKER-—’50 Champion sedan, §$1.- 
095*. °48 Champion sedan, $660, $745. 
$760. 

WILLYS—’52 Jeep, $1,310, $1,450, $1,500. 
‘51 stationwagon, $1,440. '50 Jeep, $935. 
"49 stationwagon, $635, $640*. °48 Jeep 
$485. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- | 


nesday. Prices are for sale of Aug. 20.) 
(Prices were a little higher here due to 
large attendance of buyers at the annual 


dealer feast. Sold 112 units out of 180 
offerings.) 

BUICK—'51 Special 2-dr., $1,925*. '50 Spe- 
cial 4-dr., $1,345. "49 RM conv., $1,330*. 


’48 Special 2-dr., $1,210. 
CADILLAC—’50 (62) 4-dr., 

(62) 4-dr., $1,000*. 
CHEVROLET—’52 SL Deluxe 2-dr., §$2,- 

dr., $2,005*. '51 SL Deluxe 4-dr., $1,620; 


$2,900*. °47 


FL Deluxe 4-dr., $1,555. '50 SL Deluxe 
2-dr., $1,305, $1,210, $1,360; 4-dr., $1,- 
165. °49 conv., $1,300; SL Deluxe 2-dr., 
$1,105. ‘48 FL Aerosedan, $945, $955, 
$855; FM 4-dr., $935. '47 FM 2-dr., $725 
$635. '46 FM 4-dr., $450 
CHRYSLER—’52 NY 4-dr.. $1,955. 
DeSOTO—’'50 Deluxe 4-dr., $1,345* 
DODGE—’47 4-dr., $630. '46 2-dr., $646 
FORD—'51 Victoria, $1,480; Custom (8) 2- 
dr., $1,550, $1,680, $1,505, $1,480; 4-dr., 


$1,685; club coupe $1,700. '50 Deluxe (6) 
2-dr., $1,010; Custom (8) 4-dr., $1,225, 
$1,385, $1,320; 2-dr., $1,350, $1,225, $1,- 
300. 49 Custom (8) 2-dr., $1,190, 
$920; 4-dr., $750, $920; conv., $1,050, 
$640. °48 SD (8) 4-dr., $705, $815, $710. 
‘47 SD (8) 4-dr., $440, $800. 
HUDSON—'51 Hornet 4-dr., $1,750. 
KAISER—’51 Henry J (6) 2-dr., $855. '49 
Traveler 4-dr., $645, $565. 
MERCURY — '52 4-dr., $2,490*. ‘51 club 
coupe $1,955*. ‘50 4-dr., $1,590*. '49 club 


$1.210*. $1,230*. | 


$1.055, | 


$905, | 


} coupe, $1,1S80*, $1,075 46 2-dr $300 
| 4-dr $610 

| OLDSMOBILE 50 (S88) club coupe, §$1 

| 680* 49 (88) 4-dr., $1,345, $1,100 

| PACKARD 51 4-dr $1,590 

PLYMOUTH 51 Belvedere, $1,800 50 


Deluxe 2-dr., 4-dr., $525 
"42 4-dr., $120 

| PONTIAC "52 Deluxe (6) 
} ‘51 Chieftain (8) 
Chieftain (8) 2-dr., 
SL (8) 4-dr., $1,300* 47 
2-dr., $620. '42 (6) 2-dr., $150 

| STUDEBAKER—'51 Commander (8) 4-dr 
| $1,390. '50 Commander (8) 4-dr., $1,000 


$1,260. ‘47 SD 
4-dr., $2,235 
$1,765* 50 
$1,530* 49 


‘49 Champion conv., $700. '48 Command- 
| er 4-dr., $705, $700 
WILLYS—’48 1%-ton panel, $360; station- 
$500. °'46 stationwagon, $480 


wagon, 


MASON CITY, IA. 
(Lapiner Auction Co. Sale every Wednes- 

day. Prices are for sale of Aug. 20.) 

} (Market strong, prices steady. 
164 units out of 206 offerings.) 

| BUICK—’51 Special 2-dr., $1,705*. '49 Su- 

|} per sedan, $1,290*; 4-dr., $1,245*. °'47 

RM sedan, $710; Super 4-dr., $605. °41 

| sedan, $210. '40 Super 4-dr., $105. 

| CADILLAC—'51 (61) club coupe, $3,550* 

| ‘48 (62) club coupe, $1,830*. 

| CHEVROLET—’'52 SL Deluxe 4-dr., $2,- 

| 105*, $2,115*. "51 SL Deluxe 2-dr., $1,- 


Sold 


560, $1,540, $1,515, $1,450. °50 SL Deluxe 
$1.325*, $1,305*. "49 SL Deluxe 2- 
dr., $1,120, $1,090, $1,075, $1,030; SL 


Chieftain (6) | 
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Special 4-dr., $1,010, $950. °48 Aerosedan, 


$820; FM 2-dr $890, $855. ‘47 Aerose- 
dan, $815, $735, $730 

CHRYSLER 52 Saratoga 4-dr $2,815* 
47 NY 4-dr., $725 


DeSOTO—-'52 Fire Dome (8) 4-dr 


$2,515* 


$2,615" 





DODGE—'51 Coronet 4-dr $1,475* 46 
Deluxe 2-dr $530* 

2 Custom (8) conv., §$2,445*; 2- 

290*, $2,120, $2,015; 4-dr., §2,- 

2,120*, $2,110*. '51 Custom (8) 4- 


dr., $1,610*, $1,555*, $1,400. '50 Custom 


(8) 2-dr., $1,280, $1,205; Deluxe (8) 
dr., $1,175 49 Custom (8) 2-dr., $900 
$890. '47 SD (8) 2-dr., $685, $675 
FRAZER 48 Manhattan 4-dr., $505 
HUDSON 51 Hornet 4-dr., $1,705* "50 
Super (6) 2-dr., $910. ‘48 Super (6) 4- 


dr., $555 

KAISER—'51 
cial 4-dr., 

LINCOLN 
4-dr., $3,275°. '49 2-dr., 

MERCURY—-'52 Monterey 
4-dr., $2,600*. °51 4-dr., 
$1,780*; 2-dr., $1,805*, 
"50 4-dr., $1,450, $1,340. 

NASH—’51 Rambler stationwagon, $1,275 

10OBILE—’52 Super (S88) 4-dr., $2.- 
»*. ‘51 (88) 2-dr., $1,890*. "50 (76) 2- 

dr., $1,280*. °49 (88) 4-dr., $1,375*. °48 
(66) 2-dr., $890. °46 (78) 4-dr., $525* 

PACKARD—'48 Deluxe 4-dr., $625*. 

PLYMOUTH—'52 Suburban, $2,100; Cam- 
bridge club coupe, $1,790. °51 Cranbrook 
4-dr., $1,300; Belvedere, $1,690. '50 SD 
club coupe, $1,285. ‘49 SD 4-dr., $890 
‘48 SD 4-dr., $755, $700. '47 Deluxe 2- 
dr., $575. 

PONTIAC—’'52 Chieftain (8) 4-dr., $2,245*, 
$2,220*. ‘51 Catalina, $2,205*; Chieftain 
(8) 4-dr., $1,700. 

STUDEBAKER—’52 Landcruiser (8), §$2,- 


4-dr., $1,285*; 
$1,175". 

club coupe, 
$1,035 
$2,655"; 
$1,865, 
$1,775". 


Deluxe 
$1,200", 


Spe- 









Capri $3,645* 

Custom 

$1,800*, 
$1,685 








Kendall's quality line of special 


purpose greases is a combination 


that means extra profits for 


you. All are compounded to give 


extra protection and render 


the type of service that builds 


ohittal-te med tielul-tae 


Available in required 


grades in 1 and 5 pound 


cans—25 pound pails— 
100 and 400 pound drums. 


Products of an Independent Refiner 
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250*; %-ton pickup, $605. '49 Command- 2-dr., $2,000*; 4-dr., $2,000*, $1,990. ’50 
er (8) 4-dr., $1,050. '47 Landcruiser 4- Monterey, $1,830*. '49 4-dr., $1,305*; 4- 
dr., $695 dr., $1,090; club coupe, $1,325 46 4-dr 
$595 
OAKLAND, CALIF. NASH—'51 Ambassador 4-dr., $1,485; 2- 
. : dr., $1,480. ‘50 Statesman 4-dr., $1,030 
_(Pollock's Used Car Auction. Sale every | 49 (600) 2-dr., $835 ‘48 (600) club 
Wednesday. Prices are for sale of Aug. 20.) | coupe, $730; Ambassador 4-dr.. $575. '46 
(Sold 173 units out of 251 offerings.) 4-dr., $340 
BUICK 51 RM 4-dr., $2,240*. °50 Super | OLDSMOBILE ‘62 Super (SS) 4-dr., §3, 
Riviera, $1,690*; 2-dr., $1,625*; conv 215*. '51 (98) conv., $2,670*; 4-dr., §2,- 
$2,015*, $1,825 4-dr., $1,320* 49 Su 495* 50 (98) 4-dr., $1,910; (76) club 
per conv., $1,305, $1,380*. ‘48 Super sta-| coupe, $1,385. '49 (98) sedan, $1,290 
tionwagon, $795; conv $1,000. '47 Super | PACKARD 49 conv., $945. ‘41 4-dr 
4-dr., $725 $135 
CADILLAC "50 (62) t-dr., $3,060*; (61) | PLYMOUTH—'50 SD 4-dr., $1,300, $1,335 
4-dr. $2,990* $3,000*. 49 (61) 2-dr.,| ‘49 SD club coupe, $1,095; 4-dr. $1,175 
a ae 4-dr $2,125". ‘48 (62) 4-dr., | '48 Deluxe 2-dr., $820, $850 
CHEVROLET—'51 SL Deluxe 4-dr., $1,570; | PONTIAC—'51 panel, $1,710; Catalina, §2,- 
conv. $2,000; 2-dr., $1,500; FL Deluxe | 450°. 50 Chieftain ) 4-dr., $1,720. 49 
2-dr., $1,555: 4-dr.. $1,720. ’50 SL De- | Chieftain (8) 2-dr., 2 at $1,350. °48 SL 
luxe 2-dr., $1,350, $1,340; %-ton panel, | na) conv., $1,010; SL (6) 4-dr., $800. 
$1,050; FLL Speciai 2-dr., $1,435; Bel-Air. STUDEBAKER—'51 Champion 4-dr., $1,- 
$1,695. '49 SL Special 4-dr., $1,110; 2-| 285. '50 Champion club coupe, $1,125; 4- 
dr., $1,100, $985. °48 SM 4-dr., $625: dr.. $1,255; 2-dr., $1,155. "49 Champion 
conv., $940. ‘47 FL Aerosedan, $630: | club coupe, $1,180. '48 Commander conv., 
club coupe, $790. ‘46 SM 4-dr., $665,| $1,120; 4-dr., $985 
$650. | en 


CHRYSLER 
Imperial conv., 


"50 Windsor 4-dr., $1,510. °47 “ — . 
: $870; NY 4-dr., $675 | Harrison Gains Promotion 
DeSOTO 49 Custom 4-dr., $1,375: club > a - 

coupe, $1,355: '46 conv., $660. |In Summerfield Chevrolet 


DODGE 49 Wayfarer business coupe, . P : 
$955; Coronet conv., $1,140. ‘48 Custom | Arthur E. Summerfield jr., vice- 
j-dr., $870; club coupe, $800. | president of Summerfield Chevro- 
FORD 52 Custom (6) 2-dr., $2,200*; let C Flint ; th 
Custom (8) 2-dr., $2,440*. '51 Custom | *€% ©20., int, announces the ,2P- 
(8) 2-dr., $1,475; Victoria, $1,875; conv.,| pointment of Lester H. Harrison 


2 At $1,900. ’50 Deluxe (8) conv., $1,-| as assistant general manager. 











545; %-ton panel, $855; Deluxe (&) 2- a eane 2 
dr., $1,400; (8) 4-dr., $1,050. '49 Custom} In addition to filling this newly 
(8) 4-dr., $1,055; conv., $1,175, |created post, Harrison will retain 


LINCOLN—'51 4-dr., $2,410*. '49 : : 
$1,360*. '46 club coupe, $400. | his duties as sales manager. He has 


MERCURY—’52 4-dr., $2,610*, $2,655*. '51| been with the firm since 1930. 


conv., 


THAT OPENS THE 
DOOR TO 


PROFITS 


KENDALL WHEEL BEARING GREASE 
KENDALL UNIVERSAL JOINT GREASE 
KENDALL WATER PUMP GREASE 

KENDALL CUP GREASES 
KENDALL FIBRE GREASES 
KENDALL GRAPHITE GREASE 


a 


KENDALL 


..- Sold through Independent Distributors 


by Independent Dealers 


| 
| 
| 
| 


| 
| 
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Truckin’... 


By Jack Weed 








(Continued from Page 1) 


old public who finally writs the 
ticket in the election polls would 
have great influence 

* * x 


Road Block 
( F course, even then they could 
run into a road block like the 
truckers in Pennsylvania ran into. 
The truckers were able to get what 
they felt was a fair bill passed in 
the legislature only to have the gov- 
ernor veto the bill when it came 
up for his signature. 


If the truckers and dealers in the | 


state of Pennsylvania feel about 


the veto of this bill as the truckers | 


did in Tennessee they no doubt 


could elect a governor who was | 


more in sympathy with the inter- 
ests of the over-road haulers and 
other truckers. 


This, in turn, would be in the 
public interest. Any unwarranted 
restrictions that eventually result 
in higher tarriffs finally end up 
with the public having to pay 
more for the things they eat and 


wear that by 


truck. 


are transported 


Stull Fighting 

7. Pennsylvania truckers are 
still fighting. In fact a piece of 

literature came to my desk just the 

other day that contained the fol- 

lowing side story on the fight. 

It says: “When the railroads put 
a paid undercover agent in the 
Grange office at Harrisburg to kill 
the Fair Truck Bill, were they try- | 





ing to help the farmer? When the | 


bill was killed, 
wasn’t allowed to deliver a full 20,- 
000 pound truck load (of fertilizer) 
to farmers at his low rate. 

“He surprised the railroads, who 
thought they had won, by asking 
ICC to apply his low rates to a 
partly filled 16,000 pound load 
truck. Eastern Railroads intervened 
jand their protest dated last March 
| 24 said in part; 
| “If this proposed change of 
| rates is permitted to become ef- 

fective, its use will force down 

the rates not only from and to 





Through the years 


Montp elier has been working hand in hand 
with all truck manufacturers and dealers 








MONTPELIER URBAN—Available 
in load space lengths of 8, 10, 12 


and 15 feet. 


MONTPELIER SIDE-AISLE—Avail- 
able in load space lengths of 6!/2, 


8, 8'/2 and 9/2 feet. 









See Your Customers— 
Then Wire—Phone— 
Write MONTPELIER Today 
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Here's Proof Positive, Says Maday— 


To demonstrate the durability of Hudson cars, Ed Maday, of Midway Motors, Hudson 
dealer in New Ulm, Minn., pilots this 1920 Hudson around town. Maday says the car 
runs beautifully and attracts lots of attention. He finds it useful in opening the way 
for a sales talk with new-car prospects. 


points hereunder protest but to | thing to keep up the cost of fertil- 
and from other points as well.... | izer to Pennsylvania farmers.” 

and will create unfair and de- | In the four-page folder, which 
structive competitive practices.’ | contained the above “boxall,” the 
“In fact the railroads will do any-| Pennsylvania Motor Truck Assn. 





MONTPELIER advertises in leading 
BAKERY, DAIRY and LAUNDRY Publi- 
cations adapting trucks to more voca- 
tions to create better and more efficient 
product distribution. 





. . » helps YOU make the sale 


MONTPELIER, by giving your customer what he needs and 
wants in a body and chassis—engineered and built as a unit 


specific vocation—not only helps YOU make a sale— 


but satisfy a customer. 

MONTPELIER—Gives You, the Dealer, full cooperation and 
help on sales. MONTPELIER gives the dealer and the customer 
the benefit of their many long years of engineering and manu- 
facturing “know how". For one vehicle or a fleet—the 
MONTPELIER "assistance" is the same. 

You contact MONTPELIER—the firm with a background of 
twenty-five years of successful experience, who will submit to 
YOU a complete proposal including recommendations for both 
body and chassis, which will give your customer the specific 
features he needs to help him solve his delivery problems. 


YOU MAKE MORE SALES—BIGGER PROFITS—WHEN YOU GIVE THEM WHAT THEY NEED. 


credits the Carl Byoir Organiza- 
| tion, which handles the public rela- 
| tions work of the railroads, for do- 
ing some underhanded work that 
resulted in the bill being killed. 


* * * 


Pay Roads Gain 

F THE states won’t build and 

maintain roads that allow truck- 
ers to move freight safely and 
quickly, the truckers will pay the 
extra cost necessary to use a high- 
way built by private funds that 
does give them the safety in oper- 
ation and the savings in time and 
other costs that will enable them 
to operate profitably. 

This has been borne out by the 
experience of the Pennsylvania 
Turnpike, which has just received 
a favorable decision handed down 
by the Ohio Supreme Court which 
will allow them to extend this fa- 
mous highway across northern 
Ohio. 

Thus it soon will be possible to 
drive from New York nearly to 
Detroit on a well-kept highway 
with limited ingress-egress lanes 
by utilizing the New Jersey Turn- 
pike to where it practically joins 
the Pennsylvania Turnpike and 
the new extension that is soon to 
be built west from the Ohio- 
Pennsylvania line. 

The extension of this famous 
highway is just another reason why 
every dealer and everyone else in- 
terested in the automotive industry 
should get behind the PAR move- 
ment. Art Butler, secretary of the 
PAR movement and manager of the 
National Highway Users Confer- 
ence, has long been an opponent of 
“pay” highways, always contend- 
ing rightly that the public should 
not be made to pay a double tax 
for the privilege of driving safe 
roads that allow maximum comfort 
in driving and a minimum of time 
loss. We heartily agree with Art, 
but we will continue to use the 
“pay” roads as long as they go in 
the direction we are driving. Possi- 
bly we won’t go so far as to sav 
“and gladly pay for the privilege,” 
but we do so appreciate being able 
to drive without getting a creak in 
our aging neck from try to out- 
guess the crazy drivers and those 
who should never be given a driv- 
er’s license that one constantly 
|meets out on the open highway. 
| * * * 





| Blacktop Holds Up 


thew legislative fathers tell us 
that trucks break up our roads. 
I drive nearly every day over a 
stretch of “blacktop,” not even ma- 
cadam, that is laid over a solid 
foundation, on which I meet or fol- 
low a constant stream of big grav- 
el trucks with four-wheel trailers 
behind them. And those roads are 
not in as bad a shape as many a 
pavement I drive that is made of 
concrete and carries no great truck 
traffic. 

This blacktop road was laid 
over a worn-out gravel road and 
has no hard base. Fortunately, 
| and not because of design, the 
road is well drained and they 
keep these heavy jobs off it in 
the spring of the year when the 
foundation does get soft. 

This road is proof positive to me 
that roats can be built at a rea- 
sonable cost that will stand up un- 
der heavy truck use. if they are 
properly designed and planned for 
adequate drainage and properly 
maintained. I rea'ly believe that 
many of our present roads could be 
salvaged bv svreading a good coat- 
ing of asphalt over the worn out 
base and widening the road with 
an asphalt or blackton skirt on 
each side, so long as adequate 
drainage was provided for and the 
| drainage kept in operation. Ditches 
full of weeds and clods of sod, rock 
| brush and other debris do not carry 
|off excess water fast enough. 


Machlin to Address 
Tire Dealer Parley 


WASHINGTON. — The National 
Assn. of Independent Tire Dealers 
announced last week that Fred- 
erick Machlin, president of Arm 
strong Rubber Co., has been name: 
key speaker for the group’s 32nd 
annual convention to be held in 
St. Louis Oct. 12-15. 

Machlin is also vice-president 0° 
Copolymer Corp., which operates 
synthetic plant at Baton Rouge, L: 
The program for the association’ 
convention is almost complete, i 
was stated, with advance reserva 
tions already made by many of th 
3,000 tire dealers and manufactur 
| ers expected to attend. 
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Poor Driving Linked 
To Emotional Ills 
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{js THE low-mentality person a 
* good driver, or is he a nuisance 
on the highways? There are vari- 
jus Opinions. 

Insane and feeble - minded per- 
sons, many traf- 
fic safety experts 
say, are a factor 
in the safe-driv- 
ing problem in 
all areas, and city 
and state officials 
throughout the 
country are giv- 
ing more atten- 
tion to the qualifications of drivers. 


For instance, in Detroit the 
recorder’s court clinic recently 
found that 3 to 4 percent of the 
drivers referred to it by traffic 
judges were insane. The clinic is 
helping find a solution to the 
problem through physical and 


psychological examinations of 
traffic offenders. 
“A higher percentage of the 


drivers referred to us have been 
found to be feeble-minded, which 
means intelligence quotients below 
65,” Alan Canty, executive director 
of the clinic, said. 

“These are people whose reason- 
ing, comprehension and judgment 
are comparable to those of 8, 9 or 
10-year-old children of average in- 
telligence.” 

“Feeble-minded drivers are dan- 
gerous because they cannot cope 
with the complexities of urban 


traffic.” 
* * * 


Difference of Opinion 
N THE other hand, it was re- 
vealed recently at Northwest- 
ern University in Chicago that a 
high-class moron, with a mental 
age of 10 or 12, has the best brain 
for driving an automobile. 


According to James Stannard 
Baker, director of research and 
development for the university's 
traffic institute, the man or wo- 
man with a high intelligence co- 
efficient drives a car with a mental 
handicap. 

“The operation of a motor car 
is too dumb a job to command 
attention of those who are par- 
ticularly bright,” he asserts. A 
higher mentality person is_ in- 
clined to experiment and also to 
think about other things, to the 
detriment of his driving, he 
states. 

“Whenever he drives, he is not- 
ing things that others don’t notice, 
such as shop windows, or a build- 
ing under construction, or a pretty 
face in a meadow. He is being dis- 
tracted from his driving.” 

Baker explains that the low- 
mentality motorist, once he is 
taught to drive properly, will not 
deviate from what he has learned. 

* * * 


Detroit Offenders Screened 
HE Detroit clinic, which last 
year examined more than 700 

traffic offenders, refers to serious 

traffic offenders as “patients.” 
Besides being interviewed by 
psychiatrists, violators are given 
physical and intelligence tests, 
and psycho-physical tests to de- 





Transport Industry Cuts 
Accidents in First Half 


Significant reductions in high- 
way accidents have been recorded 
by the automobile transport indus- 
try during the first six months of 
this year, according to the National 
Automobile Transporters Assn. and 
the National Safety Council. 


In June of this year, a new low 
accident analysis frequency rate 
for the industry was established, 
when the overall accident ratio 
dropped to 0.82, or 122,099 miles of 
operation per accident, a “very out- 
standing record,” according to 
Richard E. Beiser, NATA general 
manager. 


“The industry’s accident fre- 
quency rates have continued down- 
ward for the past six months and 
the record is made even more out- 
standing when it was shown that 
only a very low percentage of 
these accidents involved personal 
injury cases,” Beiser said. 
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can point is the getting of hun- 
dreds of dangerous drivers off the 
streets,” comments Canty. 
Following the clinic’s recom- 
mendations, judges in the first six 
months last year revoked or sus-| 
pended 198 drivers’ licenses, ac-| 
cording to Canty. 
* S * 
Reveal Physical Defects 
termine their judgment of dis- ‘ANTY says that physical exam-| j bl 
tance, reaction time, visual C inations have revealed such 
acuity, vision in dim and glaring | griying handicaps as epilepsy, high| 
light, and possible color blind- | pjooq pressure, diabetes, defective 


— ’ : vision and heart trouble. 
“An accomplishment to which we Personality tests play an 


portant part in the examinations. 
Georgia Shelves Plans “How he gets along with people | 
For 72-Mile Toll Road | **, closely related to 


G a : e s9-mni habits,” asserts Canty, 
eorgias plans for a -mile hes ° : chairman of the board of education. 
toll road from Cartersville to the when © Griver gets behind 6) = 


| wheel he does not step out of char-| 
Tennessee line have been shelved |“ “seta jas * 
temporarily because surveys pence age points rm ee cae} Petitions for Gas Boost 
showed that “traffic will not | 0PeTation of cars is tied wi ll 


fin yg ty |ing been a problem child, an un-| Filed in Montana 
shauna” eases te the eur | successful marriage or a bad work! Jnitiative petitions with sufficient 
gia turnpike authority. | record, along with numerous other | signatures to place on the Novem- 
Passed earlier this year, the defects. |ber ballot a proposed one-cent in- 
toll road authorization brought All this has an effect on their| crease in Montana’s state gasoline 
protests from local businessmen 
and others along the proposed 
route. 






|e . 7 
im- | 





| out, “because a discontented person | state’s office in Helena, it was an- 
|feels inferior, and driving reveals| nounced. 
| his basic defects.” Intended to raise another $1,800,- 


IT’S EASIER TO SELL 6-WHEELERS 








driving habits, psychiatrists point| tax were filed with the secretary of | 






Miller Gives Fifth Car for Driver Training— 

1 Miller Chevrolet Co., Rushford, Minn., recently presented the fifth car to Rushford 
driving | high school for driver training. Shown (from left) are: W. W. Winblad, driver training 
instructor; C. R. Lewis, school superintendent; V. J. Miller, the dealer, and B. Jenson, 


000 a year for highway construc- 
| tion, the proposed gas tax boost is 
| being sponsored by Gov. Bonner’s 
|interim study committee on high- 
| way financing. 

| 





Doss Promotes Blanchard 

Doss Motor Co. (Willys), Koscin- 
sko, Miss., has announced the ap- 
pointment of E. B. Blanchard as 
manager of its service department. 


WITH THIS TRUCKSTELL-BAUMIS POWER DIVIDER 


ONE GEAR BOX! Contains 
Power Divider and 3-Speed auxiliary 
gearing for reduced costs and weight 


The Truckstell-Baumis Power Divider gives you a sales advantage 
offered by no other dual-drive manufacturer. 

No extra gear box is needed. Combined in one, single housing is 
the powerful 3-speed auxiliary transmission required to move heavy 
loads ... and the Power Dividing mechanism that provides positive, 
single—or dual—axle drive, whenever needed. 

Drive selection can be made at any speed—instantl y—without gear 
clash. The exclusive design eliminates the need for any inter-axle 
differential and its locking mechanism. 

The Truckstell-Baumis Power Divider is backed by a quarter 
century of pioneering in the dual-axle field. Designed and engineered 
by men who know heavy-duty requirements, it is completely manu- 
factured in Truckstell’s own plant. 

Call your Truckstell Distributor. He’ll show you how easy it is to 
sell this rich and growing market... without a cent of extra 
investment on your part. 


Only the 
You All These Exclusives! 


drive ratios. 


truck axles. 


‘THE TRUCKSTELL MANUFACTURING COM 


UNION COMMERCE BUILDING + CLEVELAND 14, OHIO 


he 






Power Divider Gives 


®@ Single—or Dual—Drive Selection without gear 
clash...at any speed. 


@ Puller Gear “built-in” with choice of under- 


@ Automatic Dual-Drive Engagement as driver 
shifts into underdrive. 


@ 15 Forward Gear Splits provided with 5-speed 
truck transmission. ~ 


@ Can be installed with any matching pair of 








NATIONAL LIFT CO., Customer Service Dept. 
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Affecting Factories and Dealers... 





Auto Advertising 


By George Deery 
Associate Editor 

The story of a split-second de- 
cision which becomes the turning 
point in a young man’s life is told 
in the 1952 motion picture pro- 
duced by the Oil Industry In- 
formation Committee of the 
American Petroleum Institute. 
The setting is a suburban service 
station. 

“Crossroads, U.S.A.” will have 
its premiere at the 50th annual 
meeting of the National Petro- 
leum Assn. in Atlantic City, 
Sept. 11. Following its premiere, 
it will be used extensively during 
the industry’s observance of Oil 
Progress Week, Oct. 12-81. 

The film was supervised by 
Film Counselors, New York, and 
the Oil Industry Information 
Committee’s motion picture sub- 
committee headed by P. C. Hum- 
phrey, of Texas Co., New York. 


* * * 


50,000 First Nighters 


Ford’s new full-color documen- 
tary film, “Tomorrow Meets To- 
day,” has received one of the most 
extensive special premiere show- 
ings in industrial film history. More 
than 50,000 industrial and civic 
leaders, Ford employes and news- 
paper and magazine writers from 
coast to coast have been guests at 
premieres. 


The 25-minute film takes the 
public for the first time into 
Ford’s engineering and research 
center and traces the develop- 
ment of a “car of tomorrow” 
from drawing board to mass pro- 
duction. 


Employe showings have been held 
in all Ford plants and offices 
throughout the nation. Ford and 
Lincoln-Mercury dealers are sched- 


uling showings of their own, as are 
supplier companies who contribute 
to the production of the automobile. 


o * * 


With Farm and Ranch 


James R. Carden, former sales 
manager for Spur Distributing, has 
been named a Nashville ad sales 
representative by Ted Lord, vice- 
|president of Farm and Ranch 
| Southern Agriculturist, as a result 
|of the magazine’s recent expansion 
|of activities. Carden was graduated 
| from the University of the South. 


* * ca 


Winter’s Comin’ 


A new and greatly broadened | 


Peak antifreeze ad campaign to car 
|owners will appear in magazines, 
| newspapers, television, 


radio and | 


on outdoor billboards this fall, ac- | 
|cording to Paul R. Smith, general | 


| manager of the Automotive Special- 


ties division of Commercial Sol-| 


| vents. 

“Not only is this going to be 
the biggest advertising program 
in CSC anti-freeze history, but 
this year more sales aids and 
point-of-sale material to help our 
dealers and jobbers is available 
than ever before,” he said. 

Peak will be featured in full page 
ads in the Saturday Evening Post, 


per’s Farmer and Successful Farm- 
ing, plus ads in leading state farm 
papers. Nor’way antifreeze will be 
featured in a separate Post cam- 
paign together with local news- 
paper advertising in many markets. 


Newspaper ads selling Peak anti- 
freeze are scheduled in over 100 
newspapers throughout the coun- 
try. Some ads will appear just 
before cold weather sets in, while 








NEW LOW-PRICED JUMBO 
TWIN HOIST 
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opens door to 
easy 


farm sales! 


MAIL THIS HANDY COUPON 
C] Rush full details on new JUMBO TWIN FARM HOIST 


, 36190 Main St., 


Wayne, Michigan 





Collier’s, Popular Mechanics, Cap- | 





| versity of Florida, where he was 


| WRUF. 


|Conference of Business 


| with Grant, Moock was an account 
executive with Ross Roy, Inc. 





|marketing director. 


| freeze dates. 
* 


| York area, 





Ford for Dempsey— 


Jack Dempsey, former heavyweight box- 


ing champ, and his daughter, Barbara, | 
accept delivery of a 1952 Ford convertible | 
from R. E. Thomas (right), vice-president of | 
Ogden Ford Sales, Ogden, Utah. } 


weather forecasts to run on first 


* + 


| 


Dealer Names Grant 

Bishop, McCormick & Bishop} 
(Dodge), with five branches and} 
seven service branches in the New| 
has appointed Grant | 








dent. Account executive will be 
William E. John jr., Grant’s east- | 
ern supervisor on the Dodge na-| 


tional account. 


according to C. M. Bishop, I be| 


* * 


Section for Engineers 

Spotlighted by the Chicago Trib- | 
une in a 20-page special engineer- | 
ing section Aug. 12 was the con- 
vocation of engineers to be held in| 
Chicago from Sept. 3-13, with more 
than 60 engineering organizations 
participating. 

News and pictures throughout 
the section, which carried more 
than 30,000 lines of advertising, de- 
tailed many aspects of America’s 
scientific progress. A _ four-color 
cartoon and color illustrations of 
the Museum of Science and Indus- 
try musical show, “Adam to Atom,” 
featured page one of the supple- 


ment. 
* * *” 


Grant Adds Two 


John Remillet jr. and Harry G. 
Moock jr. have been appointed as- 
sistant account executives on the 
Dodge car account, according to 
Will C. Grant, president of Grant 
Advertising, 

Prior to joining the Grant organ- 
ization, Remillet was associated 
with Planned Sales Services, De- 
troit, and Chrysler Motor Parts 
Corp. He is a graduate of the Uni- 


program director of radio station 


Moock is a graduate of the 
Wharton school of finance and 
commerce of the University of 
Pennsylvania, and the Chrysler 
Mnage- 
ment. For five years before going 


* * x 


Names 


Addition of Gerry Brown as a 
new account executive on the com-| 
ice sales staff has just been an- 
nounced by W. E. Hosac, president 
of Metropolitan Sunday News- 
papers. Brown was formerly with 
Dancer, Fitzgerald and Sample for 
five years as assistant account 
executive on national food ac- 
counts, 





George R. Gibson has joined | 
Geyer, Newell & Ganger as a 
Gibson was | 
previously merchandising manager | 
at Walt Disney Productions, ac- 
count executive and merchandising | 
director at Buchanan & Co., and! 
was a buyer and priorities manager | 
at Westinghouse Electric. 


Berk Buys Out 


| York advertising executive, 


Chrysler Deal 


Harry A. Berk, prominent New 
has 


|purchased the assets of Lapham 


| 


| Motors, Chrysler-Plymouth dealer- 


ship in Burlington, Vt. The deal | 


| will be operated as Colonial Motors, | | 


Fr 


| Ine. 

Berk has been active for years | 
in the advertising and promotion | 
of Chrysler products and is vice-| 
| president and a director of War- | 
wick & Legler advertising agency. | 
He started his career as a reporter. | 


Central Shippers 
Join Up to Fight 
Truck Surcharge 


CHICAGO. Formation 
Central Shippers Council, 
nonprofit organization which will 
campaign against a surcharge fee 
of $1.50 on truck shipments of less 
than 5,000 pounds in the central 
territory, has been announced here. 


of the 
Inc., a 


The group consists of shippers 
and trade associations. 

Officers are Maurice J. Barron, 
of Ekco Products Co., president; 


H. J. Bowman, of S. C. Johnson & 


Son, vice-president; Thomas P. 
Scanlan, traffic consultant, secre- 
tary, and James F. Russell jr., of 


Kitchen Art Foods, Inc., treasurer. 
As spokesman for the organiza- 
tion, Scanlan said that its objective 


river and north of the Ohio river, 
extending eastward to Buffalo and 
Pittsburgh. 

The surcharge became 
in May over the protests 
number of shippers. 


effective 
of a 


Ford Buys Georgia Tract 
To Test Farm Machines 

ATLANTA.—Ford has purchased 
2,510 acres of land in the tall tim- 
ber near Cusseta, Ala., in Cham- 
bers cuunty. Frank Garrett, clerk 
in the probate office in LaFayette, 
Ala., disclosed that two parcels of 
land were purchased recently dur- 
ing a visit by two Ford representa- 
tives. 


Recurds show that 1,550 acres 


| were purchased for $42,000 and 960 


acres for $27,840, making a total 
sales price of $69,840. One of the 
sellers said he had been told the 
land was to be used in a beef cat- 


| would be removal of the surcharge |tle raising project to test Ford 
others are timed according to local | in the area east of the Mississippi | farm machinery. 
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* SAVE FUEL 
* REDUCE WEAR 
* PREVENT LUGGING! 


with Soeve 


ELECTRIC 


TACHOMETERS 
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Every engine has a speed range where 
horsepower and fuel consumption are most 
efficient and economical. Leading-fleet 


operators report a substantial savings in 
maintenance costs and increased 
safety by having drivers operate in this 
R.P.M. economy range. Sun Electric Tach- 
ometers are simple to install, they have no 
drive cables or rotating parts. Models are 
available for gasoline engines in any speed 
range up to 7,000 R.P.M. Write for name 
of your local distributor and complete data 


fuel, 


sheet TODAY! 


_ 


FOR CARS, TRUCKS, 
TRACTORS & BOATS 


NO DRIVE CABLES 
EASY TO INSTALL 
ILLUMINATED DIAL 
SENSITIVE 
ACCURATE 

EASY TO READ 
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Manufactured and Guaranteed by 





SUN ELECTRIC CORPORATION 


INSTRUMENT-TACHOMETER DIVISION 
6327 Avondale Avenue 


Chicago 31, Illinois z 
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Salesense in Advertising 


Tested Ideas for Small Business 


By James D. Woolf 


Special Correspondent 

| OW much thought have you 
given, recently or at any time, 
to the vehicles of communication 
that are expected to carry your 
advertising messages to the people 

you hope to influence? 
By “vehicles of communication” | 


—as Sears and Wards have 
proved so completely with their 
catalogs. 

Television has the ability to por- 
tray merchandise pictorially with 
motion, a fact that recommends it 
strongly in many instances. But 
television, particularly for local ad- 
vertisers, still is very expensive, 
and I’d like to emphasize here that 





vehicles should get very little, if 
any, of your advertising dollar. 

It should be borne in mind, too, 
that outdoor media are essentially 
“remindership” vehicles. At most, 
they permit five or 10 words of 
copy, and for this reason they 
cannot tell an effective selling 
story. They do their best job, I 











is meant media—newspapers, radio, 
television, consumer 


trade journals, outdoor bulletins 


and posters, direct-mail letters and | Ty. There is an appalling amount 


circulars, handbills, and giveaway 
novelties such as book matches, 
calendars, blotters, pencils and an 
endless variety of gimmicks. 
Depending on the _ problem, 
each of these vehicles has a use- 
ful purpose. Each, under certain 
favorable circumstances, can con- 
tribute to your sales growth. But 
each has its limitations and in 
many situations has no place in 
your advertising program. 
Everything hinges, when it comes 
to deciding on what medium or 


| 
| 
| 
| 
| 


UTDOOR MEDIA — Outdoor} Direct Mam—Direct mail, letters,| dise with a limited appeal to lim-|the necessity of forming in your 
painted bulletin and _  litho-/| circulars, envelope stuffers, etc., ited groups of people. pete mind a clear understanding of 
graphed posters, and all sorts of; are very useful, and often very; Very often, the well-planned cam-/| your objectives. You must under- 
|}outdoor signs along the roadside, | effective, selective media. There are paign will include more than one stand exactly what it is you expect 


|are strictly mass media. If you| many categories of merchandise | type of media. There will be many | your 
| have a selective selling job to do—| and many kinds of local businesses | times when newspapers alone, or | Think long and hard about the ve- 
if your product or your business|that cannot afford to make gen-| radio alone, or outdoor advertising | hicle, or vehicles, in which you in- 
|appeals to a limited few—outdoor!erous use of such mass media as| alone, or direct mail alone, will fail| vest your advertising dollar. 


media you should use, on what your 


advertising must accomplish to 
achieve your objectives. You should 
make a thorough analysis of your 
selling problem before you even 
begin to think about media. 


The nature of the merchandise | 


(or service) you have for sale has 
a great bearing on the question. In 
many cases, only certain segments 
of the people in your area can be 
said to constitute your market. The 
average price level of your mer- 
chandise has a bearing, too, in your 
selection of media. If you cater to 
the “carriage trade,” you'll be care- 
ful not to overspend in mass media. 
If you cater to low-income groups 
in factory areas, you'll be well-ad- 
vised to select vehicles that blanket 
this kind of home. 

Let us now take a look at various 
kinds of media and consider some 
of the facts you should keep in 
mind when you make up your 
schedule of advertising. 

ba * * 
Choosing Newspapers 

EWSPAPERS — It frequently 
+‘ happens that there is a “car- 
riage trade’ newspaper and a 
“mass” newspaper in many towns 
and cities, and you should have no 
trouble in deciding which will do 

the best job for you. Frequently, 
also, there is a morning newspaper 
and an evening one, and if you use 
only one, you should weigh the 
question carefully. 

Not always, but very often, the 
evening paper is the favorite of 
the housewife. In very large 

metropolitan areas, where men 
spend up to an hour in being 
transported to their jobs, the 
morning paper has a large male 
following. In small cities and 
towns, men are likely to give 
more time to the evening paper. 
Study your local newspapers 
carefully and demand detailed 
data about them from their pub- 
lishers. 

Generally speaking, newspapers 
are indicated when your market is 
a broad one. Obviously, if what you 
sell is groceries or drygoods or any 
product of wide consumption, the 
newspaper is a logical medium. If, 





on the other hand, your product is} 


a check protector or a calculating | 


machine, the newspaper is not like- 
ly to be your No. 1 medium. 


Rapio AND TELEvISiON—Both radio | 
and TV are mass media. It is true | 


that certain “high-brow” programs | 


appeal to limited “quality” audi- 
ences, but as a rule everybody lis- 
tens to radio and watches television 


everybody from the lowliest fac- | 


tory worker to the chairman of the 
board. Hence, if your product ap- 
peals to a limited market, broad- 
casting may be too expensive, dol- 
lar for dollar, per prospect reached. 


Radio is by no means the per- 
fect media in every situation. Ra- 
dio, which communicates with 
the prospect solely through his 
ear, has no power to portray to 
the listener the appearance of the 
product. If your merchandise 
must be seen, at least pictorially, 
to be appreciated (women’s hats 
and dresses, for example), radio 
should probably not have the ma- 
jor share of your advertising 
money. Pictures sell merchandise 


| 


: | poor television is worse than none. 
magazines, | 


think, for such preducts as bev- | Perry Buick Sponsors 22nd Annual Picnic— 
erages, candy bars and chewing | 

gum, motels, gasoline, cigarets, 
etc. In the case of such merchan- 
dise as motor cars, furniture, re- 
frigerators, television sets, etc., I 
consider them to be purely sup- 
plementary vehicles of thought 
transmission. 


If you can’t afford a superior pro- 
fessional job, you’d better forget 
| representatives attended the event. 


of wretchedly second-rate TV and 


radio on the air today. 
* * * 


» ; cannot recommend direct mail too | of your market. 
Posters a ‘Reminder’ ‘ 


| highly if you are selling merchan- | 


UP 











GS DOWN 





Either way..-his work is easier 
with MANZEL TRANS-LIFT 





THE NEW “LOWBOY” TRANS-LIFT JR. THE “HIGHBOY” TRANS-LIFT 


Permits one man operation in single post, 
twin post, or pit-type installations. Sturdy, 
wide spread tripod with ball bearing caster 
wheels. Raises to over 6 feet. Two-speed foot 
control for lowering. Rotary adjustment sim- 
plifies aligning bolts, splines and drive shafts. 


In the limited working area when cars are 
mounted on axle stands, Trans-Lift Jr., makes 
removal and replacement a simple, one man 
job. Features include: rotary adjustment, four 
ball bearing caster wheels, easy action hydraulic 
pump with handle that swivels in all directions. 





Both TRANS-LIFTS have... Write for Free Brochure 


EXCLUSIVE ROTARY ADJUSTMENT... Saves time by rotating the transmission around 
the center line or bolt circle, aligning it quickly in one operation. 


USABLE ON ALL AUTOMATIC TRANSMISSIONS... Adapters available for Fordomatic, 


Merco-matic, Hydra-matic, Uleramatic, Dynaflow, Powerglide, and Studebaker. 


gH 


LONGITUDINAL POSITIONING... Complete control by hand crank adjustment 


for removal and replacement. 





STURDY LIFTING MECHANISM... Fast-acting pump lifts heaviest loads on both 
up and down stroke. 


SAFETY CHAIN FOR USE WITH ADAPTERS +++ Chain with tension screw adjustment 


holds transmission securely during removal and replacement. 


A COMPLETE LINE OF 
SERVICE EQUIPMENT FOR 
AUTOMOTIVE DEALERS 


341 BABCOCK ST., BUFFALO 10, N. Y. 


Perry Buick Co., Norfolk, Vo., recently sponsored its 22nd annual picnic at Virginia 
beach. Picture above was taken at the last picnic. Several Buick, GMAC and MIC 


|newspapers and outdoor media. I|to reach every important segment 


I cannot emphasize too strongly 


advertising to accomplish. 
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tional city revenue. Assailing the | against overloaded logging trucks| 53 percent to the state, 32 percent 
proposal as “unfair and unjust to | is proposed by F. Walter Sandelin, to the counties and 15 percent tc 


| n T h e H Oo p p e r motorists,” Frank E. Ballantyne, | member of the state highway com- municipalities. Jones at the same 
general manager of the Automo- —_— time announced letting of thre« 
| 








bile club of Philadelphia, de- Assailing the “greediness of those| contracts for test strips to deter 
clared: “The motorists of Phila- | contract log haulers who have no| mine the best type of road unde) 
delphia already pay more than | respect or consideration for legal) comparable traffic conditions. 





New York City’s acting Traffic| hibited by the plan from stopping | 
Commissioner T. T. Wiley has pro-| at designated curbs during speci-| 














: : fied hours. There also would be their fair share of taxes.” | weight limits,” Sandelin said, “the ese) ® 

oo nS aa signs reading: “No Standing, oo oe contract log haulers get paid for Hamilton Asked to Adopt 
streets of parked vehicles during)". 4; Unloading.” | Calif. Urged to Restrict the total board feet of timber they | _, ‘ 
peak rush hours, principally on | ee “% “— o 4 i x ; carry, and too many of them don’t Vancouver Check Plan 
major mid-Manhattan crosstown Philadelphia Use-Tax Pl Loads of Logging Trucks care whether we have highways in| A bylaw to compel all Hamilton 
arteries. | f miladetpnia Use-lax tan California legislative action to) California or not.” (Ont.) motorists and truck owners 

Estimating that adoption of the| Draws Strong Protests provide more stringent penalties * * # to submit their vehicles to a twics- 
plan would speed up traffic eae Strong protests have been | Indiana Road Boss Asks ge 4 "ek te bo a 1 
thoroughfares by 10 percent, iley P > hi ‘ay-user groups | > ' . a e ugust meeting oO e 
listed the streets which would be ae a niin tan tes ala | Delay on Prices 2-Cent Gas Tax Boost traffic committee, by Alderman | 
marked for the no-parking rule aS| ¢jon in Philadelphia of a new $10 | Automotive News plans to re- | Indiana state highway commis- | William G. Harris. i 
including 23rd, 34th, 42nd and 57th! yse tax against motor vehicles, to | sume publication next week of | sioner Jap Jones is advocating a The alderman said that such a | 
in Manhattan; Prospect Ave.,| raise an estimated $4,000,000 a | its regular listing of current new- | two-cent increase in the state’s bylaw was enforced in Vancouver, ~ 
Brooklyn, from Fourth Ave. to| year, | car prices. New-car factories are | gasoline tax as a means of rais- where there had been only 10 tra’- 
Ocean Pkwy; parts of Flatbush! " Lewis M, Stevens, chairman of in the process of revising their | ing $22,000,000 in new revenue for | fic deaths up to July 31, against 16 
Ave. parts of Queens Blvd. in| the finance committee of the | suggested retail prices to reflect | highway modernization. If ap- | in Hamilton. Harris offered to the 
Queens, and the Boston Post Rd.| philadelphia city council, sug- | the new OPS order allowing pre- | proved, the raise would bring the | traffic committee an “inspection 
in the Bronx. gested the levy as one of several | Korean dealer markups. | total levy to six cents per gallon. | record card” issued by the vehicle 

Trucks and cars would be pro-| possible means of raising addi- | a oe | He said receipts would be split | inspection station in Vancouver. 
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CAPACITY OF YOUR TRUCKS 
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*You can double the number of 
deliveries per day with Anthony 
LIFT GATES to do the heavy 
loading and unloading. These 
hydraulic “freight elevators” 
keep trucks on the move. . . Cut 
down on “stopped” time with 

speedier pick-ups and deliveries. 





IMPROVE 
YOUR SERVICE 
UFT GATES “drama- 


tize’’ deliveries. 
Handle merchandise 
gently and carefully. 
Eliminate damage 
claims. Reduce per- 
sonnel accidents. 





ick way to 








ut Costs at the 


ANTHONY LIFT GATES 


One man can wheel a bulky, heavy load onto a LIFT GATE 
. . . lift it with smooth, hydraulic power . . . and wheel it 
into the truck . . . all in a matter of seconds. Simple, safe, 
trouble-free LIFT GATES lift all types of loads, up to 2000 
Ibs. Load or unload from curb, dock and ground levels. 
Cut costs up to 50%, and more. Available in types, and with 
power closing, to fit your needs. 










Models for any truck from Y2-ton to 
heavy semi-trailers. Write for the name 
of your nearest distributor. Ask for a 
demonstration or a “Model” that shows 
how to evaluate your need for a LIFT 
GATE. 

Address: Dept. 111 


ANTHONY COMPANY 






STREATOR e ILLINOIS 











| 2300 W. 63rd St. 


SAFETY MOTORS, Inc. 


OFFERS 
BRAND NEW BOTTLER TRUCKS | 








They are new FORD Fé trucks with 6 cylinder 254 cu. inch en- 
gines. 134” and 158” wheel base; 2-750x20 front tires and 
4-825x20 rear tires; vacuum Booster Brakes and Mico Brake lock 
kit; parcel delivery front end and step-in custom built cab. Body 
by Herman Body Co. Each truck has 4 decks (spaced 92”) with 
advertising compartments in rear. Truck capacities are 200 and 
250 cases each, excluding roof space. 











We invite you to stop in and look these units over — or wire, 
write or phone John W. Cunnea for prices and delivery details. 


SAFETY MOTORS, INC. 


Chicago's Leading Ford Dealer 
Phone Grovehill 6-6000 


Chicago 36, Ill. 

















Large Showroom Houses Wide Selection— 


Centrally located in Philadelphia at 401 N. Broad St., the showroom of Foreign 
Car Distributors has floor space for 35 cars, with both foreign makes and standard 
American used cars on display. The firm takes care of one problem—proper main- 
a large parts inventory. 


tenance—by carrying 
* * * 


ree 


* * * 





Foreign-Car Buyers 


Two-Auto Families, Race Fans, Socialites Supply 
Phila. Dealer with Prospect List 


PHILADELPHIA.— Who buys 
foreign-made cars and why? 


People who want a second car in 
the family account for half the 
sales of the less expensive models 
at Foreign Car Distributors here, 
according to Joseph Moore jr., gen- 
eral manager. 

“These people are turning to 
foreign cars,” said Moore, “be- 
cause they already have an Amer- 
ican car and they want to see 
what advantages foreign cars 
have.” 

Other customers are sought 
through advertising and publicity 
ventures directed at sports-minded 
racing fans and the wealthier class 
of buyer in general. 

For stock-car races, the firm oft- 
en has one of its cars on the track 
as a pace car. It also takes part in 
horse shows and suburban affairs, 
particularly on Philadelphia’s swank 
Main Line. In addition, the firm 
recently had five cars on display 
for a two-week period at the Gim- | 
bel Brothers department store. 

Foreign Car Distributors, with a 
showroom at 401 N. Broad St., has 
been in business since September, 
1951, as a branch of Mobile Motors, 
which was formed in 1941. 

President is J. P. Moore, who was 
an Oldsmobile dealer from 1927 to 
1949. The general manager, Joseph 
Moore jr., also is a vice-president, 
and J. J. Hanson is vice-president | 
and sales manager. 

The firm is centrally located in | 
the midcity shopping district, | 
with space to display 35 cars at | 
once. Generally, there are about | 
15 new cars on the floor, repre- | 
senting about eight different 
makes and 12 models, which | 
range from four-door sedans to | 
roadsters. 

The rest of the space is taken up 
by used cars of standard American 
makes which have been accepted as | 
tradeins. “We make some weird | 
trades,” commented General Man- | 
ager Moore, “but it is all a matter 
of ordinary business with us.” 

Prices on the new cars vary from 
$1,645 for a Hillman sedan to $4,170 
for a Jaguar. 

“It takes a while for these cars 
to become accepted in the commun- | 
ity. They have taken hold in cer-| 
tain parts of the country, including | 
California, Florida, Long Island and | 
Washington, D. C. 

“The Philadelphia market ap- 
pears to have an excellent poten- 
tial. We cater to a particular type 








Top Trucks | 
New-truck registrations for |} 
six months, plus 20 states for || 
July: | 
1952 Pos. Make 1951 Pos. |} 
1—141,198 Chev. 192,322— 1 | 
2— 96,412 Ford 134,753— 2 || 
38— 50,016 Dodge 57,835— 3 
4— 47,371 Inter’l 48,587— 5 
5— 41,012 GMC 54,342— 4 
6— 15,003 Stude. 16,340— 6 | 
I— 9,713 Willys 13,181— 7 || 
8— 5,793 White 7,048— 8 
9— 3,761 Mack 6,029— 9 
10— 1,880 Diam. T 2,674—10 
1l— 1,606 Reo 2,076—12 | 
12— 1,604 Divco 2,219—11 
13— 733 Brockway  1,370—13 
14 829 Autocar 1,212—14 
15— 459 Federal 652—15 
16— 362 Kenworth 378—17 
1j— 296 Pontiac 412—16 
183— 263 FWD 257—19 
19— 184 Crosley 258—18 
20— 184 White-Ster. 204—20 
21— 124 Peterbilt 166—21 
Total All Makes 
420,145 543,007 
For further details see page 
46, today’s issue. 














of customer, and we are moving 
a lot of cars.” 

Assuring a customer of proper 
maintenance and parts is the for- 
eign-car dealer’s biggest problem, 
Moore said. His firm’s service de- 
partment, located at 1535 Ridge 
Ave., covers 10,000 square feet and 
is to be expanded soon, he said. 

“Our parts department carries an 





extremely large inventory,” Moore 
said, “and we thus are able to vir- 
tually guarantee our customers that 
we shall be able to handle their 
service problems.” 

Nevertheless, Moore acknowl- 
edged, a foreign-car dealer “might 
be pretty much on his own until the 
factory can get information to him 
about certain ‘bugs’ that might de- 
velop in some cars being sold. 

“The American manufacturers 
can get such news to their deal- 
ers in a matter of days. How- 
ever, there is an ocean that sep- 
arates the factories from the 
dealer of foreign cars. Of course, 
these factories are quite helpful 
and go to pains to inform deal- 
ers about servicing problems, but 
it does take a while to hear from 
them.” 

Moore said another problem was 
that now and then a foreign-made 
car ran afoul of state inspection 
laws in regard to lights and other 
matters, and must be made to con- 
form. 

Aside from being a dealer, Moore’s 
firm is a distributor for the Hill- 
man Minx and Singer, and is seek- 
ing dealers for these cars in east- 
ern Pennsylvania, Maryland and 
southern New Jersey. 
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Se a 
But Still Average Only 4.4% ... 


Dealer Net Increases 
In Second Quarter 
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N. Y. Stations Launch 


Fight on Gas Taxes 


NEW YORK.—New York gas- 
oline stations have started a 
campaign to impress motorists 
with the facts about gasoline 
taxes. They are handing out “gas 
tax dollars” to show that New 
York drivers pay $1.29 for every 
$1 worth of gas, the 29 cents 
being for taxes. 

The “gas tax dollar” is a small 
handout, printed in green about 
the size and shape of a regular 
dollar, with a red flap on it 
which tells the tax story. Ed- 
ward D. Cray, executive secre- 
tary of the New York Petroleum 
Industries committee, said sur- 
veys have revealed that few | 








used cars was $911 in the second 
quarter, as against $891 in the 
first quarter and a six months’ 


bringing the six months’ figure | 
down to 13 percent from the 15.2 | 
percent average prevailing in the | 
first quarter. average of $902. 

This drop in the expense ratio | Used-car inventories at the end 
widened the average margin of (of the first-half of this year were 
profit before taxes from 2.5 per- |down from those reported at the 
cent in the first quarter to 5.7 |end of March—6.3 percent lower in 
percent in the second quarter, | dollar cost and 6.6 percent in num- 
and 44 percent for the entire | ber of units. 





Willys Opens Salesroom for Workers— 


The engine of the new Aero Willys held the interest of this group of production | 
workers who were among the 1,122 Willys-Overland employes and members of their 
families who dropped in on opening day at the firm's new Toledo salesroom. On | 


hand to provide information about the new Willys line of standard passenger | 





first half. 

NADA said the figures tell only 
part of the story, adding that: 

“Actually, in dollars, second-quar- 
ter operating profits were nearly 
three times those of the first three 
months.” 

* * * 

ON used cars, profits tobogganed 

in the second quarter of this 
year, as they did in the same pe- 
riod of 1951. Unit gross on used 
cars, which had averaged $47 in the 
first three months, dropped down 
to $10. This brought the six months’ 
average to $27. 

The ratio of used-car sales to new 
held at the level of 1.7 to one, but 
was somewhat higher than the 1.5 
ratio of a year ago. 

The average selling price of 


* * + 


hp days’ supply on hand at the 
end of June was 31.2, compared 
with 36.7 on March 31 and 27.3 on 
June 30, 1951. 

The ratio of used cars in in- 
ventory 30 days or longer has 
shown improvement all year, The 
percentage was 46.2 on Dec. 31, 
1951; 45.9 on March 31, and 39.4 
at the ned of June. 

The average dealer’s second quar- 
ter sales of parts and accessories 
showed a gain of 11.3 percent over 
those of the first three months. 
| Inventories of parts and acces- 
|sories at the end of June were 
|down almost 4 percent from the 
|end of March, and on June 30 rep- 
| resented a 6.3 months’ supply at the 
| current rate of sales. However, 








*Divide the six months’ Total Cost of Sa 
Average Month's Cost of Sales. Divide t 
to find the Number of Months’ Supply. 


profit from all service and parts operat 





and over. 





(Continued from Page 1) 


Parts and Accessories 


Customer Labor Sales 


*The percentage of operating (or fixed and semi-fixed) expense covered by gross 


selling (or variable) expense from total expense. 


*Volume Groups are based on 1951 deliveries of new cars and trucks as follows: 
Group I, 1 to 149; Group II, 150 to 399; Group III, 400 to 749; Group IV, 750 


les of Parts and Accessories by 6 to find 
his figure into June 30th Dollar Inventory 


ions. To find operating expense, subtract 











vehicles was Quentin Dupee, far left, (in helmet), one of the sales force staffing the | 


salesroom set up in a Willys-Overland factory building to enable the men and women 


who build the vehicles to purchase them 
before and after work. 


conveniently during their lunch hours or 


people realize how quickly com- 
bined federal and state gas taxes 
add up. 








stocks were nearly 11 percent high- | 
er than year-ago levels. 


* * * | 


ABOR sales in the second three 
months of 1952 increased over 
those of the first quarter for the 
average dealer by 11.3 percent, ex- 
actly the same increase shown for 
parts and accessories. 

Gross profit on customer labor 
sales ranged from 37.5 percent for 
smaller dealers to 48.2 percent for 
larger ones. This, NADA said, em- 
phasized the apparent ability of the 
larger shops to operate on a more 
efficient basis than the smaller ones. 

Service sales of all kinds, in- 
cluding customer labor and parts 


over the second quarter of 1951. 
This increase, coupled with re- 





At Tenn. Conclave 


NASHVILLE. — Four speakers 
have been listed for the annual 


ald C. Barnhart, assistant manag- 
ing director of NADA, and John J. 
Hooker, senior partner of Walker, 
Hooker, Keeble, Dodson and Har- 
ris, in Nashville. 

James A. Ayers, Tennessee NADA 





help sales executives plan easily 

conducted incentive campaigns. 
“A sales incentive or a premium 

program now can be operated with 





E. Main St., Bayshore, N. Y., ac- 
cording to C. S. Jessen, vice-presi- 
dent in charge of the New York 





office. 





Nash, K-F Blast Quotas 


Take Lead in Voicing Dissatisfaction 
Over Changes by NPA 


(Continued from Page 6) 


petitive factors, and the under- 
building of their quotas on the 
part of some independents, that 
NPA redistributed 1.32 percent of 
industry production ceilings. 
However, companies which have 
failed to fulfill their output quotas 
have steadfastly denied that lack 
of demand for their product was 


MONG some independents, re- 


an entirely new line in production, 
was dropped from 1.21 to 1.20. 


* * z 


On the other hand, Packard, 
which had its quota lowered from 
2.09 to 1.88, appeared undaunted 
by the development. Packard of- 
ficials said the company would go 
ahead with previously announced 








Steffan, Wisconsin's Miss Dairyland of 
1952; J. W. Austin, Capital's sales vice- 
president, and H. C. Doss, Nash sales vice- 
president. 





materials from earlier quarters of 
the year to see it through. 

Under the new NPA schedule, 
Ford, which had waged a long and 
unsuccessful fight to have its for- 
mer 21 percent boosted to 23.42, 
came in for an increase of only .31 
percent, to 21.31. 

* a + 


ORD officials were described as 


« . the reason. Instead, they have cited : . 
How Dealers Are Faring |) ite "tcent*scatter ofr the |Itbor dificlties, "shutdowns. for| I being neither pleased nor espe 
' . | model changeover and parts tieups. | Clally dejected. ey acknowleage 
first quarter, and 13.6 percent ig ae ag PS\that Ford had gained some relief 


to compensate for its claim of im- 
proved competitive standing, but 


Used Vehicles duced fixed expenses, jumped the caitaeaer Game te yo Bag d vert {they noted that the relative posi- 
Selling Price Ratio Used Unit Gross Profit Per ||industry service absorption aver- | SoX BENS Mt iderati part |tion of each company in the indus- 
Per Unit Sales to New Used Unit Sola ||age to 67.9 percent—up from the | {rom prestige considerations, par-|+.. remained unchanged in the 
6 Mos. June 6 Mos. June 6Mos. June || 57.3 figure at the end of March. It | ticularly in the low-price field. NPA listing. 

Volume Group I $881 $867 2.0 2.0 $26 $13 || also boosted the figure for the en-| Here, observers said, was the General Motors, which received 
Volume Group II $921 $944 1.6 1.6 $34 $31 || tire first-half to 62.4 percent. feeling that NPA’s juggling might/ the lion’s share of the quota hike 
Volume Group III $890 $899 1.4 1.4 $22 $31 While this is by no means an leave the public with the impres-| _¢rom 41 percent to 41.62—here- 
Volume Group IV $992 $934 1.1 1.2 $21 $19 || imposing average,” said NADA, “it | sion that some manufacturers were| tofore has remained aloof from 

Industry Average $902 $892 1.7 1.7 $27 $19 || definitely points to progress in the | “doing better” while others, with| the controversy. 

right direction, and represents the | similar cars to market, were “doing| ,jthough GM had expressed dis- 
cece tn Eaten «6 penputagoet j\sharpest climb registered since | worse.” satisfaction with its previous rating 
b. y ’ e s ” . . * % 
Inventory In Inventory In Stock 30 Days 1949. In addition to K-F and Nash, |it had said that it wanted no im- 
6-30-'52 6-30-"52 Or Longer three other independents had to | provement which would work to 
Volume Group I . .. 36.1% $831 42.4% Dr Haake Do le take a quota cut. the disadvantage of the smaller 

— —— -S : = poo oe 9 yes Hudson had been angling for an —, m —— ;, 
olume Group . 22. 0% increase to take care of its pro- udebaker was breathing easier 
Volume Group IV 18.8% $983 22.7% Barnhart to Speak jected lighter car before being cut | With ‘its increase from 4.13 to 4.19, 
Industry Average 31.2% $859 39.4% from 2.93 to 2.52, and Willys, with|}and Chrysler withheld public com- 


ment on its advance from 21.43 to 
21.76. 


* * * 


N HIS blast at the NPA order, 


6 Months’ *No. Months’ convention of the Tennessee Auto- UDSON summed up its position | ‘ : 

New Unit pery Ay Inventors = motive Assn. to be held in Nash- H last week by saying: pig eer ena Paces. See 
a -, a To — 6-30-52 = over ville Oct. 26-28, it is announced by “During the free competitive!” “{nstead of a reduction, current 
‘om he poss np Herbert G. Roberts, general chair-| period prior to Korea, we accounted competitive facts call for an in- 
Volume Group I $527 28.1% 30.3% 7.1 17 man. for 3.8 percent of industry business.| crease in our percent of industry. 
Volume Group II . . $454 28.5% 28.6% 5.7 2.1 They are Dr. Alfred P. Haake,/1t goes seem inconsistent of the During the second quarter of this 
Volume Group III $402 27.8% 27.6% 5.2 2.3 consulting economist, General Mo- | overnment to reduce us now to Nash produced 4.09 percent of 
Volume Group IV . $424 25.6% 26.7% 4.9 2.4 tors; J. C. Doyle, general sales and | 5 59 percent.” oes eee “ Mash 4 - old 

Industry Average ......... $481 27.9% 29.2% 6.3 1.9 advertising manager of Ford; Don- | ~ : intuctey on - re 


much more than the 3.42 percent 
we are now given. 

“Retail sales figures for the first 
six months of this year are the 
latest ones available. They show 
that despite a new-model change- 








6 tise Gite ne director, will moderate the conven- — for a sharp increase in ae over in January and February, 
Per New Unit Grose Profit || tion’s panel sessions. uction, relying on a carryover of | Nash, with one minor exception, 
To Sales Directors and panel subjects will was the only company in the indus- 
Average 6 Mos. June include Turner A. Summers, Ken- try whose retail sales exceeded those 
Volume Group I .... $82 37.5% 40.6% tucky, “Dealer Employer-Employe for the same period of last year. 
Volume Group II . $318 43.2% 44.6% Relations;” Alton M. Costley, Geor- Seas = 
Volume Group III $270 44.8% 46.7% gia, “The Role of the Dealer in 
Volume Group IV ... .. $254 48.2% 46.9% Public Affairs;’ H. Mead Norton, Downs H eads Sales 
Industry Average . .. $310 40.9% 42.9% Oklahoma, “Factory-Dealer Rela- e 
F °  |Itions,” and Ernest Burwell, South For Houdaille 
Carolina, “Dealer Business Man- 
i 7 ” DETROIT.—Frank T. Downs, 46, 
6 _seeat Service Sales a has been appointed sales manager 
a stage o ;j 
Sales Per New iross *Serv of Houdaille-Hershey Corp., Detroit, 
' Unit ‘Sold . To Sales . Pos: ol Cappel, M’Donald Offers according to President Charles 
Average 6 Mos. June 6 Mos, June ~ s Is’ Ki Getler. neat ag 0 
ntiv Oils it —_ 
Volume Group I $997 30.8% 32.0% 61.4% 70.4% Incent vl To ‘ . Downs joined 
Volume Group II 73 . % DAYTON, O.—An informative the firm as a sales 
p $8 33.8% 34.4% 59.9% 65.1% : Fg et : 
Volume Group III $766 34.4% 34.8% 66.7% 69.5% || Sales Promotion kit, “Simplified In- engineer in 1944 
Volume Group IV _ $763 33.6% 33.9% 67.7% 68.1% || centive Tools,” has been prepared after previous 
Industry Average $907 32.2% 33.0% 62.4% 688% ||PY Cappel, MacDonald & Co. to sales experience 


with two major 
automobile com- 
panies. He has 
been assistant di- 


: almost ‘pushbutton’ simplicity,” ac- visional sales 
Ratio of Departmental Sales to Total Sales cording "so Eten FF. Machonald, manager for the 
Total Miscel- resident of the company, “usin = past six years. 
New Cars Used Service laneous a materials shown pages kit.” . Capital Honors Nash ‘ “Promotion of ona ©) See 
and Trucks Vehicles and Parts Sales a ee Honoring Nash on its 50th anniversary, | Downs is in keeping with company 
6 Mos. °52 6 Mos. "52 6 Mos. °52 6 Mos. °52 if & Capital Airlines recently christened its policy of advancing younger men 
Volume Group [I ...................... 46.8% 33.1% 18.8% 1.3% CLT. Appoints Haines super-Constellation flight from New York|into key positions,” Getler said. 
Volume Group II .................... 50.6% 30.7% 17.7% 1.0% Gerard P. Haines has been ap-|to Milwaukee the “Golden Airflyte,” of ‘ = 
Volume Group ITI .................. 53.0% 27.9% 17.3% 1.8% pointed district manager of Univer-| named after the 1952 Nash Golden Air- 
Volume Group IV sesneeee 53.8% 26.8% 18.4% 1.2% sal C.L.T. Credit Corp.’s office in| flyte line. Shown at the christening in Rosser Moves Up 
Industry Average .................... 49.1% 31.2% 18.4% 1.3% the South Side Bank building, 77-79 | Milwaukee are (left to right): Beverly Ann Leo T. Rosser has been appointed 


vice-president and assistant gen- 
eral manager of Seiberling Rubber 
Co. of Canada, Ltd., with W. H. 
Mason as secretary-treasurer. 
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NUCDA Meets in Cleveland Oct. 16... 





Study of High Costs 
Set for U. C. Parley 


ATLANTA.—Theme of NUCDA's| whole, the men are constantly on 


sixth annual convention, opening 
Oct. 16 at the Hotel Hollenden, 
Cleveland, will be “Increasing Net 
Profits in the Face of High Costs,” 
according to President James C. 
Downing, of Atlanta. 

Commenting on used-car sales 
outlook in coming months, Down- 
ing said: 

“I think the auto business will 
be at least as good as during the 
same period of 1951, We must 
keep an ever-watchful eye on 
inventories, paying particular at- 
tention to late-model, high-priced 
units.” 

Downing explained selection of 
the convention theme. 

“Dealers who take time away 
from their business to attend 
NUCDA conventions come for the 
good they get out of it. On the 


Quotas 


(Continued from Page 6) 





made of production and availability. 

As to the industry’s chances for 
more CMP tickets for steel in the 
fourth quarter, the Motor Vehicle 
division has an appeal pending be- 
fore the Defense Production Ad- 
ministration for getting the 7 per- 
cent deficit which, if granted, would 
give auto manufacturers 80 percent 
of their allcetmment. Whether the in- 
dustry wil get the other 20 percent 
of its needs is dependent on the 
producers’ willingness to buy for- 
eign and conversion steel. 

Six auto industry executives last 
week were issued “certificates of 
meritorious service’ by NPA and 
DPA for serving both agencies in 
W.O.C. capacities during the past 
18 months. 

They are: Courtney Johnson of 
Studebaker, who served as direc- 
tor of the Motor Vehicle division 
for more than a year; Larry 
Doyle, of Ford, who was an ad- 
visor to the division; Philip C. 
Johnson, of Willys, who served 
as industrial analyst in the divi- 
sion; Lincoln G. Love, of Ford, 
who was deputy director of the 
Metalworking Equipment divi- 
sion; William E. Osband, of Pack- 
ard, who was an advisor on crit- 
ical materials in the Motor Ve- 
hicle division, and Loren F. Van 
Nortwick, formerly of Dodge, who 
was an advisor in the truck 
branch. 


Firing of 1,000 employes last week 
in NPA and DPA combined will 
have its effect on the Motor Ve- 
hicle division, which is losing 17 
personnel. As a result the engine 
and engine component branches are 
being consolidated and the buses 
section is coming under manage- 
ment of the truck branch. 

The subject of establishing a cut- 
off date on carryover of unit pro- 
duction deficiencies has been under 
study by the Motor Vehicle division 
for some months, but no decision 
has yet been reached as to how 
many quarters these carryovers 
should be allowed. It is probable, 
according to best information, that 
the carryover authority will con- 
tinue unrestricted. 





Du Pont Loses 75% 


Of Estate in Taxes 
PHILADELPHIA. — About 
three-fourths of the estate left 
by Lammot Du Pont, former 
president of the Du Pont Co., 
will go to inheritance taxes, it 
was announced here last week. 
The estate was valued at $75,- 
325,000, according to a late affi- 
davit, but it was estimated un- 
officially here that inheritance 
taxes would take $56,138,200. The 
first $10,000,000 would be taxed 
$6,088,209, and the remaining 
amount at the rate of 77 percent. 
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the alert for ways and means to 
improve their businesses, and we 
try to plan the program accord- 
ingly.” 

Downing said NUCDA had in- 
vited men qualified to explain seven 
principal subjects to convention 
delegates: Business outlook for 
1953, especially in the auto indus- 
try; installment selling and auto 
ownership; stolen and mortgaged 
vehicles; used-car advertising; 
dealer and industry relations; mer- 
chandising and inventory control, 
and corporations versus partner- 
ships for used-car dealers. 

He also announced committee 
appointments. They include: 

Finance — Chairman, Cyrus S. 
Gorson, Philadelphia; H. A. Hen- 
nies, Denver; Jack Geller, Detroit; 
James Baker, Gulfport, Miss; Harry 
Halpert, Cleveland; Louis E. Baker, 
Providence, and J. M. Vickers, 
Houston. 

Ru.Les AND By.taws — Chairman, 
Carl Marker, Ft. Wayne, Ind.; Max 
M. Pomeranz, Denver; W. J. 
Rodgers, Ocala, Fla.; Rudy Broome, 
Augusta, Ga.; Arthur Waterman, 
Portland, Me.; Martin McCollum, 


Flint; Jack Mohrhardt, Saginaw, 
Mich.; Allan Bergman, Hillside, 
N. J.; H. C. Brown, Akron; Lee 
Filgo, Dallas, and E. C. Carson, 


Lubbock, Tex. 

Lecistative—Chairman, Ray Hay- 
ward, Omaha; Frank Rosenberg, 
Fresno, Calif.; Dave Finnigan, Den- 
ver; Edward Friedson, Washing- 
ton; L. P. Evans, Miami, Fla.; 
Homer Herndon, Tampa, Fla.; B. C. 
Young, Atlanta; Abe Levin, Chi- 
cago; Alec Keller, Detroit; Ray 
Williams, Flint; James Fowler, 
Jackson, Miss. 

Also, Max Bloom, New York; 
Louis Geller, Akron; Ben Hart, 
Cleveland; Wm. Lee, Tulsa, Okla.; 
Jules Kutner, Philadelphia; Al 


| Schwartz, Pittsburgh; Sheldon 





| Stiegel, Providence; Paul McClure, 
| Amarillo, 


Tex.; Walter Wilson, 
Dallas, and Ray Miles, Norfolk, Va. 

MEMBERSHIP — Co - chairmen, Ray 
Miles, Norfolk, Va., and R. W. 
Workman, Lubbock, Tex.; M. R. 


Smith, Phoenix, Ariz.; Charles 
Miller, Los Angeles; William Fitz- 
patrick, Waterbury, Conn.; Sam 
Hicks, St. Petersburg; William 


Thornton, Atlanta; E. A. Addison, 
Chicago; Herbert Greenwalt, Balti- 
more; F. A. Obey, Everett, Mass.; 
Orville Sherwood, Detroit; Howard 
Lintz, Flint; Gordon Hope, Grand 
Rapids, Mich. 

Also, John J. Parisi, St. Louis; 
Harry Gottlieb, Brooklyn, N. Y.; 
Charles Lazzaro, Cleveland; H. C. 
Bemis, Tulsa, Okla.; Ben Franks, 
Philadelphia; Stanley Hoffman, 
Philadelphia; Elmer Norris, Knox- 
ville; Cliff Pettit, Knoxville; Tom 
Blundell, Dallas; Joe Craft, Dallas; 
Dick Smith, Waco, Tex.; H. D. 
Lowry, Salt Lake City; A. Diggs 
Hewitt, Norfolk, Va.; William Lut- 
ter, Milwaukee. 


Awarps — Chairman, Jack Geller, 
Detroit; Alec Keller, Detroit, and 
Yale Simons, Detroit. 

Pustic Re.aTions— Chairman, 
Yale Simons, Detroit; R. B. McCoy, 
Denver; Jules Lafferman, Washing- 
ton; Lynn Wertz, Detroit; Sidney 
Plapinger, Trenton, N. J.; Cy Born- 
stein, Cleveland; Guy Anderson, 
Tulsa, Okla.; Moe Cerota, Philadel- 
phia, and D. F. Eaton, Lubbock, 
Tex. 


Truck Leasers 


Set Conference 


CHICAGO.—Members of the Na- 
tional Truck Leasing System will 
meet for a fall conference Sept. 
29-30 in the Sheraton hotel, St. 
Louis, according to System Presi- 
dent Howard L. Willett jr. 

Willett, president of Willett 
Truck Leasing Co., Chicago, credits 
an intensive national education and 
promotion campaign for making 
truck users increasingly aware of 
the truck-leasing plan. New de- 
mand is concentrated on heavier 
and specialized equipment, he said. 











Economists from 31 Nations Visit Olds— 


Largest international group ever to visit Oldsmobile toured the plant in Lansing 
recently while attending the international conference of agricultural economists at 
Michigan State college. Here some of the visitors are watching a 1952 model come off 
the final assembly line. Thirty-one nations were represented. Many of the visitors 
from overseas saw American mass production in operation for the first time at 


Oldsmobile. 





Book Tells How Businessmen 


Fight Urban Traffic Chaos 


WASHINGTON. — How business 
and civic leaders from numerous 
communities are attacking com- 
munity problems arising from rap- 
id growth, traffic congestion, inade- 
quate parking facilities and urban 
blight is described in a new book 
issued by the U. S. Chamber of 
Commerce. 

“Business Action for Better 
Cities” is the record of a two- 
day national businessmen’s con- 
ference on urban problems held 
in Portland, Ore., recently. It in- 
cluded four panel discussions and 
two major addresses. 

Panel discussions centered 
around four topics: Urban plan- 
ning, streamling traffic, off-street 
parking and urban redevelopment. 

Most of the time at each session 
was devoted to answering ques- 
tions propounded by the 370 busi- 
nessmen and officials who attended 
the conference to seek guidance in 
bettering conditions in their home 


communities. located in 18 states, 
Hawaii and Canada. 

Answers were furnished by sev- 
eral panel members at each session, 
selected on the basis of successful 
experience in the respective fields. 

What changing conditions and 
the trend toward decentralization 
are doing to American communi- 
ties was outlined by Larry Smith, 
president of Larry Smith & Co., 
Seattle. 

In another major talk, G. Donald 
Kennedy, assistant vice-president, 
Portland Cement Assn., Chicago, 
answered the question: “Can Our 
Cities Survive?” in the affirmative, 
using Los Angeles as an example of 
successful planning and action to 
solve urban transportation prob- 
lems. 

The book also features a brief 
talk by an automobile dealer, Hen- 
ry Kearns, president of San Gabriel 
Valley Motors, San Gabriel, Calif. 
Kearns, also a director of the U. S. 
Chamber of Commerce, discusses 
“Streamlining Urban Traffic.” 













Car Owners Want This Latest 
of All Modern Car Devices 


AUTO-UP* puts up the convertible 
top and/or automatic windows the 
INSTANT RAIN STARTS. Makes au- 
tomatic windows really automatic. 


Protects car interior in case of 
sudden showers. Saves battery 
and lift mechanism. AMERICAN 


LEGION MAGAZINE says: ‘With 
AUTO-UP science has gone as far 
as it can go with convertibles.” 
Only five models needed for all 
makes. Full instructions and wiring 


diagram with each unit. List prices: top $39.50; 


windows $59.50; top and windows 


$69.50. 


Prepaid. Dealer discount 40%. Fully guaranteed. 


*Patents pending 


AUTO-UP DIVISION 


SUPERIOR ENGINEERING CORP. 


47 N.E. 22nd Street 


Miami, Florida 


r- 


Is Sweeping the Country! 


It’s the hottest accessory in years 








Auto-Up Division 


AUTO-UP 
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SUPERIOR ENGINEERING CORP., 
47 N.E. 22nd St., Miami, Florida 


: Windows...... 
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You've read about 
AUTO-UP in: 


MOTOR TREND 
NEWSWEEK 
POPULAR SCIENCE 
THIS WEEK 
AUTOMOTIVE 
NEWS 
NORTHWEST 
MOTOR 
AUTOMOTIVE 
NEWS (Pacific 
Northwest) 
AMERICAN LEGION 
MAGAZINE 
DETROIT TIMES 
DETROIT NEWS 
DETROIT FREE 
PRESS 
and many other 
publications 


MR. DEALER: BE READY! 
Use coupon to order your 
AUTO-UP units today 


i 
Rae 
o=% ) 


—_ 
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units for: 
: Top and Windows 
Year.. 
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Auto News and Gossip from the Continent .. . 
Reich T Dictate Engine Size | 
By George L. Glaser | standards, is a big car. Especially | young and wealthy. The company 
Special to Automotive News | noteworthy were his remarks on |seems to have more _ blue-bloode? 
RANKFORT, Germany. The| how he felt when he switched |customers on its books than any 
collector of internal revenue in| from a small European car, drove | other firm, with the list aboundin: 
Germany is, in a sense, the coun-| the DeSoto for 1,500 miles and | in princes, counts, etc. 
try’s most influential auto engineer.| then went back to a European Porsche reportedly has more and 
The age-old method of taxing a| ©8™ \bigger hotrods on the drawing 
| vehicle according to its engine dis-|, AS everybody over here can easily | boards, and exports are going ac- 
| placement means that the treasury at cana the oe oor to| cording to schedule. 
' . . i ictate he | Set used to the riding comfort, ease In the large sports-car class 
International Harvester's Sleeper Cab Tractor— ‘Geuks takes Geen. ea Se ots We Maes teak eee, a ee ee | 
Four thousand miles for eggs is the round trip route run by this International | : * Des American car. Upon getting back/three liters, the Mercedes team 
LFCD-405 sleeper cab tractor owned by Berchtold Transfer Co., Columbus, Neb. The Phd gage as coaenaae into a run-of-the-mill European car, | started with four vehicles. All had | 
cab-over-engine six-wheeler, powered by a diesel engine, mounts a ‘‘sliding fifth) that the poor relationship of one immediately notices the greater new open bodiese, and they ce: \ 
wheel,” and hauls a 35-foot aluminum body tandem axle refrigerated trailer. The weight to engine size in many , required on the part of the | tainly operated like clockwork. i 4 
sliding fifth wheel permits overall length changes ranging from 45 feet, five inches to . : » di , . ‘ j 
50 feet, one inch, to meet various state length requirements. The 194-inch wheelbase pag ong Hope drama direetty Oswald also had an opportunity Factory Teams on Top i | 
tractor was built at International's Everyville (Calif.) plant. As one designer told me, “Tomor- [JNFORTUNATELY, they had no | , 
* * # * ¢ row they could put a tax on the competition to speak of, al- ¥ | 
» 6 surface of brake linings. Then though one smaller French Gordini 
I tL L f l what?” put up a fight for second place for 
hn erna ond ( /nvet S Certainly, it seems to me that it a few rounds until his transmission | | 
would be a healthier thing for the went out. The much-played-up Alfa 
* Mi l industry if there were a different Romeo entry failed to materialize. 1 
LX C10 oO e S type of levy, one that would permit A similar situation prevailed in 
a designer to determine engine size the big race-car event, with the 
CHICAGO. — Six new Interna-| speed axle drive in the LC and | Without a i about the tax ex- Ferarris having the field just about 
tional cab-over-engine truck mod-| LOD four-wheel units. pense invo ved. , to woe ge age Mage Alberto Ascari 
els, with a choice of diesel, gasoline} perkins said the LTC and LTCD As it is, small engines frequently winning for the third consecutive 1 
or liquefied petro- : : are driven at full capacity and re- time. All in all, against a factory { 
leum gas power vehicles feature the same choice| quire a four-speed transmission as team, there isn’t a private sports- t 
plants, have been of single axle drive units in com-| a substitute for engine power. man who can compete. 
introduced by the| ination with dead (load-carrying)| European buyers usually ask first| Sqgying on Tires— It should be pointed out that this 
motor truck divi-|#xles in either pushing or trailing| about the top possible speed instead R ; type of event has become a matter 
sion of Interna-|2!Tangement, with a selection of|of the lowest easy-to-drive speed Thrifty German motorists take mojof national pride. Take, for ex- 
tional Harvester| five dual-drive tandem-axle assem-|in high gear, and about sufficent chances on damaging their precious tires. | ample, Mercedes. { 
Co blies in the LFC and LFCD models.| power for getaway without much aan prays cageienn, dbo wae ar ants people » not > 
' i ’ shifting. The only answer seems to | @ NO! Cay have surrounded Meir tires with) gard Mercedes as merely a make 1 
aR H Perkin | Bu th, Mem plan | be larger engines which ate miter gro Poles em Yom he] Of ane Yok upon the tare: | 
for I-H motor |are specialized to meet length re-|€COnomical and which would last rays of the a?” — pronged star which identifies | | 
trucks, said the |uirements in all states, Perkins| longer. this automobile asa nationalsym- | | 
og . * * +# , bol, and this knowledge forces 
additions to the | said. a ? to drive the DeSoto V-8 and was Mercedes te take ne ch ‘ 1 j 
W. K. Perkins company’s line One of the outstanding features Critic Admires DeSoto highly impressed. By the way, the| ang to compete only when pee t 
include the diesel-powered LCD- | of International’s new cab-over- . OSWALD, tester and critic for |Small DeSoto sells in Germany for) ;, very likely. For this reason, the P 
405, LFCD-405 and LTCD-405, and | engine series is that all of the the trade journal Das Auto in|the equivalent of about $4,412 and| jew supercharged sports car was 
the gasoline or LPG-powered LC- | models can be used with standard-| Stuttgart, Germany, has written |is subject to an annual vehicle tax! 194 permitted to start. i 
405, LFC-405 and LTC-405 models. | ized 35-foot semi-trailer equipment | one of the most objective reports of just under $155. The new Mercedes 300 SL gains 
Axle selections available in the | virtually anywhere in the U.S., even| I have seen on a U. S.-built vehicle. Pg ee its speed and performance not only 
new series include single reduc- |when a sleeper cab is required,| Oswald tested a small-model | Why Races Are Popular from the engine design but from 
tion, double r ion and two- | Perkins pointed out. — DeSoto, which, by European | ys IT sport, is it advertising, or|the fact that every ounce of weight 
is it a national pastime? In|which could be saved has been ‘ 
speaking of Europe’s oft-held motor | saved. } 
events, I’d say that all three factors| The car has a tubular, nacelle- 1 
come into the picture. type framework weighing only ‘ 
Readers have asked me to ex-|about 110 pounds. The engine, an i 
plain what it is about road races | overhead-camshaft six, is mounted 
that attracts such enormous crowds | at an angle of 45 degrees in order 
of spectators who can see only a|to make the car low. 
minute portion of the entire race. ; - = + 
an — one can report | Roads Eat Up Cars 
that more than 500,000 rsons . fc 
GRILLE GUARD streamed into Stuttgart i the poor roads are making driving 
TRUNK GUARD Solitude motorcycle races and an expensive venture in Ger- 
that some 250,000 visited the out- many.The secretary of transporta- 
- «+, | tion, Dr. Seebohm, has said that at 
of-the-way Nuerburg Ring, it least 40 f ll 
seems obvious that this type of ag Percent of all roads must 
event is more of a folk festival 1 ease and widened. 
than a simple sports contest. oq is hardly a car made that 
The Nuerburg Ring is a famous ait ° He gee _— the con- 
race track about 15 miles long ~ rons Ww rs exist here without | 
around Nuerburg castle in the Fifel |@Ving to be repaired more fre- | 
mountains, about 60 miles west of |@emtly than should be necessary. | 
the Rhine river from Coblenz. Springs, suspension parts, shock | 
Driving there, one becomes part oe and — _— = | 
of a race before the race. Too many i oF Pi at 7 — citp, regard- | 
motorists appear unaccustomed to|/€SS of how well they may be made. | 
driving under congested conditions, — 
and to stay in one lane is an un- Ford Pays No Dividend 
known rule. Perhaps the sudden in- 4 bees Ford corporation of Ger- 
crease in available cars has put many—Ford Werke Aktienge- 
many new drivers on the road who|sellschaft, in Cologne—has_ an- 
: need an adjustment period; the | nounced that there will be no divi- 
EXHAUST Every automotive heavy accident figures bear this out | dend for the fiscal year just ended, 
accessory that bears only too well. in spite of improved business con- 
EXTENSIONS the Cello name is the For $1 in German poem, a spec-| ditions. 
tator gains the privilege of seating The compan explained that 
result of over 40 years of himself on the ground in the curve | heavy Pc oa i eke payment tT 
engineering experience. called Swallow's Tail. There are|of a dividend impossible. 
, wiry aged — .. o no seats at this track except for = 
inest of its kin ecause Cello the small area around the starting 
uses better materials, more careful and finish lines. = LICENSE PLATE 
workmanship and constant inspec- 4 >: ie 
tion to assure your customers of Hot Rod’ Event Staged FASTENERS 
lasting satisfaction. A satisfied cus- HREE races took place, with 
tomer means more profits for you. PA el b peg od ie eau eee 
GRILLE GUARD : : ‘i 
ste eal When you sell Cello Guards you provide tors had only the loudspeaker sys- 
the best protection money can buy. Custom tem to keep them posted on results. 
styled guards are available for all 1952 cars In the first race over six laps, 
pews == ; as well as models back to 1946. tg Rare flashed to victory in 
ADJUSTABLE, STAINLESS [I~ / | Join the thousands of successful merchan- rant the BMW. He pealligg 
LICENSE PLATE FRAMES 4B - disers who are now featuring the complete by a newcomer, the Borgward. ON OR OFF WITH A 
Cello line, and get your share of those extra This Borgward firm, of Bremen, QUARTER TURN 
a profits. now has its own racing department. Heavy inch bole (with rehead and 
= ; } . ; ; i ; square shoulder) faste i 
oe _ Pd f / , life a information send for our Free ware of dees ok aes aaunane in place. Will not lose Pa 
ff 4 a a | price lists and catalog pages. onan = an age of the — PLATED TO PREVENT RUST 
man hotrod make, the Porsche. No. 51—Dealer Cost, 
Belgian woman driving one of BOGID caserssnencecarsncsrascosccsesooncocse $ .20 
GRILLE GUARDS these speedy little coupes passed (Packed 13 to Box) 
up a number of the men drivers Meneg-Back Guasantes 
and gave them a difficult time ~ tee nl or pte m 
Quality Automotive Products of it. The winner, however, was Direct. Write today fer roy eatahan 
Max Nathan. of Mainz. of over 200 Houser service items, 
, / | for Forty Years yinis Porsche car, based on the 
olkswagen design, has become the Engr. & Mfg. Co.% 
/ /Cello Products Co. 161 Prescott Street, East Boston 28, Mass. fashionable small sports car of the HOUSER ion. indione 
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Quiz Aids Fire Safety 


Institute Offers List of 20 Questions for cle es 
To Point Up Role in Prevention 


NEW YORK.—Increased employe | 
interest in fire safety problems is | 
an important key to reduction of | 
the nation’s annual $700,000,000 | 
loss, according to Paul W. Eber- 
hardt, president of the Fire Protec- | 
tion Institute, a national fire safety | 
research organization. 

To focus attention on the em- 
ploye’s role in fire protection and 
prevention, the institute has re- 
leased a 20-question “Quick Quiz 
on Fire Safety” for use by business 
and industrial workers throughout 
the country in connection with Fire 
Prevention Week Oct. 5-12. 

“Industrial fire safety really com- 
prises two distinct problems, and 
employe attitudes are crucial to the 





Trailer Shipments 
Show Decrease 


Of 22% in June 


WASHINGTON. — The Depart- 
ment of Commerce has _ reported 
that factory shipments of truck 
trailers in June this year totaled 
4,027 units. 

This, it was pointed out, repre- 
sented a decrease of 22 percent 
from May shipments of 5,166 
trailers. 

Vans, it was shown, accounted 
for 36 percent of the 3,674 complete 
trailers shipped in June. Platform 
trailers represented 29 percent of 
the total. 

There were 157 companies report- 
ing production or shipments of 
truck trailers during the month, 
according to the report. 





Arizona Dealers 


Set Parley Date 


PHOENIX, Ariz.— The Arizona 
State Auto Dealers Assn. plans to 
hold its annual convention Oct. 
12-14, at the Pioneer hotel in Tuc- 
son, Ariz. 





solution of both,” 
clares. 


“The first problem arises when 
management tries to do every- 
thing that can be done to pro- 
tect its workers from fire, only 
to have employe carelessness dis- 
sipate these safety practices. The 
second problem involves the com- 
pany whose management does lit- 
tle or nothing to provide safe- 
guards from fire, beyond mini- 
mum practices required by law. 
“Both conditions can be corrected 
only when employes are made fully 
aware of the importance of fire 
safety to their jobs and their lives.” 


Questions in the institute’s “quick | 
quiz” are all phrased in the first | 
person to dramatize the individual 
worker’s stake in fire safety prac- 
tices. The institute says that if an 
employe can’t answer yes to at 
least 14 of the 20 questions, he faces 
definite danger if a fire should 
break out where he works. 

Following is the text of the quiz, 
copies of which are available from 
the institute at 670 Fifth Ave., New 
York City: 

1. Am I as careful about fire 
safety at work as I am at home? 

2. Is the place where I work in- 
spected regularly for fire hazards? 

3. Do I know the location of the 
fire extinguisher nearest my 
working area? 

4. Is there an adequate supply of 
Underwriters’-approved extinguish- 
ers, considering the lives and prop- 
erty involved? 

5. Has anyone ever shown me 
how to choose and use the right 
extinguisher? 

6. In case of fire, has anyone been 
assigned responsibility for emer- 
gency measures? 

7. Are all fire exits kept clear at 
all times and do I know where they 
are? 

8. Has detailed fire safety mate- 
rial ever been given to me, showing 
me what to do in an emergency? 

9. Are “no smoking” rules ob- 











Ya to 2-ton models. 
F.0.B. Chicago + Tax extra 
A minor added in- 
vestment protects 
the major invest- 
ment — particularly 
important now. 
Easy to install. Write 
for details. 


World's Most Widely Used Grill Guard 


VOLTZ BROS., IN 
SIUR-DEE ser GUARDS 





2520 S. INDIANA AVE. 
CHICAGO 16 


Eberhardt de- 


served in ‘all hazardous areas? 
10. Where smoking is permitted, 
lis there an adequate supply of ash 
| trays? 

11. Do I know where the nearest 
fire alarm box is? 

12. Do I know how to report a 

fire by phone? 

13. If the clothing of a fellow em- 
ploye caught fire, would I know 
| what to do? 

14. Have I ever been asked to 
participate in a fire drill? 

15. Are the flammable materials 
used where I work stored and 
handled safely? 

| 16. Do I know where the nearest 
| fire hose is located? 

| 17. Do I encourage those who 
work with me to practice fire safe- 
ty principles? 

18. Does my company publication 
| occasionally carry material on fire 
safety? 

19. Am I confident my employer 
is doing everything that should be 
done to protect all employes from 
fire? 

20. Could I get another job 
promptly if the place where I work 
should be destroyed by fire? 


Dealers Plugging 
For Tax Changes 
In Neb. Election 


LINCOLN, Neb.—Nebraska auto 
dealers are seeking adoption at the 
November election of a proposed 
state constitutional amendment to 
allow the state legislature to deter- 
mine the amount of property tax 
assessments against motor vehicles. 

John B. Quinn of Lincoln, execu- 
tive secretary of the Nebraska New 
Car Dealers Assn., is serving as 
resident agent for a nonprofit citi- 
zens’ group seeking approval of 
this and five other amendments. 

He explained that under the 
present taxing system many motor- 
ists wait until after the March 10 
assessment date before buying a 
new car. The result, he pointed out, 
is a slump in new-car sales during 
December, January and February. 

It would be possible for dealers 
to spread their business evenly 
throughout the year, Quinn said, 
if the legislature would provide that 
motor vehicle property taxes be 
paid at the time the car is regis- 
tered. 

Quinn noted it has been sug- 
gested that the legislature leave 
the rate of car taxation where it 
stands, but change collection meth- 
ods to “stop tax evasion.” He said 
figures from county treasurers show 
that in 76 Nebraska counties delin- 
quent 1951 vehicle taxes total $387,- 











Ford Truck Aides Chart Sales Plans— 


Truck sales managers and salesmen from Ford dealerships in the Boston and Buffalo 
district sales areas met in Boston recently to discuss retail sales training programs for 
1953. Taking part in the Boston meeting were: Kenneth G. Bagley, Ripley & Fletcher 
Co., South Paris, Me.; John Woodruff, Blyda Motor Sales, Northampton, Mass.; Elmer 
K. Kimball, Northeast Motors, Inc., Portland, Me.; George Crockett, Edgcomb Motor 
Sales, Exeter, N. H.; Manuel Condinho, Coombs & McBeath, Inc., Boston; James Wilson, 
Clute Motor Co., Inc., Elmira, N. Y.; James Morgan, L. B. Smith Motor Corp., Lacka- 
wanna, N. Y.; Max Hyde, Fred Beasley Co., Williamsport, Pa.; Kenneth Hafele, Keller 
Motor Co., Oneida, N. Y., and Al McClure, McClure Motor Co., Troy, Pa. 


Promoted at Tank Plant 


Appointment of Ivor L. Williams; engineer of the Fisher Body Engi- 
as senior engineer in charge at the|neering division. Williams had 
Grand Blanc (Mich.) tank plant is| served as assistant chief engineer 
announced by J. H. Wernig, chief} at the plant since June 18, 1951. 
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‘Buttonholing' 
San Francisco BBB 


Decries Practice 


SAN FRANCISCO.—The San 
Francisco Motor Car Dealers Assn. 
here has received a letter calling 
attention to the practice of some 
dealers who solicit business from 
persons passing their establish- 
ments. 

The letter was sent to the asso- 
ciation by the San Francisco Better 
Business Bureau, which received it 
from “one of the leading hotels.” 
The complaint said that several of 
their guests had* been accosted in 
such a manner by auto salesmen. 


Pointing particularly to auto 
dealers on Van Ness Ave., the letter 
said that the hotel had been “in- 
formed that several of these deal- 
ers have agents on the sidewalk in 
front of their places of business 
‘buttonholing’ people as_ they 
walked by. 

“We believe that this type of 
soliciting business should be 
stopped and that your. bureau 
should publish a notice asking the 
dealers to discontinue this cheap 
type of soliciting. Acts of this 
nature are not good for San Fran- 
cisco.” 


| 
| 
| 
| 
| 
| 


Finn Gets New Post 

W. A. Finn has been named as- 
sistant general sales manager of 
Worthington Corp. according to T. 
J. Kehane, general sales manager. 
Finn, who is returning from Paris 
where he has been serving as gen- 
eral European manager, will make 
his new headquarters at Worthing- 








ton’s Harrison, N. J., offices. 










tra Profit 


A pout extra Effort 
We aeeits eat 







"The HEIL Body 
and Hoist distributor 
saves a lot of time for us 
—and for our customers!” 0.4. cin 


Sales Manager for Dubuque, lowa truck dealer 





VERY time you sell a Heil Body and Hoist you make more 
money... . First of all, you get your profit on the truck sale 
— and an extra profit on the body and hoist. 


Secondly, you just send the truck to your nearby Heil distribu- 
tor and he mounts the body quickly and expertly — you have no 
worries. Then, he continues to give your customer prompt service 
with genuine Heil quality-built parts, 

Your customer stays satisfied for other reasons, also: Heil 
weight-saving construction helps him haul bigger loads, save gas 
and tires. Heil trouble-free hoist and pump help him dump loads 
faster. Heil sag-free construction helps him enjoy longer body-life. 

Yes, it pays to talk “Heil”, when your dump-truck customer 
asks about a body and hoist for a specific application, Your Heil 
distributor is ready to help you make the right recommendation. 
Get ——. with him now — he’s as near as your phone, 


Prrvcne oom IL co. 


BH-180 


Tne HEIL co. 





a por 
DEPT. 5992, 3059 WEST MONTANA STREET © MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee — Hillside, N. J. 
District Offices: Hillside, Washington, D. C., Atlanta, Milwaukee, Detroit, 


Chicago, Kansas City, Dallas, Los Angeles, Seattle 
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Makers Battle Cost Pressures . . . 
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Drive to Hold Down 53 Prices 


(Continued from Page 1) 
reason to believe that price hikes 
on 1953 cars, if any, will be moder- 
ate. That outlook is based on data 
obtained in factory accounting 
departments. 

There even exists the possibility 
that prices on some 1953 lines will 
be slightly lower to attract more 
sales attention. 

* . 

HANCES of the latter type of 

price action are remote. But 
one thing is certain—the auto in- 
dustry has never been so conscious 
about the price of its products as it 
is right now. Intense competition 
for sales is forecast for 1953. 

The first big maker out with 
new models may set the 1953 price 
trend, If that holds true, dealers 
who fear that higher prices will 
strangle them next year can hope 
for the best. 

The first big maker expected 
out with new models, it is 

learned, has had some amazing 
success in getting costs down for 
next year’s model runs. Only re- 
cently, the sales chief of one of 
that producer’s biggest divisions 
had this to say: 

“Six months ago we thought we 
might be able to introduce at lower 
prices. Think what that would have 
meant to sales—competely rede- 

signed cars at lower prices! But, 
even in face of boosts in steel and 
labor, we still have hopes of hold- 
ing to 1952 levels.” 
- * * 

f tarwe economy ax has been swing- 

ing throughout the industry for 
many months. Some sizeable dents 
have been made in costs by all 
makers, particularly the bigger 
ones, with most of the savings 
already realized and anticipated 
coming through increased manu- 
facturing efficiency, use of substi- 
tute materials and rearrangement 
of plant layouts. 

Parts makers have been told 
that the industry’s future depends 
on getting costs down, and auto 
makers have been living all year 
by the same axiom. 

“Make or buy” has been the 

theme of many an auto officials’ 


meeting over the past months. In| | 


some cases, parts once obtained 
from suppliers are being brought 
home for manufacture. 

On others, the reverse is true, 
depending on the results of new 
and searching costs analyses. 

* * * 


GREAT deal has been done to 
encourage more competitive 
bidding by suppliers, but capacity 
and responsibility remain import- 
ant factors in supplier selection. 
Where suppliers’ cost estimates 
have been out of line with overall 
cost goals, some serious consulta- 
tions have been held. Car makers 
have gone allout in giving technical 
aid to help suppliers realign costs. 
It is too early to tell whether 
enough has been achieved to off- 
set higher material and labor 
costs. Few makers have had a 
chance as yet to appraise their 
whole cost picture for 1953. 
But from the price information 


in so far, there is reason to be|-° 


optimistic. If the current trend of 
suppliers’ prices holds, the parts 
bill on some 1953 models may be 
down about 5 percent. 

* * 


A UTO procurement people think 

the 5 percent figure may hold 
up, despite OPS permission for sup- 
pliers to increase their selling 
prices to reflect all their higher 
costs for steel, copper, aluminum 
and wages. 

As one auto official points out: 

“Price controls or not, prices 
can never go higher than the 
pay when supply 
equals demand.” 

Although prices have been 
brought down on a good many 
items that go into the building of 
a car, they are also up on many. 
But so far the decreases are run- 
ning slightly ahead of the increases. 

- 


For example, higher prices for 
all types of auto glass are offset 
by lower tire prices. A front door 
glass will cost one car maker $1.87 
for 1953. The 1952 price was $1.81. 
Greatly increased manufacturing 
expense has forced one supplier to 
up the price of a generator assem- 
bly to another maker. However, 
greater manufacturing efficiency 


|has kept the price down to $27.24, 
only five cents more than in 1952. 
Offsetting that hike to some extent, 
another supplier tlans to furnish 
the same manufacturer with accel- 
erator pedals for 59.7 cents each. 
The 1952 price was 63.3 cents. 

An Ohio supplier has cut the 
price on some plain washers from 
$1.90 to $1.65 per 1,000. Another 
vendor has cut rubber insulators 
from $28 to $26 per 1,000, 

A price of $1.47% per yard has 
been quoted on a type of imitation 
leather for installation in one 1953 
model. The 1952 price was $1.52 
per yard. 

* * + 

HE break-in oil that manufac- 

turers put in new cars will in at 

least one instance cost three cents 
less per gallon. One firm has quoted 
a price cut on an oil filter, from 
$1.19 to $1.10. 

On the other side of the picture, 
another major supplier is upping 
the price on one of its exhaust 
valves from $1.41 to $1.48. But 
easing that hike is a new price of 
$52.25 per 100 for front wheel 
control arms, The old price was 


25. 

Some of the savings auto makers 
are being promised on parts don’t 
look like much until they are pro- 
jected over a long model run. 

Most manufacturers are looking 
forward to being able to build 25 
percent more cars in 1953. It is 
obvious that costs can be spread 
better over 5,000,000 cars’ than 
4,000,000. 

* * * 
HE most conservative kind of 
savings assume great import- 
ance in the auto industry, especially 


Seudichaker Ups 
deBlumenthal 


SOUTH BEND.— Promotion of 
M. P. deBlumenthal to chief re- 
search engineer for Studebaker has 
been announced 
by H. E. Church- 
ill, chief engineer. 
deBlumenthal has 
been assistant 
chief research en- 
gineer. 

He has held 
various assign- 
ments in the 
Studebaker re- 
j search depart- 

: ment, in recent 
eottumenthat years devoting 
much of his attention to the auto- 
matic transmission which was 
under his supervision. DeBlumen- 
thal is an active member of the 
Society of Automotive Engineers 
and at present is vice-chairman of 
the passenger car activity of the 
Chicago section of the society. 








when it is considered that any cost- 
cutting procedure is difficult to 
come by in an inflationary economy 
while the principle of maintaining 
quality must be adhered to. 

Great savings on 1953 models are 


| promised, both as regards develop- 


ment and production, from the suc- 
cess realized in decreasing the 
number of dies formerly required 
to make certain parts. 


In other instances, development 
costs have been cut by merely 
reworking existing tooling for 
the manufacture of newly-de- 
signed parts. 

Where wholly new tooling has 
been necessary, model preparation 
costs have been cut sharply through 
use of plastic prototypes of parts to 
be manufactured. These relatively 
inexpensive plastic parts take the 
place of both metal parts and de- 
tailed drawings. 

* * * 

— savings are realized by 

plastic prototypes because mak- 
ers can consider manufacturing 
problems when the parts are being 
designed, instead of after tools and 
dies have been completed. 

Several 1953 cars will offer 12- 
volt electrical hookups instead of 
the customary 6-volt systems. In 
addition to promising better high 
compression engine performance, 
the 12-volt hookups will result in 
big copper savings, The higher 
the voltage, the less copper 
needed for wiring. 

More lead will have to bs used 
in batteries to power the 12-volt 
systems, but lead is cheaper and 
easier to obtain than copper. 

A few of the auto industry's new 
engines for 1953 will be produced 
in so-called “automation” plants. 
Immediate savings can be realized 
here, because plant construction 
costs can be written off over long 
periods. 

* * * 
UTOMATION equipment, engi- 
neers say, can pay for itself 

fast if allowed to run at maximum 
rates. 

One maker, planning a major 
design change for 1953, anticipates 
lower body-making costs through 
elimination of bolt-on fenders for 
a straight-through panel design. 

There will be more use of cast 
crankshafts in upcoming models. 
Proponents of cast crankshafts 
claim they need less machining 
than forged crankshafts, with 
consequent lower costs. 

In some cases, gaskets in 1953 
cars will be made of fiber instead 
of more expensive materials. The 
fiber gaskets, it is promised, will 
sacrifice neither quality or lasting 
ability. 

* x * 

ANOTHER example of saving 
through substitution may see 











ager Frank Nero and Tom Schmaizie. 
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Elliott's Crew Wins Dodge Contest— 


Frank Elliott (Dodge), Cleveland, took top honors in a sales promotion drive in 
northern Ohio. Here, the winning team gets recognition from the regional office as 
M, L. Swisher, Cleveland regional manager (back row, left) hands Frank G. Elliott, 
president, his recognition check. Next to Elliott is R. H. Fischer, Cleveland city man- 
ager for Dodge. Front row (left to right) are Nick Deluca, Mike Elliott, General Man- 





New Nash Deal in Houston— 


Mogul Nash, 5711 Harrisburg, has opened at Houst 








. Co-owners are Wilmer Nini, 


who has been in the auto business for more than 30 years, and Jack E. Nini. 





some rear deck lids made of alum- 
inum. 

The drive to get costs down 
and keep them down will make 
the quality control engineer an 
even more important man in the 
auto industry next year. 

Quality control is assuming 
greater importance because when 
a manufacturer goes about cutting 
costs on parts he always has two 
doors to look at—one which the 
car goes out of for ultimate de- 
livery to a customer, and another 
through which it might come back 
for warranty adjustments, 

A part of the cost of any new 
car is an amount set aside to ab- 
sorb warranty expenditures. The 
goal on the assembly line is to 
make sure the amount set aside is 
never exceeded. 

* * * 

UALITY control achieves two 

other major goals. It avoids 
waste of time, effort and expense 
in continuing to process a part 
which, because of failure to meet 
specifications, cannot be used or 
must be reprocessed in order to be 
made useful. 

And, quality control guarantees 
the achievement of performance, 
durability and related factors. 

Most car makers plan to, or 
already have extended quality 
control programs to their dealers. 
That is, certain dealers are being 
designated as “inspection scouts” 
to spot and report immediately 
any defects not caught in inspec- 

tion at the plant. 

Quality control might be called a 
kind of mnaufacturing insurance. 
The cost of carrying it out is borne 
on the theory that it is always 
cheaper to pay premiums than 
stand the potential loss. 





Willys Develops 
New Army Jeep 
With More Power 


ABERDEEN, Md.—High speed, 
more power, a greater cruising 
range and easier maintenance char- 
acterize the Army’s new jeep, which 
was taken out of the “secret” clas- 
sification here last week. 

Produced by Willys-Overland, 
the M-38A-1, powerful version of 
the original war baby, makes pos- 
sible easier maintenance with the 
raised hood and longer, wider body. 
The new design allows plenty of 
room for the 72-horsepower F-head 
engine, which gives 63 miles an 
hour, compared with the old 58. 

‘The vehicle, which underwent 
gruelling tests here from speeding 
up and down a 60 percent slope to 
plowing through giant mud holes, 
can push through water when 
equipped with a special Snorkel 
breather kit. 


There are new brakes for quicker 
stops, Willys states. The jeep has 
a splash-proof ignition, and parts 
of the vehicles are interchangeable 
with the older models. 

Willys is producing the new 
jeeps for the Army under a $200,- 
000,000 ordnance contract. 





Hauler’s Drivers Feted 


BUFFALO. — Eastern Auto For- 
warding Co. honored 230 drivers 
for piloting auto carriers 1,530,325 
miles from May 26 to July 10 with- 
out an accident. The firm serves 
New York, Pennsylvania, Connecti- 
cut, New Jersey, Rhode Island, 
Massachusetts and Vermont. 





4-Month ’53 Model Season 
Faced by Auto Dealers 


(Continued from Page 1) 


response will be, but we’re sure 
waiting with bated breath.” 

More than a few dealers took the 
opportunity to censure over-anxious 
daily newspaper writers for saying 
that “new models are just around 
the corner.” 

“Nothing hurts °52-model sales 
more than unwarranted reporting 
like this,” a Chrysler Corp. dealer 
said. “If they don’t know, let ’em 
say so and not resort to wild guess- 
ing that only crimps our activity.” 

* * * 


HETHER new models appear 

to be “around the corner” or 
not depends on the point of view 
of the observer, but one certain 
thing is that the year number 
changes every Jan. 1 and model 
designations must change with 
them. 

Hence, what with the recent pro- 
duction supply lags, the November- 
December period will be crowded 
with dealer and press showings. 

Of producers planning exten- 
sive styling changes, Chrysler 
Corp. will take the kickoff posi- 
tion. Dealer unveilings will get 
underway soon after the corpora- 
tion holds its annual press pre- 

miere Oct. 23. 

Evidence of the tooling and sup- 
ply delays encountered by all mak- 
ers is the fact that the Chrysler 
preview has been delayed twice— 
first from Sept. 25 and then from 
Oct. 16, 

DeSoto and Dodge announce- 
ments will be made early in No- 
vember, with Chrysler following 
and Plymouth concluding the cor- 
poration parade around Thanks- 
giving. 

* = * 


ORD MOTOR CO., which at one 
time had the idea of breaking 





out its ’53 line before everyone else, 
has decided to go full steam ahead 
on current models.until the end of 
the calendar year. Restyled Ford, 
Mercury and Lincoln cars are due 
around the first of the year. 

With every builder cautiously 
adding “late” or “later” to its time- 
table adjectives, it’s no surprise 
that Pontiac will initiate the Gen- 
eral Motors march in “late fall.” 

Dec. 10 or _ thereabouts is 
viewed as the likely Pontiac date 
for introduction, with other GM 
cars stringing along thereafter 
until mid-January. 

Chevrolet and Buick are shooting 
for January starts, while some new 
Cadillacs and Oldsmobiles may be 
enroute to showrooms before New 
Year’s. All GM units will be un- 
packaged before the big show at 
the Waldorf-Astoria in New York 
in the latter half of January. 

£ * * 
{ae independents, too, are beset 
* with scheduling difficulties. 
Packard has deferred its announce- 
ment until late November. Nash is 
hopeful of bringing out restyled 
Statesman and Ambassador mode!s 
about the first of the year, with an 
all-new Rambler following next 
March. 

Hudson and Studebaker are 
probabilities for the Nov. 15-Dec. 
15 period, although much “hedg- 
ing” exists at both companies. 

Kaiser-Frazer and Willys-Over- 
land both intend to put in several 
more months’ output on present 
models before changing over to ’53s. 

As for Crosley, no word has been 
heard from General Tire and Rub- 
ber Co. as to the future of the 
lightweight car. Crosley suspended 
car production before being taken 
over by General in July. 
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New Borg-Warner Strikes 


Officials Hopeful for Settlement Before 
Auto Output Is Hit Again 


(Continued from Page 2) 


vast 60,000-member local, wresting 
control of key plant units from 
leftwingers. Unit elections held to 
date, however, not only returned 
anti-Reutherites to office in most 
cases, but furnished several pro- 
Reutherite office-holders with close 
contests. 
* * * 

‘VEN had Lee stayed in the race, 

4 there were few observers 
around Detroit and Dearborn who 
were willing to bet on a defeat for 
the “martyred” Stellato, who has 
accepted working support from 
the Communist party elements in 
Local 600. 

Another factor in Stellato’s favor 
was his contention that no oppo- 
sition movement to Reuther poli- 
cies would exist in the UAW were 
he ousted from office. This theme 
tended to win over rank-and-filers 
who otherwise might have resented 
Stellato’s toleration of the Com- 
munists. 


Stellato’s retention of Local 
600 control plunges into uncer- 
tainty the future of Ford labor 
relations. As an admirer of 
United Mine Workers President 
John L, Lewis, Stellato has fre- 
quently voiced opposition to the 
five-year escalator contracts now 
in use throughout the automotive 
industry. The Ford and General 
Motors-type escalator contracts 
do not expire until the spring of 
1955. 

Lewis, meanwhile, set the stage 
for possible coal strike calls later 
this month. He filed dispute notices 
with the mine managements in the 
offices of the Federal Mediation 
Service—a step required by the 
very Taft-Hartley law which Lewis 
detests. 

Coal miners, who this week con- 
clude a 10-day “memorial” work 
stoppage, would strike Sept. 20 in 
northern bituminous fields and 
Sept. 30 in southern and anthracite 
pits, if Lewis adheres to his dead- 
lines. 

The miners’ leader has kept wage 
and contract demands made on the 
owners to himself. Federal medi- 
ators said they would not enter the 
coal negotiations until asked or 
unless a strike appears close at 
hand. 


* * * 
ORG-WARNER employes, be- 
fore going out on strike, re- 


jected a company offer for an 
1l-cent-an-hour pay boost retroac- 
tive to March 3, plus four-cent 
cost-of-living raises effective im- 
mediately and again on Sept. 1, 
1953, and Sept. 1, 1954. The UAW 
had sought increases totaling 26 
cents an hour, plus a new wage 
incentive system, an improved in- 
surance plan and higher night shift 
premiums, 

In Detroit, the Detroit Gear divi- 
sion of Borg-Warner was struck 
last Monday. The Long Mfg. clutch 
and brake parts plant at Detroit 
was shut Thursday. Pesco Products 
workers in Cleveland terminated a 
brief walkout Monday with accept- 





Chicago to Host 


3-Day Conference 
On Standards 


NEW YORK.—Dr. Joseph W. 
Barker, president of Research 
Corp., New York, will keynote the 
third National Standardization Con- 
ference opening Sept. 8 in Chicago’s 
Museum of Science and Industry. 

Dr. Barker’s subject, “Standards 
—Engineering Tools for Industry,” 
is the theme of the three-day con- 
ference, to be held in conjunction 
with the Centennial of Engineering 
observance in Chicago. 


American Standards Assn. Presi- 
dent Roger E. Gay said convention 
panels and forums would review 
the part standardization plays in 
purchasing, building cost reduction, 
engineering and chemical industry 
procurement. 


The association’s 34th annual 


meeting and award banquet, pre- | 


viously held with the standardiza- 
tion conference, this year is sched- 
uled for Nov. 19 in New York’s 
Waldoif-Astoria hotel, Gay said. 





ance of a modified company wage 
offer. 

The strike got under way Aug. 
23 when employes at the Rock- 
ford (Ill) plants of Mechanics 
Universal Joint and Rockford 
Clutch stayed home from work. 
The strike 


|Baseball Pius Auto Show 
of Goodrich plants| 





for Goodwill— 


Auto dealers of Wausau, Wis., staged a novel exhibition at the ball park recently 


| ended in its second week. All major | and were pleased with the results. They bought all the tickets to league games 


tire makers thus agreed to give| scheduled for a Saturday and a Sunday and gave them to the public. Each dealer 
United Rubber Workers members | had three cars on view at the ball park and was privileged to drive one of these to 
a pay boost of 10 cents an_hour.!the home plate before the game, with a radio announcer pointing out its special 


Firestone also granted the URW-| features. The ab 


CIO a full union shop. 

Wage and contract differences | 
precipitated the Harvester strike, | 
called by the United Electrical | 
Workers’ farm equipment council | 
at eight plants in three states. The 
union had demanded a _ 15-cent 
raise, guaranteed annual wage, a 
union shop and other benefits. 

* * * 


bap UAW-CIO reported that its 
net worth as of last May 31 was 
$12,039,297, This represented a gain 
of more than 50 percent since the 
same period a year before. Among | 
the year’s receipts was $255.51, rep- 
resenting interest on stocks the 
UAW holds in automotive compan- 
ies. 

Packard had a little something 
extra for most of its 15,000 em- 
ployes last week. In addition to the 
three-cent cost-of-living raise 
which it pays out this week in 
common with other auto makers, 
Packard added four more cents as 
a result of the falling-due of its 
“annual improvement factor.” Im- 
provement-factor benefits are effec- 
tive for the Big Three companies 
every June 1. 

Packard President James J. 
Nance noted that the technologi- 
cal advancement raise would not 
affect car prices. The government 
has forbidden auto makers from 
claiming “annual improvemeht 
factor” increases as grounds for 
price adjustments. 

The NLRB reported on results of 
elections at two dealerships and 
ordered bargaining votes at two 
others. 

At Nash Boulevard Corp., New 
York, shop employes gave the 
UAW-AFL seven votes; the UAW- 


CIO, three votes, and neither union, 


one vote. 

The AFL Machinists union was 
certified as the winner of a 3-to-1 
vote at Niswanger Pontiac Co., 
Malvern, Ark. 

Mechanics and garage employes 
will vote on a UAW-CIO petition 
at Fitzhugh Motor Co., Bay City, 
Mich., and on a Machinists union 
bid at Irwin Scheible Motor Sales, 
Port Huron, Mich. 


ove picture was taken during one of these presentations. 





K-F Gets F nancial Cushion 
In $22 Million Bank Loan 


OAKLAND, Calif.—New financial 
strength for Kaiser-Frazer Corp. is 
in sight with announcement here 
last week that Henry J. Kaiser Co. 
has negotiated a $22,000,000 long- 
term loan from a group of banks. 

Loan provisions are tailored to 
fit the possibility of a K-F merger 
with other businesses. This and 
other re-capitalization plans will 
now be “reviewed and _ reconsid- 
ered,” the Kaiser company said. 

The program calls for Henry J. 

Kaiser Co. to guarantee $20,000,- 
000 of K-F’s borrowings from 

Reconstruction Finance Corp., 

with that amount in U. S. Gov- 
ernment bonds as collateral. The 

new loan agreement also specific- 
ally permits Henry J. Kaiser Co. 
to invest “up to $25,000,000 in the 

Kaiser-Frazer Corp. or any cor- 

poration with which Kaiser- 

Frazer may be merged.” 

Meanwhile, the running battle be- 


Holder’s Suit Hits 
Jacobs’ Profits 


DETROIT.—Rex C. Jacobs, ques- 
jtioned in last year’s Senate hear- 
ings on RFC loan favoritism, is the 
target of a stockholder’s suit which 
|charges he has been getting “stu- 
| pendous and assured” profits from 
|F. L. Jacobs Co. since resigning 
|as president last June. The firm 








| manufactures Ford parts and soft 
| drink vending machines. 

New York attorney Leonard I. 
Schreiber wants Federal Court to 
order an accounting of company 
profits, and an end to an agree- 
ment under which J. F., Inc., headed 
by Jacobs, conducts the firm’s en- 
tire sales program. The company 
and nine directors, including Jacobs 
and three members of his family, 
are defendants. 








tween Kaiser and Rep, Alvin 
O’Konski, Wisconsin Republican, 
has flared again after a lull of sev- 
eral weeks. 


O’Konski, in a lengthy statement 
in the Congressional Record, claims 
that everything he charged against 
Kaiser in May is correct. He says 
Kaiser’s 85-page rebuttal to the 
charges “is supposed to be and is 
advertised as a sworn statement, 
yet Mr. Kaiser swears only that he 
believes the facts therein to be true. 
The document... fails entirely to 
point out one significant instance 
in which I have stated something as 
a fact which is not a fact.” 

The rebuttal, which followed a 
June conference between the in- 

dustrialist and O’Konski, alleged 
that some of the legislator’s in- 
formation had come from Cyrus 
Eaton of Otis and Co., Cleveland 
investment firm K-F is suing for 
breach of contract. Otis withdrew 
from an arrangement to finance 
a K-F stock issue. 

O’Konski accused Kaiser of 
“swindling the government out of 
millions of dollars a year,” and of 
using undue influence to get FRC 
loans and government contracts. 

He said Kaiser was then negoti- 
ating for another RFC loan, which 
was denied by both Kaiser and 
RFC Director Harry McDonald. 
Plans for recapitalizing K-F, in- 
cluding consolidations, have been 
studied for the past year, Contin- 
gent on RFC approval, there will 
now be a substantial amount of 
new capital for investment in the 
firm. 

Henry J. Kaiser Co., owned by 
Kaiser, his family and associates, 
owns 9% percent of K-F stock, and 
large or controlling interests in 
other Kaiser firms. It carries on an 
extensive engineering and construc- 
tion business itself. 








Dodge ‘400° Members, Wives Honored by Company— 


Dodge ‘400" club members and their wives gathered at the Dodge car plant in Detroit to take delivery on the new cars shown ; 
in the background. The trip to the plant concluded a three-day program of entertainment sponsored by the division in recognition| Ken Clark, Pontiac dealership 
of 105 salesmen whose achievements led to charter membership in the newly organized 400" club. At an awards dinner, the 
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Engineering Fete 


'|Draws Throng 
To Chicago 


CHICAGO. — Major hotels, the 
Museum of Science and Industry 
and the Eighth St. theater have 
the stage all set to handle an esti- 
mated crowd of 60,000 persons ex- 
pected at the Centennial of Engi- 
neering, which will open here Wed- 
nesday and continue through Sept. 
13. 

The centennial will celebrate the 
100th anniversary of the founding 
of the American Society of Civil 
Engineers, and, according to a last- 
minute announcement by Diamond 
T’s Robert C. Wallace, chairman of 
the Chicago section of the Society 
of Automotive Engineers, the SAE 
will participate in the dinner meet- 
ing Thursday night at the Knicker- 
bocker hotel. 

Charles F. Kettering, director 
and research consultant of Gen- 
eral Motors, will be the principal 
speaker at the dinner meeting. 

Centennial headquarters will be 
at the Conrad Hiiton hotel and 
the Museum of Science and Indus- 
try, with most of the papers deliv- 
ered at downtown hotels. More than 
60 professional societies will partic- 
ipate in the 11-day convocation pro- 
gram, it was announced by Howard 
F. Peckworth, chairman of ar- 
rangements, and G. Donald Ken- 
nedy, chairman of the technical 
program coordinating committee. 

Plans include 290 separate tech- 
nical sessions covering all branches 
of engineering, with more than 1,- 
000 papers presented by authorities 
from nearly all parts of the world. 

Societies taking part in the 
technical programs represent a 
total membership of approxi- 
mately 330,000. 

As many delegates as possible will 
include a visit to the spectacle, 
“Adam to Atom,” at the Museum 
of Science and Industry. This 1%- 
hour show has been the curtain 
raiser to the Centennial, playing 
before capacity houses for more 
than a month. 


Woods Installed 
As OPS Chief, 
Replacing Arnall 


WASHINGTON.—Tighe E. Woods 
took over Sept. 1 as director of the 
Office. of Price Stabilization, suc- 
ceeding former Georgia Gov. Ellis 
Arnall. Woods, 42, transferred from 
the position of federal rent con- 
trol chief. 

Arnall quit to resume his law 
practice in Atlanta. His resigna- 
tion was in the hands of President 
Truman for several weeks, but the 
White House withheld confirmation 
pending designation of a successor. 

The Georgian pointed out that he 
had agreed to take the job for only 
six months. 

Washington observers foresaw 
only a “caretaking” role for Woods 
as OPS chief. Mr. Truman himself 
has claimed that recent amend- 
ments to the Defense Production 
Act “weakened” the measure. 

Among Arnall’s final acts was a 
regulation allowing manufacturers 
to pass along higher prices recently 
authorized for steel, copper and 
aluminum. 


Liability Rates 
Hiked in Oregon 


PORTLAND, Ore.—Auto liability 
insurance rates in Oregon have 
been advanced sharply for com- 
bined property damage and bodily 
injury coverage. 

Varying across the state because 
of different accident rates in the 
six Oregon territories, the basic 
rate was raised $3 to $20 for pri- 
vate passenger cars and $7 to $16 
for most commercial cars. The 
basic policy is for coverage up to 
$5,000 for bodily injury to one per- 
son; up to $10,000 for injury to two 
or more persons involved in one 
accident, and up to $5,000 for prop- 
erty damage. 

Most of the changes are because 
of increased property damage costs, 
it was said. 


Co-Managers Picked 














head in Los Angeles, announces ap- 


salesmen and their wives were paid personal tribute by William C. Newberg, Dodge president; E. C. Dock, general sales | pointment of Whitey Hayward and 
manager, and L. F. Desmond, director of 


advertising and merchandising. 


| Roy Kruth as co-sales managers, 
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Sel f-Analysis 


Mel Haugh (Lincoln-Mercury), 
18045 Livernois, is circulating self- 
appraisal questionnaires on which 
customers can make a comprehen- 
sive report of their cars’ condition. 

Haugh’s used - car manager 
stndies the reports submitted and 
returns them in a few days with 
an estimate of the vehicle’s worth. 

Prospects are asked to evalu- 
ate engine condition, paint, tires, 
glass, upholstery and oil con- 
sumption, and list the extras on 
their cars. 

The forms depict front and rear 
side views of a car, and respond- 















With the Staff... 
ALONG DETROITS AUTO ROW 


ents are requested to mark dam-|of people 


“X” to help 
their esti- 


aged areas with 
Haugh $s staffers 
mates. 
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Hoi Polloi Appeal 


Rollie Barrett is offering to dem- 
onstrate the new Chrysler Imperial 
models at his Grand River Ave. 
showroom or at a prospect’s place 
of business or home. 

“This offer,” Barrett tells cus- 
tomers, “is made with the under- 
standing that there is no obliga- 
tion on your part. 

“We are sure it will reveal to you 
why it is more and more the choice 
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NEERED “NATIONA 


4 
avavn"a" aa "a'n"a%alara aoe — 


Te NATIONA 
of GARAGE VENTILATION, INC. 


World's Largest Manufacturer of Exclusive Garage Ventilating Equipment 


» SYSTEM 4 


Why take chances with a 
makeshift, ‘‘we hope it 
works’’ assembly when you 
can get a tested, approved 
*‘NATIONAL’’ System. 

ou have a choice of 6 
**NATIONAL’’ Systems— 
all engineered and guaran- 
teed, in writing, to do the 
job. Delivered complete, 
with motor and blower units. 
Both overhead and under- 
floor systems for present 
buildings or new construc 
‘tion. Overhead Systems are 
priced from $206.25 depend- 
ing On number of inlets. 
Don’t gamble. It takes only 
a 3¢ stamp to find out about 
all of the ‘‘NATIONAL” 
Systems and you'll be sur- 
prised at how little they cost. 
(here is a’ qualified ‘*NA- 
TIONAL” man near you. 
Write today for literature. 


L SYSTEM 


330 N. Church St., Decatur, Ill. 
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BIGGER PROFITS await the 
alert dealer of Converto's 
new medium duty hoists and 
bodies. 

NEW FEATURES INCLUDE* 
@® 8 gauge steel flooring 
@ 6% foot width beds 
@ Full 60° dumping angle 

* All Standard .. . At No Extra Cost! 

Converto sales are stimu- 

lated by naticnal demand- 

creating ad campaigns and 
free dealer helps. 

Write today for additional 

information and name of 

nearest distributor. 


TRUCK HOISTS 
AND BODIES 














CONVERTO MFG. CO. + CAMBRIDGE CITY, IND. 








IMPROVED 










WITH THE 


VERTEX MAGNETO 


DEALERSHIPS 
AVAILABLE 


IGNITION SYSTEM SERVICING 
PRACTICALLY ELIMINATED 


C ial car operators, as well as 
pleasure car drivers, get increased horsepower, 
peak engine performance and many other 
benefits by installing VERTEX Magnetos. 
Burning of distributor points, so troublesome 
with high compression engines, is eliminated. 


ba | independent of the battery, 
VERTEX is a self-contained power 
generating unit in very compact form. 
Replaces ignition coil and distributor. Can be 
installed without engine modification. 





Send for 20 page illustrated catalog, “Performance Proved Vertex 
Magneto,’’ containing complete information. 


F. T. GRISWOLD MFG. CO. 
WAYNE 11, PA, — WAYNE 0341 








who can afford any 
motor car in the world.” 


+ * * 


Firm Market Seen 

A good market right through to 
the introduction of 1953 models is 
forecast by James McRae, sales 
manager of Highland Park Motors 
(DeSoto-Plymouth ). 

Lower - priced models, in tight 
supply, have brought mostly clean 
deals when available, McRae says. 
Although cars now promise to be 
more plentiful, he says, response to 
newspaper advertising has _ indi- 
cated that there will be sufficient 
buyers. 

McRae says that prices on his 
firm’s two used-car lots have 
remained firm. 

* k * 


‘Good Neighbor’ Policy 


It’s good business to lend out your 
demonstrator to a prospective cus- 
tomer, says Russ Wismer, sales 
manager of Ray North, Inc. (Ford), 
in suburban Ferndale. 


“When we can’t make new-car 
deliveries at once, our salesmen will 
give their own cars for days at a 
time to prospects who plan a vaca- 
tion trip,” Wismer says. “Such a 
car keeps working for us—in gain- 
ing the customer’s goodwill and in 
helping spread word-of-mouth ad- 
vertising.” 

Wismer finds that another way 
of cultivating good relations in 
his community is to offer, as a 
gift, a $10 or $15 accessory to any 
new-car buyer who brings in an- 
other customer. 

Wismer declares that he’d fire 
the salesman who would lay down 
a “would-you-take” offer to a pros- 
pect. Even if it leads to a sale, 
Wismer says, such dealing leaves 
the buyer with a permanent grudge 
because he thinks he’s been done 
out of something. 

+ ok oo 


Salesman’s Burden 


One salesman is dismayed be- 
cause many of the medium-priced 
cars in his dealer’s showroom are 
weighted down with accessories. 
The difference in price, he says, can 
spell the difference between a sale 
and a customer walkout. 

“Sometimes,” he adds, “a pros- 
pect will wander in after visiting 
the factory display room, where 
he gets a lecture on what an 
economical car this really is. 

“After he gets our price on a job 
that’s encumbered with bumper 
guards and whatnot, he whips out 
the factory’s price list. Then how 
can you talk him into paying an 
extra $300 or more?” 


Illinois Truckers 
Slow in Buying 


Costlier Licenses 


CHICAGO.—Only one out of 
every five truck operators in Illi- 
nois is applying for new licenses 
under the higher fees set at the last 
legislative session, according to 
C. R. Hodgman, assistant secretary 
of state. 

Other sources estimated that the 
higher fees are being paid on only 
one out of 10 trucks. The new 
rates are intended to provide the 
state with $20,000,000 in increased 
revenue, with an additional $8,- 
000,000 a year starting in 1954. 

Truckers have carried their fight 
on the higher fees to the U, S. 
Supreme Court. They charge that 
the boosts are unreasonable and 
are certain to throw a number of 
operators out of business. 

The industry also is making a 
point of opposing diversion of li- 
cense fees to other than highway 
purposes. 


250-Miler to Langhorne 


LANGHORNE, Pa. — Langhorne 
speedway will stage a 250-mile race 
for late-model stock cars Sept. 14, 
according to promoters Irvin Fried 
and Al Gerber. The race, only one 
sanctioned for that day by 
NASCAR, will be the longest stock- 
car run ever presented in the east, 
Fried and Gerber said. Purse will 
be $10,000. 





| 
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| Free Countries 





‘Exceeding Oil 
‘Refining Goals 
WASHINGTON. Petroleum re- 


finers in free-world nations outside 
|the U. S. are planning refinery ex- 


| pansion at a rate even faster than | 
|that proposed in the goal for ex-| 


| pansion formally approved earlier 
this year, Deputy Petroleum Ad- 
ministrator Ed Warren reported to 
Secretary of the Interior Oscar 
Chapman last week. 

The program, approved by the 
Defense Production Administration 
at the request of the Petroleum 
Administration for Defense in 
April, called for expansion of ca- 
pacity at the rate of 384,000 barrels 
a day per year through 1953. 

Actually, Warren reported, more 
than 50 projects have been begun 
and are planned for completion in 
that period, and these would pro- 





|vide an increase at the rate of 
| 400,000 barrels a day per year. 
Refining capacity in foreign 
| countries, excluding Soviet Russia 
and the Russian satellites, wes 
| about 5,000,000 barrels a day at the 
lend of 1951. It now is estimate, 


| Warren said, that the capacity will 


|be 5,800,000 barrels a day by the 
end of 1953. 

Fulfillment of that goal, he 
pointed out, is dependent to son 
|extent on the long-range effects of 
the steel strike in the U. S., since 
many construction projects are de- 
pendent on steel from this nation 


‘Miracles of Millions’ 


CHICAGO.—As at tie-in with the 
centennial of engineering to be ob- 
served here Sept. 3-13 and a means 
of encouraging more young people 
to adopt engineering as a Career, 
a 16 mm. sound motion picture, 
“Miracles for Millions,” is being 
produced, it was announced last 
week by Lenox R. Lohr, centennial 
president, 
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WRITE BOX 1073, 





BUSINESS 


26-Year-Old Company 


$250,000.00 VOLUME 


Have Existing Contracts With 
Leading Automobile Firms 


Modern New Plant and Machinery 
Large Parking Loft, Plus 
Additional Land for Further Expansion 
Ideally Located 


SALE 


FLINT, MICHIGAN 
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BOUL 











Y 
FREE! Send now for literature, 
dealer selling plan and prices. 


New Low-Priced Passenger Car ROAD SANDER 
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t Control Releases Sand 
For Instant Traction 





CONNECTICUT TELEPHONE & ELECTRIC CORP. © MERIDEN, CONN. 
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BINDER for 
Automotive News 


ANSWERING many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 


AUTOMOTIVE NEWS 


to our subscribers. ’ 
ook §6DETROIT 26 

















ra lO oe re ee SF. 


—_— ff mcr @ 


4 


_ .: —.- == 


1 


ooaw os os 


Poe ee on ee Pe 


Sore et ee 


1eooermrm@ te o@ 





>a ke 











AUTOMOTIVE NEWS. SEPTEMBER 


1, 1952 55 





Piice Data Sought as Aid In Utah Test Case... 





OPS Interrogates 1,000 Dealers 


(Continued from Page 1) 
comment Thursday, but expected 
t: issue a statement this week 
both on the revised CPR 83 and 
i “interrogatory” mailing by 
OPS. 

Mailing of the questionnaires in- 
dicated that the agency woulc 
press ahead with the Utah case, 
despite Congressional mandate to 
modify the controversial restric- 
tions therein challenged. The dealer 
involved has taken the position that 





Body Engineers 
To Hear Teague, 


Sports Car Panel 


DETROIT.—Programming for the 
seventh annual technical conven- 
tion of the American Society of 
Body Engineers, Oct. 29-31, in De- 
troit’s Rackham Memorial building, 
is nearly complete, Society officers 
report. 

A morning session on sports cars 
will open the convention Wednes- 
day, Oct. 29. Hudson’s styling su- 
pervisor, Charles Y. Cheriez, will 
act as chairman, with General Man- 
ager W. . Woods, of Colonial 
Bushing Co., Detroit, as speaker. 

Chairman Kenneth E. Coppock, 
Fisher Body director of engineer- 
ing, will direct the afternoon meet- 
ing on stress and strain. 

hall Teague, race driver 
affiliated with the American Au- 
tomobile Assn., and Fisher Body’s 

Hans C. Johnson, will speak. An 
evening open house will feature 
a talk by the Rev. Perry E. Gresh- 
am. ASBE President Harold V. 
Atnip, of Chrysler, will be chair- 
man for the evening. 

Ray Chapman, Divco Corp. chief 
body engineer, will discuss com- 
mercial bodies at the morning ses- 
sion Oct. 30. Body cost estimating 
will be reviewed in the afternoon 
by Ernest W. Rothaar, estimating 
director for Briggs Mfg. Co. 

Chairman Anthony Waeschle will 
lead an evening discussion of pro- 
duction engineering, featuring 
speakers Estok Menton and Arthur 
L. Bradley, engineering and sales 
director of Creative Industries of 
Detroit. 

Body materials, automatic mech- 
anisms and development of body 
engineering are the subjects Oct. 31. 

The morning session on mate- 
rials will include James H. Lib- 
erty, decorative research director 
for the Tanners Council of Amer- 
ica, and Dr. E. S. Ebers, sales 
manager of Naugutuck (Conn.) 

Chemical Co, 

Robert Tessner, of Hupp ABF 
Regulator Products division, and 
Herb Chamber, of Electric Auto- 
Lite, Toledo, will discuss automatic 
mechanisms in the afternoon. 

Harry E. Chesebrough, Chrysler’s 
assistant chief body engineer; 
Charles Walker, advance body de- 
sign head for Chrysler, and William 
E. Sehn, Fisher Body senior project 
engineer, will review development 
of body engineering in the final 
evening session. 


| the provisions in question disre- 
| garded the Defense Production Act 


|and historic trade practices. 
| * * * 


HE Buffalo association said the 
five local dealers who received 
the registered letters were enraged 
by the peremptory tone taken in 
the quiz sheets and the minute 
nature of the data asked. 

Respondents are asked, for ex- 

ample, to itemize every car sale 
and selling price for the period 
from May 24, 1950, to the month 
after issuance of Special Orders 
under the old CPR 83. 

OPS withheld comment on the 
“interrogatories” and refused to 
reveal what method had been 
used to select the 1,000 dealers, It 
was not known whether question- 
naires had been sent to dealers in 
Utah, the state of the test case, 
or in Texas, where dealer pricing 


Michigan Youth 
Flies Best in 
Plymouth Meet 


DETROIT.— An 11-year-old lad 
from Midland, Mich., took top hon- 
ors in Plymouth’s sixth Interna- 
tional Model Plane contest here 
last week. 

Chris A. Hanson, freshman co- 
champion a year ago, was named 
high point champion of the meet, 
and at the same time claimed un- 
disputed title to the championship 
for freshmen. 

Hanson unseated former champ- 
ion Fred W. Sage III, eight-year- 
old from Independence, Mo., who 
shared top freshman honors with 
Chris last year and who was the 
contest’s top point winner two 
years ago. 

Henry D. LaVon, 15, Tacoma, 
Wash., was named high point win- 
ner in the junior division. The sen- 
ior division’s winner was Eugene B. 
Stiles, 20, Alameda, Calif. 

The only tie for point honors 
came among the girls, with Bea- 
trice J. Ivey, 19, Highland Park, 
Mich., and Patsy A. Scott, 10, Wal- 
nut Creek, Calif., winding up with 
the total of seven. 

The Air Trails Magazine perpet- 
ual trophy for performance in the 
stunting contest went to Lloyd W. 
Curtis, 15, St. James, Minn. Roger 
J. Harney, 17, Berwyn, Ill., won the 
Stinson Perpetual Trophy, for the 
best scale model plane. Billy Mc- 
Cracken, eight years and four- 
months-old, got a trophy for being 
the youngest contestant. 

Other special trophies were 
awarded as follows: most beauti- 
fully built team racing model, Sy 
G. Vos Gerau, 19, Miami, Fla.; 
winner, team racing main event, 
Vos Gerau and William Davies, 17, 
both of Maplewood, N. J.; sports- 
manship, Oscar Weingert, 18, 
Brooklyn, N. Y.; navy carrier deck 
operations, Valgene W. Hayworth, 
15, Sedalia, Mo.; high point cos- 
mopolitan award, John Korta, 
Hamilton, Ont. 
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Conn. Firm Sponsors Safety Scholarshi 
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Benjamin Putterman (seated, right), president of Yankee Metal Products Corp., 
Norwalk. Conn., presents J. R. Kingman jr (center), director of Dunwoody Industrial 
Institute, Minneapolis, with a check for the first traffic safety scholarship to be spon- 





sored by a manufacturer in the automotive safety accessory field. The winner will 
receive a year's free tuition at the Minneapolis automotive school. Looking on are 
Harold Putterman (seated, left), vice-president of the Connecticut firm; Stanley Bourassa 
(left rear), Yankee upper midwest representative, and Alan Johnson, Dunwoody chief 
®vtomotive instructor. 





practices are vastly different than 

in other areas. 

An OPS spokesman in Detroit 
said a selective sampling of dealer 
practices was “routine” in court 
cases. He maintained the affected 
dealers would have little difficulty 
in filling in the qiuz forms if their 
records had been properly kept up. 

The 1,000 dealers are asked to 
report on practices affecting trans- 
portation costs, selling prices and 
markups since the Korean war and 
tradein allowances on all post- 
Korean sales. 


K-F Export Post 


Goes to Watson 


WILLOW RUN.—Charles A. Wat- 
son, director of the Latin American 
division of Kaiser-Frazer Export 
Corp. since 1950, has been named 
general manager 
of the export ac- 
tivity. 

K-F Executive 
Vice - President 
Michael Miller an- 
nounced the ap- 
pointment. W at- 
son succeeds 
Hickman Price 
jr., who left to 
become president 

and director of 
— Willys - Overland 
Export Corp. Watson has led K-F’s 
Latin American expansion, result- 
ing in establishment of a Mexico 
City assembly plant and a 50 per- 
cent sales increase in Central and 
South America in the past two 
years. He joined K-F in 1948. 








A. Watson 





Obituaries 


Former NADA Director, 


J. A. Peverill, 62 


DES MOINES.—Julian A. Pever- 
ill, 62, for 12 years an NADA direc- 
tor, died July 31 after an operation 
in Des Moines. He was a Hudson 
dealer from 1909 until his retire- 
ment early in 1950. He disposed of 
a Packard dealership at the same 
time, and was a past president of 
the Des Moines Automobile Dealers 
Assn. 





* * * 


Edward A. Brewer 

CORTLAND, N. Y.—Edward A. Brewer, 
69, chairman of the board of Brewer-Titch- 
ener Corp., died Aug. 22 at his home after 
a short illness. Mr. Brewer directed the 
firm’s manufacturing operations first as 
president from 1922 to 1951. He became 
chairman last December. 

* * 


* 
Fred Vandegraft 
GOODING, Id. — Fred Vandegraft, 49, 
Gooding Ford dealer for 17 years, died 
here Aug. 15. He gave up his dealership 
when called into World War II with the 
National Guard. He was retired with rank 
of Lieutenant-Colonel following a polio at- 
tack in India. 
* * * 
Austin M. Porter 
WILMINGTON, Del.—Austin M. Porter 
jr., 35, president of Porter Motor Co. 
(Ford), died Aug. 21 when the car he was 
driving went down an embankment and hit 
a tree. 
* * * 
David W. Smith Sr. 
GASTONIA, N.C.—David William Smith 
sr., owner and operator of Smith Chevrolet 
Co., died of a heart attack Aug. 21 at his 
home here. Mr. Smith was engaged in the 
automobile business most of his life. Prior 
to coming to Gastonia, he was a Ford 
dealer in Kingstree, S. C. 
* * 


* 
Edwin E. Douglas 

MEMPHIS.—Edwin E. Douglas, 42, used- 
car and appliance dealer, died Aug. 20 at 
his home here. Mr. Douglas entered the 
used-car business in 1945 and established 
Douglas Motors at 650 Union. Two months 
ago he moved his auto firm to 2501 Jack- 
son where he also operated Douglas Ap- 
pliance Co. 

* * * 
John H. Glass 

FLINT.—John H. Glass, 61, died Aug. 
23 in Hurley hospital. He was manager of 
the pressed metal division of Chevrolet's 
Flint manufacturing plant. The Altoona, 
Pa., native came to Flint in 1950 from In- 
dianapolis, where he had been Chevrolet 


plant manager. Mr. Glass joined Chevrolet-| j 


in 1931. 
* * * 
G. T. Hart 
JASPER, Tex.—G. T. Hart, 54, owner 
of Hart Motor Co., died here Aug. 15. 
a * x 


Donald F. Reinhold 
CHICAGO.—Donald F. Reinhold, 53, who 
operated a used-car business in the south 
shore section before his retirement recently, 


died Aug. 25. 
* - - 


Joe Beltz Morris 

IOWA CITY, Ia.—Joe Beltz Morris, 41, 
vice-president and secretary of Morris Mo- 
tor Co. (Cadillac-Oldsmobile), died in Allen 
memorial hospital from injuries suffered 
when the convertible he was driving 
plunged off the road northwest of Water- 
loo, pinning him underneath. His son, Jer- 
ome Morris, 14, the other passenger, sus- 
tained minor injuries in the crash. 
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Pace Car on Road to Top of Pike's Peak— 


For the second time this year a Studebaker stock car will pace a major auto 
racing event when a V-8 Commander Starliner leads a pack of 20 of America's 
fastest racers up the gruelling course of Pike's Peak in Colorado on Labor Day. Above 
picture was taken during a practice run up the 14,110-foot peak by the Studebaker. 
Standing beside the car is Lloyd Faddis, president and general manager of the Pike's 
Peak Hill Climb Assn., who will be behind the wheel when the car ascends the 


mountain on Labor Day. 





Ward Gets 7 to 15 Years, 
Readies Higher-Court Plea 


DENVER.—Fred A. Ward, former 
Hudson distributor here, last week 
was sentenced to the Colorado pen- 
itentiary for a term of seven to 15 
years. The bankrupt auto executive, 
whose million-dollar-a-month busi- 
ness went into the hands of a 
receiver a year ago, heard the 
sentence from District Judge 
Joseph J. Walsh without expression. 

The judge immediately granted a 
60-day stay of execution pending 
appeal to the state supreme court. 
Ward, who is free on bond, plans 
to continue selling fire extinguish- 
ers from his present headquarters 
in Dallas. 

Ward, if he earns all possible 
“good time” at the penitentiary, 
could serve the prison sentence in 
& minimum of about four years. 
The judge sentenced Ward sep- 

arately on each of the four counts 
of which he was convicted June 6. 
The sentences were: For confidence 
game, seven to 15 years; for false 
pretenses and two conspiracy 
counts, seven to 10 years each. The 
judge ordered that the four sen- 
tences run concurrently, so that 
Ward’s maximum term will be the 
confidence game sentence. 

The judge passed sentence after 
a brief conference with Ward's at- 
torney, Frederick E. Dickerson; 
District Attorney Bert M. Keating; 
William E. Doyle, Keating’s chief 
deputy, and Frank C. Dillon, Den- 
ver’s chief probation officer. 

Both Dickerson and Keating re- 
quested that Ward be sentenced 
immediately although a customary 
presentence report had not been 
made. Dillon agreed with the re- 
quest. Keating commented that he 
believed that since Judge Walsh 
had heard two of Ward’s trials, he 
was acquainted with the back- 
ground of the case. 

The four counts on which Ward 
was sentenced are contained in 
an indictment accusing him of 
defrauding J. K. Mullen Corp., 
this city, of $100,000 in August, 





1950. He had been acquitted 
earlier in another case. Twenty- 
nine counts still are pending, but 
none of the cases is set for trial 
at the present time. 

Before passing sentence Judge 
Walsh asked if the defendant had 
anything to say. Ward replied that 
he did not. 

Dickerson said only that he hoped 
“the court will treat this defendant 
like any other individual and that 
the tremendous amount of adverse 
publicity will not operate against 
him.” Neither the defendant nor 
his attorney commented after the 
sentence was passed. 

Ward, who is free on property 
bonds totaling $32,500, is now chief 
salesman for Dri-Gas Fire Extin- 
guisher Co., of Denver. King D. C. 
Watson holds the patent on the ex- 
tinguisher and reportedly is nego- 
tiating to sell out to Ward. 

Ward denied a report that he in- 
tends to move his family and the 
Dri-Gas concern to Dallas. He ac- 
knowledged that Tom W. Hanley, 
a Dallas businessman, is one of his 
distributors, but he added that “all 
I know about the possibility of 
moving to Dallas is what I read in 
the newspapers.” 

The reason why sentence was 
passed without the usual probation 
or presentence report from the 
Denver probation department, ac- 
cording to Ward’s attorney, Dick- 
erson, is that Ward faces several 
other possible criminal trials in dis- 
trict court and also further action 
in the federal bankruptcy court. 

Information given probation offi- 
cers is confidential, but Dickerson 
said he feared that the officers 
might at some time be forced to 
testify in some of Ward’s matters. 





Clayton-Mattison Chevrolet 

Clayton-Mattison Chevrolet Co., 
Inc., Belton, S. C., has been organ- 
ized with capital stock of $40,000. 
W. T. Mattison is president. 








Judges and Winner at Danville Auction— 

Pictured above are judges and the winner of a 1952 Chevrolet at the annual dealer 
feast held recently at the Danville auto auction in Danville, Va. From left are: Frank 
Henry, B & H Motor Co., Danville; Bill Norman, Auto Sales & Tire Co., Danville, winner 





of the car; \.ttle Kay Baker, who drew the winning ticket; T. C. Baker jr., manager of 
the auction; H. K. Anderson, Anderson Motor Co., Burlington, N. C.; Bert Ashby, Ashby 
Motor Sales, Stuart, Va.; W. H. Pennington, Pennington Motor Sales, Roanoke, Va.; 
L. B. Williams, Williams Motor Co., Reidsville, N. C., and B. R. Perrine, Main Street 
Motors, Richwood, W. Va. 





" *Revised. 
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Safety 
(Continued from Page 2) 


|are to have a nation of competent 
|drivers and reduce the appalling 
'toll of accidents involving those in 
the 15 to 24-age group. 








| Double-Barrelled— 


Mike Nelson, of Nelson Sales & Service, 
Clintonville, Wis., combines a safe-driving 
and sales message on six billboards cover- 
ing the main highways leading into town. 





of every four eligible high school 
students is now receiving the com- 
plete course in driver education. 
“Because of these facts, the In- 
ter-Industry Highway Safety com- 
mittee will continue the support of 


driver education as one of its major 
| objectives. While providing train- 
|ing cars is only one of the many 
safety program being conducted b» 
dealers, it is perhaps the most 
significant. It has overcome one co! 
the major problems faced by tl 
schools in seeking to supplemer 
classroom instruction with practic«! 
behind - the - wheel training,” Hut- 
Stader said. 








Auto Stocks 


Aug. Aug. 1952 

27 20 High = Lov 
Chrysler 80% 79% 82% 68°, 
Crosley 1% 1% 3% 1% 
GM 60% 59% 61% 50 
Hudson 144% 14% 15% = 12'% 
K-F 4% 3% 7 3% 
Nash 21% 2% =$j.21% #£=17% 
Packard 4% 4% 5% % 
Stude. 37 37% 39% 31% 
Willys 9% 9% 10% 8% 
Average 26.00 26.30 
_ Compiled from reports of trading on the 


N. Y. Curb and N. Y. Stock Exchange. 











WANT AD DEPARTMENT 


AUTOMOTIVE NEWS, PENOBSCOT BUILDING, DETROIT 26, 


Reaching an estimated 100,000 readers engaged in all branches of the automotive industry from Maine to 
EIGHTEEN CENTS (18c) PER WORD for each insertion. Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing read- 


ers. Count initials and groups of numbers as one word. Ads may be:signed with your full name and address 


at regular rates, but if signed "Box No. ......, in care of Automotive News, Detroit 26, Mich.'' add One Dol- 


lar ($1) per insertion for address and extra service as replies are forwarded, unopened, the same day 


MICH. 


























HELP WANTED 


POSITION WANTED 





ASSISTANT PARTS MANAGER. Aggres- 
sive salesman, familiar with MoPar. Age 
25 to 35. This is a wonderful opportunity 
with largest complete Chrysler products 
parts inventory on the west coast of 
Florida. Give full details, experience, 
education, references, salary, recent pho- 
to and date available. Humphrey Motors, 
Inc., 1602 Florida Ave., Tampa, Fla. 





EXPERIENCED PARTS MANAGER. Large 
distributor of foreign cars offers an un- 
usual opportunity for man with executive 
experience capable of supervising office 
personnel, parts clerks and shipping de- 
partment. Replies kept in strict confi- 
dence. Give complete outline of qualifica- 
tions, age, references and photograph. 
Replies should be addressed to Box 1813, 
c/o Automotive News, Detroit 26. 





NATIONALLY KNOWN heavy duty truck 


{ Jan. a . . 
woaed Same maaed Total "a : ~ ; Last year, one out of five per- 
Aug. 30, Week, Aug. 23, Aug., Sept.1, Aug. 30,| sons killed on the highway was 
1952 1951 1952* 1952 1951* 1952* in this age group. In addition to 
CHRYSLER 18,896 21,314 18,073 41,248 913,164 567,823| the 7,800 killed, 360,000 were in- 

Chrysler 2,833 2,778 3,020 5,853 124,030 77,831 | jured, according to National 

DeSoto 2,145 2,590 2,097 4,242 85,909  58,3860| Safety Council figures. State 

Dodge 5,228 5,682 5,198 10,426 241,026 151,258) studies indicate that driver edu- 

Plymouth 8,690 10,264 7,758 20,727 462,199 279,874| cation cuts the accident rate of 
FORD . 20,254 21,248 20,128 63,029 854,942 567,246| trained drivers in half and re- 

Ford .. 15,920 16,067 15,714 47,453 663,151 434,816) duces fatalities even more. 

Lincoln 956 566 826 2,327 20,198 21,048 “It is most encouraging to note 

Mercury oun 3,378 4,615 3,588 13,249 171,593 111,382| the steady growth of this program, 
GENERAL MOTORS .. 41,413 48,092 34,871 103,210 1,639,331 1,107,356 | as revealed by the Assn. of Casualty 

re : 7,130 9,043 7,394 20,574 293,108 202,902; & Surety Companies in its annual 

Cadillac . 2,281 2,042 2,267 9,378 74,079 64,017|‘High School Driver Education 

Chevrolet . 20,482 22,997 14,511 42,090 814,690 525,974) Award Program.’ Last year nearly 

Oldsmobile _...... 5,556 6,482 4,782 14,260 208,105 142,722 | 335,000 students were enrolled in 

3 6,014 7,528 5,917 16,908 249,349 171,741 | both classroom and practice driving 
KAISER-FRAZER 1,407 997 1,358 6,100 79,479 44,416 | courses in high schools,” Hufstader 

Frazer m ee sins dante eae vu... | pointed out. 

Kaiser ............ 1,407 997 1,358 6,100 79,479 44,416 “However, a much bigger job 
CROSLEY ... = . ae “5 3,871 1,593 | needs to be done, since only one out 
HUDSON ............... 1,622 1,588 1,609 5,998 77,525 53,646 
NASH _ ........... puis 3,386 3,406 2,924 6,310 113,104 83,732 
PACKARD ............. 1,420 1,428 1,414 2,834 55,663 38,486 
STUDEBAKER. ........... 2,504 3,642 2,176 4,680 162,502 96,803 
WILLYS-OVERLAND} 1,086 357 —-983'—3,330—«:19,570 34,050 Cc L A % - J F j ED 

Total Cars, U. S. ........ 91,988 102,141 83,536 236,739 3,919,151 2,595,151 
+includes station wagons. ‘*Revised. Galtteraic. Low Rates: 

COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 

Week Week Jan. 1 dan. 1 

Ended Same Ended Total to to 

— ne” -_— EL received. Display Ads: $9.80 per inch, per insertion. 
CHEVROLET 7,991 8,929 5,166 14,133 321,057 189,564 WANT AD DEPT., 
CROSLEY ..................... siaaieaiee 4 e a 481 208 
DIAMOND T. .................. 160 125 166 634 5,506 5,341 
DIVCO 100 sd 60 3,169 2,025 
DODGE 3,744 3,255 9,028 115,267 102,039 
FEDERAL 60 36 113 1,786 1,117 
FORD 6,303 2,074 7,658 234,459 136,457 ° 
GMC 2,708 2,133 6,449 89,167 69,168 Kindly Acknowledge 
INTERNATIONAL ..... 2,574 2,974 2,550 10,027 114,418 88,518) Advertisers availing themselves of this 
ae 208 365 193 689 10,859 6,873 | Want Ad Section are requested to ad- 
ae 356 wee 355 1,221 10,192 11,712| vise all respondents if and when their 
STUDEBAKER. ............... 1,040 1,216 ........ 3,301 33,560 36,694] wants have been fulfilled. A post-card 
oo eae 224 299 219 664 10,976 8,294| will do and your courtesy will help 
WILLYS-OVERLAND.. 2,405 2,205 2,113 5,771 61,573  66,351| Us maintain the present high regard 
MISCELLANEOUS ...... 261 358 208 881 =—:11,301 9,908 | which this department enjoys. 

AUTOMOTIVE NEWS 
Total Trucks, U. S. .... 23,046 29,390 18,463 60,679 1,023,771 734,269 
Total Cars, Trucks 
ere .....115,0384 131,531 101,999 297,418 4,942,922 3,329,420 HELP WANTED 

Total Cars, Trucks AUTO PARTS SALESMEN. Aggressive 

RE 8,696 6,822 6,332 19,897 291,966 258,220| ‘salesmen, looking for a good future, can 

earn $8,000 and up yearly. Curtis Indus- 

Grand Total tries, Inc., Cleveland, Ohio, manufacturer 


Cars and Trucks 


U. S. and Canada ......123,730 138,353 108,331 


317,315 5,234,888 3,587,640 





Drive, Sterling, Nash, etc. 
N.B.: 


Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


All U. S. totals include cars and trucks for military orders. 





Auto Production Nearing 


Levels Before 


Strike 


(Continued from Page 1) 


shutdowns that will slice some pro- 
duction volume off weekly totals 
through most of the rest of 1952. 

Ford may be the only steady 
volume producer over the next 
four months, and Ford stands an 
excellent chance of winding up 
as this year’s second biggest pro- 
ducer of cars. 

That is a role that Ford recently 
petitioned NPA for, and has since 
threatened to sue for, following its 
turndown by the government 
agency. 

As of last week, Chrysler and 
Ford were running just about neck 
and neck on 1952 car production. 
However, upcoming changeover 
shutdowns, starting with Chrysler 
division next week, are bound to 
put Chrysler at a disadvantage 
over the remainder of the produc- 
tion race that is left. 

* * + 


A™ big production push on the 
part of car makers, if and when 
one does come, seems more likely 
to come early next year, rather 
than in any of the remaining 
months of 1952. 

The supply situation is still out 
of hand at most plants, to the ex- 
tent that last week’s production 
upturn could turn out to be only a 
flash in the pan. A good many 
plants are grateful that Labor Day 
will hold this week’s operations to 
four days. 

However, stocks of parts and 
components are moving into sup- 
ply bins much faster than was 
anticipated following settlement 
of the steel dispute. If deliveries 





from suppliers continue at the 
present pace, there is a chance 
that a handful of makers will 
adopt overtime scheduling in 
order to recoup some of their 
steel strike losses. 


But overtime or not, September 
production prospects are for no 
more than 400,000 cars and 100,000 
trucks—a total of 500,000 vehicles. 
In September, 1951, U. S. plants 
built 357,000 cars and 106,000 trucks 
for a total of 463,000 units. 


NPA said last week that, barring 
emergencies, all industry likely 
could have all the copper it wants 
by the second quarter of 1953. 

“The outlook for copper,” said 
NPA Chief Henry Fowler, “is that 
after defense needs are met, includ- 
ing the stockpile, full allotments 
for most civilian needs are a pos- 
sibility as early as the second 
quarter of 1953.” 

Opinion in the auto industry is 
that ample supplies of copper and 
aluminum, too, will be available by 
the first of next year. 


However, Fowler was not so 
optimistic about aluminum. He 
Said the aluminum picture was 
darkened by the steel strike, and 
allocation of it might have to con- 
tinue until 1954. 

Auto people think Fowler is being 
unduly pessimistic. They think 
supplies of nearly all kinds of metal 
will be good in the near future, and 
that early 1953 will show that there 
is no longer need for continuance 
of the Controlled Materials Plan. 

—Bernie THOMAS 


and national distributor of automotive 
parts sold direct to dealers and fleets, 
has openings in all parts of the country 
for capable sales representatives due to 
expansion and promotion within our or- 
ganization. Commission basis. Protected 
territory with established accounts. Men 
selected given personal training in field 
and paid during training. Write in detail 
to Curtis Industries, Inc., 1130 E. 222nd 
St., Cleveland 17, Ohio. 


GENERAL MOTORS. Position available for 
experienced General Motors dealer ac- 
countant. Must be thoroughly versed in 
all phases of retail automotive account- 
ing. Must be able to install dealer com- 
pany records, furnish instructions to of- 
fice personnel and. perform periodic ex- 
aminations. Position involves traveling. 
Automobile furnished; all expenses paid. 
Furnish complete employment _ record, 
age, experience and recent snapshot in 
letter of application. Box 1800, c/o Au- 
tomotive News, Detroit 26. 








USED CAR MANAGER 


Big middlewest dealer with unlimited capital, 
selling one of “Big 3'' makes, needs used car 
manager who can buy and sell profitably 200 
used cars a month independent of the new car 
operations. Salary plus a percentage of used 
car department profits offered. This is a posi- 
tion for a high powered business executive 
only and requires one who can buy right, 
manage a big sales force, several lots, an 
indoor display and a reconditioning shop. 
Apply only if your past record shows such 
ability. Do not apply if it does not. Furnish 
complete employment record with references 
and personal data in detail. 

Box 


1830, c/o Automotive News, Detroit 26 





SERVICE MANAGER. Wonderful oppor- 
tunity with an established Oldsmobile 
dealership for man capable of handling 
$15,000 customer labor. Thirty minutes 
from New York City. Salary open. Box 
1826, c/o Automotive News, Detroit 26. 


manufacturer has opening for experienced 
truck salesman in St. Louis. Large group 
of select accounts, with excellent earning 
possibilities for a man who can sell. Sal- 
ary and commission. Write R. W. Allen, 
2350 Chouteau Avenue, St. Louis 3, Mo. 











POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half requiaer 
rates, namely: 9 cents per word each 
insertion. sh in advance. (Half-rete 
does not apply to display ads in this 
section.) 








CAPABLE TRUCK SALESMAN, six years’ 
selling experience in all phases motor 
transportation, desires position with op- 
portunity for advancement. College man, 
clean, conscientious, sober, good charac- 
ter, married and in early thirties. Refer- 
ences. Box 1814, c/o Automotive News, 
Detroit 26. 


SALESMAN or SALES MANAGER. Desire 
position in 250 to 350 car dealership. 
Have had seven years’ experience in all 
phases of dealership operation. Sales, 
parts and body shop, Hard worker for 
right employer. Can start immediately. 
Best of references as to workmanship, 
character and morals. Write Box 1815, 
c/o Automotive News, Detroit 26. 


SALES MANAGER. Young, ambitious, en- 
ergetic. Have had excellent training and 
-experience in new cars, retail and whole- 
sale used cars and truck and fleet sales 
with the largest Ford dealers. Can fur- 
nish best of references from former and 
present employer. Box 1816, c/o Auto- 
motive News, Detroit 26. 











SERVICE MANAGER. Top flight execu- 
tive with initiative and production ability. 
Experienced in both GM and Chrysler 
service department operations. Have han- 
dled large volume. My record will stand 
your rigid investigation. Want change to 
larger dealership in southern California 
only. Reply Box 1829, c/o Automotive 
News, Detroit 26. 


DEALERSHIPS AVAILABLE 











BUSINESS MANAGER with mature judg- 
ment, non-drinker, married and in good 
health, seeks affiliation with dealer who 
would prefer to be relieved of some of 
the problems of management. Have had 
many years’ experience in the automobile 
business when it required a well organ- 
ized and hard working organization to 
conduce a profitable operation. Past ac- 
counting and personal handling of tax 
and credit problems would enable the 
handling or supervision of this work so 
as to reflect currently any desired infor- 
mation in order for the company to take 
advantage of any possible tax savings. 
Training which I have been privileged to 
acquire in new and used car depart- 
ments in a supervisory capacity would be 
helpful in achieving desired results in 
these departments. Realizing by long ex- 
perience the value of customer good will, 
am mindful of the necessity of maintain- 
ing a service department which will re- 
flect to the public as an outstanding de- 
partmental operation. If your organiza- 
tion would consider my services, would 
appreciate an opportunity to come for 
personal interview when top business, 
character and bank references will be 
furnished. Box 1817, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER, available October 
first. Chrysler-Plymouth and Kaiser- 
Frazer experience. Executive and tech- 
nical background. Only permanent setup 
will be considered. Presently employed 
but desire change. Box 1789, c/o Auto- 
motive News, Detroit 26. 








WANTED TRUCK SALES MANAGER. 
Good proposition for competent man. 
Dodge line. Location, Detroit. Box 1810, 
c/o Automotive News, Detroit 26. 

ACCOUNTANT-OFFICE MANAGER: By 
large volume Ford dealer in Kansas City, 





ACCOUNTANT-OFFICE MANAGER, ex- 
perienced automotive acounting systems. 
Upstate New York or New England lo- 
cation. Box 681, Berlin, N. Y. 





AUTOMOTIVE EXECUTIVE. Business-gen- 
eral experience; organize 





Florida Chevrolet dealer. Must have prov- 
en ability. State full details first letter, 
references, age, photograph, etc. Replies 
confidential. Box 1786, c/o Automotive 
News, Detroit 26. 

PARTS MANAGER. Chrysler products ex- 
perience, Splendid opportunity for right 
man, Dealer in Los Angeles city. Box 
1812, c/o Automotive News, Detroit 26. 











Mo. Excellent compensation, must have management hi 

executive ability. Replies confidential. — i Se galerie. 

Automotive experience not essential. Box esults w lustisy expectations. 

1811, c/o Automotive News, Detroit 26. 1790, c/o Automotive News, Detroit 26. 
SALES MANAGER, new cars and trucks. | GENERAL MANAGER for all departments 


of your business. Are you looking for a 
reliable and experienced man who has 
succesfully operated General Motors and 
Chrysler dealerships with an outstanding 
record as a sales producer, organizer and 
profitable operator? If you need aggres- 
sive merchandising management in your 
organization, please reply to Box 1818, 
c/o Automotive News, Detroit 26. 


POPULAR THREE CAR dealership—Colo- 
rado. City of twenty thousand. Good ter- 
ritory. Excellent location. Fine building, 
50’x125’. Completely equipped service de- 
partment. 75’x150’ fenced used car lot. 
Lease building. Mining and agriculture, 
hunting, fishing, skiing. Wonderful cli- 
mate. Box 1821, c/o Automotive News, 
Detroit 26. 


FOR SALE. Agency handling DeSoto-Plym- 
outh. Located in fast growing southern 
town, 18,000 population. Price $37,000 in- 
cluding modern, well equipped shop, parts 
and office equipment. Spacious building 
with beautiful showroom and offices. 
Rent $300 monthly with lease. Can han- 
dle part. Box 1822, c/o Automotive 
News, Detroit 26. 


PROSPEROUS DEALERSHIP handling 
Lincoln-Mercury in northeastern New 
York state. 50,000 trading area. Aver- 
aged 125 new cars per year for last five 
years. Owners poor health necessitates 
change in climate. Factory has complete 
knowledge of intent. Principals only. 
Box 1802, c/o Automotive News, Detroit 
26. 


DEALERSHIP, now handling Dodge-Plym- 
outh. Thriving Tennessee city. Three-year- 
old building containing 7,200-square-feet. 
Can be leased for $150 per month. Parts 
and equipment at substantial discount. 
$20,000 will handle. Box 1827, c/o Au- 
tomotive News, Detroit 26. 














DEALERSHIP 


Now Handling Leading Independent 


make new car in south's richest market with 
trade area over 800,000 population, Doing 
over two million dollars annually. Modern 
shop and equipment, beautiful offices and 
showroom. Excellent used car lot in connec- 
tion with building. Good lease. Will sell for 
inventory. $75,000 will handle. Subject to 
factory approval. Top location in souths 
largest city, heart of oil industry. An unusual 
opportunity in one of America's greate* 
markets. 


Reply Box 1832 
c/o Automotive News, Detroit 26 














ween ant =« 


<a 





r- 


Ss, 


r- 


ait 


ith 
ing 
ern 


ind 
for 
h's 


ual 
e + 








AUTOMOTIVE NEWS, SEPTEMBER 


1, 1952 





DEALERSHIPS AVAILABLE 


DEALER SERVICES 


CARS FOR SALE 


TRUCKS FOR SALE 


MISCELLANEOUS 





= 


SALERSHIP, now handling DeSoto-Plym- 
suth. Metropolitan Chicago agency es- 

tablished over 20 years—600 to 1,000 new 
ar contract. Excellent parts and finest 

equipped service facilities doing large vol- 
ime. Building with three lots adjoining 
ivailable to buy or lease. $100,000 will 
iandle fast moving parts and accessories 
plus the equipment on a lease. Price of 
building low at $200,000. Factory ap- 

proval required for franchise. Box 1828, 

:/o Automotive News, Detroit 26. 

SALERSHIP, handling Chrysler - Plym- 

outh, established before World War II. 

Located in west Texas town of 12,000 

with good future. Reasonable rent on 

building, modernized two years ago. Sit- 
uated on main east-west highway. Price 
$22,000 cash. Box 1824, c/o Automotive 

News, Detroit 26. 

LARGE CAR General Motors franchise 
available in big eastern metropolitan 
area. Only basis sale all assets including 
real estate requires sizeable cash invest- 
ment. Address Box 1820, c/o Automotive 
News, Detroit 26. 

SMALL TOWN, 150 car GM dual deal for 
sale. 100 miles from Buffalo. Modern 
equipment and good service organization 
and business. Owner retiring. Building 
can be bought or leased. Box 1823, c/o 
Automotive News, Detroit 26. 

DEALERSHIP FOR SALE, handling Stu- 

debaker, 100 miles of Kansas City, town 

of 12,000 population. Farming and dairy 
center, 3 railroads. Reason for selling— 
sickness. Box 1793, c/o Automotive 

News, Detroit 26. 





Call 














WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


411 Curtis Bidg. Detroit 2, Mich 





DEALERSHIP, handling Ford. City 1,000, 
grossing $200,000. Also Standard Oil 
products. Modernistic building, low rent- 
al. Hustler’s opportunity. Grinde, New 
Rockford, N. D. 

WHOLE OR PART of medium sized deal- 
ership, handling Ford, in highly indus- 
trial area in Pennsylvania. Box 1803, c/o 
Automotive News, Detroit 26. 








INVENTORY SERVICE 
Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 


confidential and unbiased, Certified reports. 
Also special buy-sell service, Experienced 
organization—in business since 1939. Free 


booklet on Parts Department operation sent 
on request. Call or write for sneae details. 


Automotive Inventory Servic 


10040 Freeland Detroit 27, Mich. “we "3.6449 








INVENTORY SERVICE. Parts and acces- 


sories. Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 


L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 


CARS FOR SALE 


—AUTO— 
AUCTION 


a 














HORSEHEADS, NEW YORK 
EVERY FRIDAY 





po 





DANVILLE, PENNA. 
EVERY WEDNESDAY 











You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 


Jos. E. Johnson Tex Rickard 


Auctioneers 














DEALERSHIP WANTED 








FORD OR GM 
200 Car Minimum 


Unlimited cash. Factory approval assured 
Information treated in strictest confidence 
Box 1807, c/o Automotive News 
Detroit 26 





WANTED TO BUY. General Motors pas- 
senger car dealership. 200 cars or over. 
Plenty of capital available. E. T. Smith, 
Apartment 636, Blackstone Hotel, Omaha, 
Nebr. 





WANTED AUTO AGENCIES 


We have qualified buyers for all size auto 
agencies throughout the United States. All re- 
plies held in strictest confidence. 


DAVID JARET CO. 
Established Over 29 Years 


150 Montague St. Brooklyn 2, N. Y. 
ULster 2-5600 





AUTOMOBILE AGENCY WANTED. Met- 
ropolitan New York or 50 mile radius. 
Strictly confidential. Have factory ap- 
proval of ‘‘Big Three.’’ Box 1771, c/o 
Automotive News. Detroit 26. 

TEXAS CHEVROLET dealership wanted. 
Can handle up to 150 unit deal. Factory 
approved and waiting. Absolutely confi- 





dential. Wire or write Williams, Box 
1938, Abilene, Texas. 
GM or FORD 


200 OR MORE UNITS 


Partnership deal wanted — Buy in on retiring 
parfner. Take active management. Am present 
owner of small dealership and want to ex- 
pand. Have $200,000 cash and factory ap- 
proval assured. 


Box 1831, c/o Automotive News, Detroit 26 





DESIRE MEDIUM SIZED General Motors, 
Ford or Chrysler dealership in Virginia, 
North or South Carolina, Georgia or 
Florida. Have ample capital and can 
qualify with factory. Box 1792, c/o Au- 
tomotive News, Detroit 26. 

WILL PURCHASE INTEREST in ‘‘Big 
Three,’’ 100-200 car dealership — New 
York, New Jersey. My age 34, 12 years’ 
experience. Box 1819, c/o Automotive 
News, Detroit 26. 

BUSINESS OPPORTUNITIES 

POPULAR IMPLEMENT car franchise, 
city 1,200, doing wonderful business. Re- 
quires $20,000 for equipment-stock. 
Grinde, New Rockford, N. D. 











ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
of low mileage 1950 and 1951 Chevrolets, 
Fords and Plymouths in coupes, two and four 
door sedans. 


These cars can be seen at— 
ROBINSON AUTO RENTAL, INC. 


Please note change of address 
229 S. HANSON ST., PHILADELPHIA 39, PA. 
1. E. Spatig, Used Car Manager 


Phone: Granite 2-3013 








BEST in the MIDWEST! 
Carl E. Marker's 
FORT WAYNE 
AUTO AUCTION 
Sale Every Tuesday — 11:30 A.M. 
Open all night Monday night 
Dealers Only 
Phone — E-1254 Phone — E-5209 
Where You Buy and Sell RIGHT! 
324 West Main St. 
WE GUARANTEE ALL CHECKS 


Fort Wayne, Ind. 








ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery Like New 
BUY NOW AT LOW PRICES 
1949 - 1950 
Plymouths — Fords — Chevrolets 


THE R. A. AGENCY 


54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
Morris Freedman, Mgr. 
SARATOGA 7-2300 SHERWOOD 7-1700 








OPPORTUNITY FOR MAN knowing MoPar 
parts business to buy into and manage 
going wholesale operation in large mid- 
western city. Must be willing to put some 
money into business. Will sell up to fifty 
Percent of stock. Write Box 1825, c/o 
Automotive News, Detroit 26. 

AUTO PAINT and body shop. Fort Laud- 
erdale’s best location. Downtown. Good 
reputation, well equipped, baking oven. 
Room for dealership. $12,000. P.O. Box 
815, Ft. Lauderdale, Fla. 


DEALER SERVICES 














INVENTORY SERVICE 
Parts Accessories 

Large and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all 
accountants and by the government. 


tee INVENTORY So.. INC. 
hicago, Iilinois 
, 5-8300° 


A wr par GETTER FOR YOUR USED 
CAR LOT. 1935 Auburn speedster in ex- 
le fede condition, White-wall tires, 
chrome wheel plates, body finished in black 
lacquer. We have used it for the past six 
months and it does the trick. The going retail 
price on this model among sports club fans 


is about $2,200. Just set it on your lot. 
Price, $1,800. Call, Wire or Write— 
Paul R. Gorham, 1214 E. Douglas, Wichita, 


Kans. Phone 2-1435. 








KEN SCHAEFFER'S 
The Only Indiana 
AUTO AUCTION 

In Continuous Operation Since 1943 

EVERY THURSDAY 
Dealers Most at the Cross-Roads of America 
py ge INDIANA 
rt Grandi, Auctione 
CORNER CAPITAL 4 Ae MORRIS STS. 





Mark + O15 
IN THE HEART OF INDIANAPOLIS 





AUTO AUCTION 
TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 
ALBANY, N. Y. 
(For Dealers Only) 
EVERY MONDAY ...12 NOON 
Nember of N.U.C.D.A. and N.A.A.P.A, 














CARS WANTED 








BUSINESS COUPE 
Large Trk. 
48 Chrysler — 6 or 8 Cylinder 


TOW BAR SALES COMPANY 
40 South Clinton Chicago 6, Ill. 


CHEVROLET DEALERS. Have 1952 Chev- 
rolet 6802 chassis equipped with 54 pas- 
senger Americoach body painted and 
equipped to Michigan specifications for 
immediate delivery. Tire size 8.25 -10 
ply. Donohoe Chevrolet Sales, Brooklyn, 
Mich. 





BUSES FOR SALE 


NEW SCHOOL BUSES—Dodge, Reo, GMC, 
International Harvester, Ford, Chevrolet, 
Studebaker, White. Immediate delivery 
in sizes 48, 54, 60 and 66 passengers. 
Late model used buses. 1950 GMC, 1948 
Chevrolet, 1947 Ford, Pony Cruiser (25- 
Passenger) Yellow Cruiser (29-passen- 
ger). National Bus Sales Co., Inc., 101 
N. 33rd St., Philadelphia 4, Pa. BAring 
2-7605. 

1952 GMC 60 pasenger, 
1951 Dodge, 1948 Ford, 1947 Chevrolet, 
above are 48 passenger. 1950 Ford 36 
passenger, 1949 Ford 42 passenger. Su- 
perior and Wayne bodies. Must sell be- 
fore September 6th. Box 1805, c/o Auto- 
motive News, Detroit 26. 








1951 Chevrolet, 








PARTS FOR SALE 


Oldsmobile 
Parts 


24 HOUR DELIVERY SERVICE 
e 
WRITE — PHONE — WIRE 


for USED CARS 
WHOLESALE 


Late Models at Two 
Big Locations 


GAGE & DRUMMY INC. 


21710 WOODWARD AVENUE 
DETROIT 20, MICHIGAN 
JORDAN 4-5600 

















BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Parts . . . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 
“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
All Phones WAbash 2-1030 








PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to a 
new unit. 
Complete stock Hydra-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. 

Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 
Ace Automotive Products 


5416 N. Broadway Chica J 40, Illinois 
Phone: Longbeach |I-! 








Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 
GREBE OLDS 
3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 





CADILLAC, OLDSMOBILE, LaSALLE 
parts. Wide selection from 1935 through 


1942. Wire, write or phone. Stuyvesant 
Motors, inc., Kingston, N. Y. Phone 
1450. 





PARTS WANTED 

WANTED—New or practically new station- 
wagon body for 1941 Plymouth. ‘‘Tip’’ 
Chisholm, Asheboro, N. C. 

TRUCKS FOR SALE 

WRECKER FOR SALE. 1948 Chevrolet two 
ton model 6403 two speed deluxe cab. 
Large heater, spotlight. Complete Holmes 
wrecker unit.mounted on chassis, includ- 
ing towing cradle, factory tool box, spot 
lights, blinker lights. A 21,000 actual 
mileage unit complete in every detail and 
clean. A bargain $2,250. Nielsen Chevro- 
let Co., Kearney, Nebr. Phone 2181. 

LIKE NEW, 1951 L-205 International, com- 
pletely equipped. Three speed Spicer aux- 
iliary transmission, 25,000 miles only. 
A-1 condition. Purchased for $8,700. Sale 
price, cheap. Also several 1950 GMC 
Diesels. Excellent condition. Priced to 
sell. To see, contact East Side Motor Co., 
Cape Girardeau, Mo. 

1949 BROCKWAY 260xW tractor. New en- 
gine. Good condition. Phone or write 
Linhart Chevrolet, Jeannette, Pa. 

1949 FORD 1% TON COE with 16’ 

body, 14,000 miles. Photographs on re- 




















steel 





quest. Will sacrifice. Write or phone. 
Briggs Motors, Whitehall, Wis. 


SCHOOL BUS BARGAINS. One new, 1952 
L183 International, 60 passenger at deal- 
er cost. One used, 1951 GMC 450 series, 
60 passenger. One used, 1951 Chevrolet, 
54 passenger. Two used, 1949 GMC’s 450 
series, 60 passenger. One used 1947 Ford, 
48 passenger. One used 1942 GMC, 37 
passenger. H. M. Feather, Claysburg, 
Pa. Phone 35M. 


SCHOOL BUSES 
NEW 


7 International 




















6 Ford F-6 48 
2 Chevrolet 809 54 
4 GMC 457 54 
2 Dodge JS212 54 
2 Reo E121 54 


IMMEDIATE DELIVERY 


FRANK T. MEE, JR. 


DANBURY, CONN. TEL. 8-5645 








BUSES WANTED 
USED SCHOOL BUSES WANTED for re- 
sale, 1947 or later models. 42, 48 or 54 
passenger. Must be in good condition 
and priced right. Give full description 
and price in first reply. Write Box 1758, 
c/o Automotive News, Detroit 26. 








MISCELLANEOUS 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce S8t.. 
Lynchburg, Virginia. 


8 out of 10 
DEALERS PREFER 


THE ENTIRELY NEW 
MOTO-MATIC 


TOW e GUIDE 
WITH 4 CONTOUR GRIP 
BUMPER COUPLERS 


NO ADAPTORS NECESSARY 
Meets I.C.C. Strength Requirements 





85 Federal Tax 
Included 


FAcTORY $ 
NET PRICE 


LIBERAL QUANTITY DISCOUNTS 
TO AUTOMOTIVE JOBBERS 
AND DISTRIBUTORS 


Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 














ARRAN ecient 
WHY TAKE CHANCES 


INSIST on the BEST 
BUY "THE ORIGINAL" 


Automatic BraKin¢ 


Yellow Tow Bar 
WITH BRAKE HOOK-UP 


ONLY... °51% curve 


CABLES 
Meets 1.C.C. Strength Requirements 


FOR INTERSTATE TOWING 
GUIDE CABLES ON 2ND UNIT 
IS AN 1.C.C. "MUST." 
AUTOMATIC BRAKING 

TOW BAR 
COMPLETE with 
Guide Cables and 


$ 45 
BRAKE HOOK-UP .......... 61 
Meets ALL 1.C.C. Requirements! 


ae ee Steering and Brake 

Up, Chain Jaws that FIT for Easy 
Quick INSTALLATION. WRIST ACTION 
guarantees a Full Floating Ride and Tow 
on all type roads .. . AND 


STOPLITES and BRAKES 
(8 Wheels) at All Times 
° 


THE CHEAPEST 
INSURANCE 
YOU CAN BUY 


UICK-TOW,' B . 
te-tumper A, A Bar ¥ > $1 9.50 
Intra-State Tow Bar.” 942090 


(Folding ‘'V'' Type) 














ALL TYPES TOWING EQUIPMENT 
FOR AUTOMOBILES AND TRUCKS 


—SPECIAL— 


Protecto Covers (Tailor Made) .. 95 
Carrying Bags ................ 1.00 & 33:35 
SAFETY CHAINS, set of 2, only .... $2.50 


WE STOCK ALL TYPE PARTS 
FOR IMMEDIATE DELIVERY 
All Prices Include 8% Fed. Excise Tax 
e ° * 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
as = 4-4485 
Nite {DO 3-373 


40 oy Clinton St., Chicago 6, Ill. 
RS eA a aE 


SHOP EQUIPMENT FOR SALE 

No. 330 BEAR wheel balancer. Passenger 
and truck. Used very little. Cost $480. 
Sell, $295. Hays Motors, East Liverpool, 
Ohio. 

NEARLY NEW Ford-Heyer distributor 
Stroboscope. Must sacrifice—$325. Gar- 
rett Motors, Loveland, Colo. 

DYNAMOMETER, CLAYTON analyzer, 
slightly used. A-1 condition. Now in use. 
A steal. P.O. Box 935, Santa Fe, N. M. 

SHOP EQUIPMENT WANTED 

WANTED IMMEDIATELY. New or used 
paint spray booth and baking oven for 
automobile painting. Must be bargain. 
Contact Melvin Wilcock, 741 N. Wolcott, 
Chicago, Ill. Phone Chesapeake 3-9440. 

ANTIQUE CARS FOR SALE 

1910 CADILLAC roadster, 4 cylinder, cop- 
per water jackets. New tires and tubes. 
big ® Brunt Motors, Inc., Horseheads, 
N. 
































ANTIQUE CARS WANTED 
TEN ANTIQUE CARS. Original or restored. 
1913 Copperhead touring, Detroit electric, 





Franklin, V-16 Cadillac, Maxwell, Linc- 
oln, Buick, Studebaker, Chevrolets, 
Fords. ‘‘Tip’’ Chisholm, Asheboro, N. C. 





eee eee eee 


New Subscription Order: 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14[[]  ~ 
for which check is attached [[] or send bill [[] 











AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. | 
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You’re on top of the light-duty truck market, too, 
when you sell International Trucks. 


International Dealers and .Branches offer a 
complete line of light-duty models. Every model 
packs the muscle that means more years of low- 
cost operation. Every model features-the easy 
chair comfort of the roomiest cab on the road. 

It doesn’t take long to demonstrate Interna- 
tional superiority. That’s why so many light-duty 
buyers won’t settle for less than an Interna- 
tional Truck. That’s why so many dealers won’t 
settle for less than our franchise. 


INTERNATIONAL HARVESTER COMPANY - CHICAGO 


WS 


International light-duty truck exclusives: 


@ Silver Diamond valve-in-head truck engines are rugged, packed 
with extra power. Engineered to save you plenty on operating 
and maintenance costs. 


e Comfe-Vision Cab—the “‘roomiest, most comfortable cab on the 
rogd.” One piece, full-vision windshield. New green-tinted, 
4 non-glare safety glass available. 


@ Wider front axles make possible full 37° turning angle for 
greater maneuverability. 


®@ Wide variety of light-duty models—'2, %4 and 1-ton sizes—with 
GVW ratings from 4,200 to 8,600 Ibs. 115, 127 and 134-in. 
wheelbases. 


International Harvester Builds McCormick Farm Equipment and Farmall Tractors ... Motor Trucks . . . Industrial Power. . . Refrigerators and Freezers 


Better roads mean a better America 


‘ 


INTERNATIONAL lila ¢ 


“Standard of the Highway” 
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